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Adult Education In 
Insurance Business 
Stressed By Huebner 


Veteran Leader it in 1 Higher Educa- 
tion Addresses Closing Exercises 
of N. Y. Insurance Society 


PROGRESS IN UNIVERSITIES 


Cites Efforts Along Four Main Lines 
to Develop Insurance Courses on 
the Intermediate Level 


S. S. Huebner, for close to half a cen- 
tury one of the outstanding leaders in 
insurance education in the United States 
and retiring this year as professor and 
chairman of the Insurance Department 
of the Wharton School of Finance and 
Commerce at the University of Pennsyl- 
vania, yesterday addressed the closing 
exercises of the School of Insurance of 
the Insurance Society of N. Y. on the 
forward march of higher education in 
insurance. Speaking to several hundred 
students and guests in the Great Hall of 
the Chamber of Commerce in New York 
City he stated that in the field of higher 
education adult education on a large 
scale among those already working in 
a calling is the greatest educational de- 
velopment, of the last half-century. 

Lester D. Egbert, president of the 
New York Insurance Society, opened 
the program and presented 29 certifi- 
cates to students who had completed the 
30 point course. Joseph J. Magrath of 
Chubb Son awarded 40 prizes to 
honor students in the various courses 
and James E. Bragg of the Bragg 
Agency introduced Dr. Huebner as the 
guest speaker. 


Progress in American Universities 


The chief purpose of adult education 
on the collegiate level in insurance, de- 
clared Dr, Huebner, is to increase great- 
ly the number of practitioners “who 
know that they know, so that the public 
may safely follow them.” Discussing the 
progress of imsurance education in 
American colleges he said 

“Prior to 1910 it seems there were 
only 20 organized courses in insurance 
in American universities and colleges. 
By 1920 the number had increased to 
62, and by 1935 to 226. By 1947-48 (last 
survey by David McCahan and Morris 
Hamburg) 250 colleges and universities 
were offering a total of 853 insurance 
courses with a total enrollment (re- 
ported for 708 courses) of 41,009 stu- 
dents. Ten years previously the num- 
ber of courses reported was only 584 


(Continued on Page 36) 
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The next scene is sure to have plenty of firemen in it! 

with tches and lighted cigarettes caused 91,000 fires 
in 1950 alone. Serve your assured and your community. Teach fire 
prevention constantly. 
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Tr. Workshop 


In the Underwriting Department where submitted applica- 
tions are physically converted into policies this man was the head 
of the policy writing division. He kept in stock properly arranged 
shelf after shelf of completely printed policies or page after page 
to be compiled into policy contracts. He selected a policy or put 
one together and filled in the blank spaces until he had a document 
tailored to the individual need. It was his workshop and he 


trained the men and women how to work in it. 


At various times through the years that policy might come 
back to be rewritten. He dipped into his files and he could fit the 
rewrite to the requirements of any year in the past. The policies 
with his splendid Spencerian fill-ins went out to the underwriters 


and so into the safety boxes of thousands of American families. 


The division’s work of today is dependent upon the methods 
and the care with which he performed his work years ago. No 
man in that group begins today’s work from scratch. He labors 
in a workshop planned and tooled by this man and the workshop 
is kept stocked and occasionally rearranged upon the sound lines 
laid down by his predecessor. 


THE PENN MUTUAL LIFE INSURANCE CO. 


MALCOLM ADAM 
President 


INDEPENDENCE SQUARE, PHILADELPHIA 








Group Life Covers 
31 Million Persons 
Late Survey Shows 


More Than Double Amount of 
Five Years Ago; Wage Freeze 
Cuts New Coverage 


NOW EXCEEDS $58 BILLION 


Master Group Contracts Number 
73,000; Ownership Follows 
Population Pattern 


Group life insurance, at the beginning 
of this year, covered approximately 31,- 
000,000 persons for a total of $58,057,000,- 
than 


000 of insurance which was more 


twice the amount of Group in force five 


1951. 


analysis 


years ago and a rise of 14% in 


These figures are shown by an 


made jointly by the Institute of Life 


Insurance and Life Insurance Associa- 
tion of America. 
“A smaller 


insurance 


group lite 
1951 than 
to last year’s 


amount of new 
was purchased in 
in the owing 


wage stabilization freeze affecting fringe 


year before, 


the statement said. “But while 

new plans declined 33% 
past year’s $4,800,000,000 of 
than 


benefits,” 
purchases of 
in 1951, the 
new group protection was more 
any year prior to 1950 
$2,500,000,000 


group contracts 


the purchases in 
In addition, nearly was 
added in 1951 to 


in force.” 


already 


Big Gains Reported 

73,000 
insurance contracts on 
66,000 the 


vears before 


At the start of 1952 there 
master group life 


the books, 


vear before 


were 
compared with 
and 40,000 five 
The number of individual group certifi- 
cates was 31,000,000, compared with 28,- 
000,000 a year ago and 16,000,000 five 
years ago. The $58,057,000,000 of group 
outstanding on January 
1 compares with $50,910,000,000 a year 
ago and $27,703,000,000 five years ago. 


insurance 


life insurance 


Ownership of group life 


varies over the country, with the great 


est per capita coverage in most cases 


in the large industrial centers. 


Aggregate ownership by states fol 


lows population 


Pennsylvania 


closely the 
New York 
and California third. But on a 
Michigan leads all 
Connecticut second, New 
Ohio fourth, Delaware fifth, 
New Jersey sixth, Indiana seventh, IIli- 
nois eighth, Pennsylvania ninth and 
California tenth. 
_ Of the aggregate group life insurance 
in force on January 1 of this year, $54,- 
500,000,000 was for 21,900,000 employe 
certificates owned by associated groups 
of workers, while over $3,500,000,000 was 
for group credit life insurance, cover- 
ing unpaid balances of loans to more 
than 9,000,000 persons. 


pattern, 
with leading, 
second 
per capita basis, 


states, with 


York third, 
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“EADY, DAD?” Doris Arnold took her hands 

R away from her father’s eyes, stepped around 
in front of his chair and swirled about in her shim- 
mering satin wedding gown. Then she said, in a shy 
voice that was almost a whisper, “Do you like it?” 


“Like it! I’ve never seen anything so beautiful, 
Doris!” Jeff Arnold glanced at his wife, still stand- 
ing at the entrance to the living room, and then 
winked at Doris and added, “Except once.” 


Beth Arnold came in and sat on the arm of her 
husband’s chair. ‘“That’s my Jeff,” she said, “al- 
ways tactful! But honestly, isn’t it a dream? There 
are still a few things to be done to it, but it will be 
ready in plenty of time.” 

She reached over, smoothed out a small wrinkle 
in the dress and then said, ‘‘Doris and I were just 
talking about the old custom—you know, ‘some- 
thing old, something new, something borrowed, 
something blue’—and we ran into a snag. Doris is 
all set as far as everything else is concerned, but 


we can’t decide on what she should wear that’s old. 
There’s that brooch my grandmother left me, or 
those pearls of Mother’s.. .” 


“Or the old emerald ring Aunt Molly gave me 
when I graduated,” Doris interrupted. ‘‘Or .. .” 


Jeff Arnold rubbed his chin, looked up at his 
daughter and said, ‘“Tell you what, Doris—I’ve 
got just the thing for you. I don’t know quite how 
you'll manage to wear it, but it’s something old, 
all right.”’ He reached in his inside pocket and said, 
“Know what it is?” 

Without waiting for an answer, Jeff pulled out 
his wallet, took a check from it and handed it to 
Doris. ‘‘Money. And withit my very best wishes. ..”’ 


“Dad! Mother!”’ Doris cried. ‘What in the world 
... why, how... for goodness’ sake...” 


‘‘Easy, Doris, easy,”’ Jeff said, smiling up at her. 
“IT know the size of the check surprises you. But 





actually it’s something that has been growing up 
with you for years and years and has always been 
intended for you. 


“You see, right after you were born, Tom Barton, 
the New York Life agent, came to the house and 
advised me to take out some more insurance. Among 
other things, he suggested that I take an endow- 
ment policy so that no matter what might happen 
you’d always be sure to have enough money to go 
on to college when you grew up. 


“Well, we managed to put you through college 
without touching the insurance, praise be, and 
when it matured a while ago we put the money 
aside as an extra wedding present for you.” Jeff 
chuckled and said, ‘‘Anyway, I hope it will do for 
your ‘something old’—because it’s almost as old 


? 


as you are! 


NEW YORK LIFE INSURANCE COMPANY 
51 Madison Avenue, New York 10, N. Y. 


<a 


Naturally, names used in this story are fictitious. 
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Massachusetts Mutual Leaders Club At Quebec 


By WiiuiaM L. Haptey 


The members of the Leaders Club of 
the Massachusetts Mutual Life together 
with the wives and children of some of 
them and the chief officers and depart- 
ment heads of that company migrated 
to ancient and quaint Quebec in Canada 
for their Tenth Club Year convention 
on May 26, 27 and 28. It was the largest 
convention of the club in its history 
with 378 of the company’s field force 
qualifying for attendance. The total at- 
tendance, including qualifying club mem- 
bers, wives, children and home office 
officials and department heads, was over 
650. 

The headquarters of the convention 
was the historic and famous Chateau 
Frontenac, and its several sessions were 
held there in surroundings well known 
to life insurance men throughout the 
North American continent. 

Located on the upper plateau of the 
two plateaued city of Quebec the 
Chateau Frontenac is hard by the Plains 
of Abraham, as well and _ historically 
known to all Canadians as Valley Forge 
and Gettysburg is to Pennsylvanians, 
Appomatox and Fredericksburg to Vir- 
ginians and Bunker Hill to the citizens 
of Massachusetts and all Americans. 

Going outside the confines of the 
United States for the first time in the 
history of the company the Massachu- 
setts Mutual Life did not take its 
Leaders Club into an environment hos- 
tile to life insurance. 

Life insurance throughout the Domin- 
ion of Canada is endorsed by the citi- 
zens of the Dominion as being an im- 
portant part of its economy, as it is 
throughout the United States. 

Just recently the Canadian and United 
States Life Officers met in joint session 
at the Seigniory Club, Montebello, Que- 
bec, where it was found the problems 


confronting each organization were 
about the same. 
Friendly exchange of information, 


joint study and a sincere regard for 
each other have been in evidence for 
many years in these organizations. 


Visit Historic Places 


With its many religious shrines within 
and without the city of Quebec, the 
Province of Quebec is deeply devout. 
It is said that 95% of the folk of Quebec 
city and the Province are communicants 
of the Roman Catholic Church. There 
are 54 Catholic churches, five Protestant 
churches and one Jewish synagogue 
within the corporate limits of the city 
of Quebec. 

Perhaps the most famous of the 
shrines of the Province is Sainte Anne 
de Beaupré which is located about 21 
miles from Quebec on the St. Lawrence 
River near the tip of the Isle D’Orleans. 

This shrine had its origin in 1658 and 
documents relate that the first in a 
long succession of miracles occurred 
during its construction. In the course 


of nearly three centuries millions of 
pilgrims from all parts of the world 
have prayed at Ste. Anne de Beaupré. 

The members of the Massachusetts Mu- 
tual Leaders Club party had most busy 
sessions. The attendance at the several 
sessions was large and those participat- 
ing and sitting in were high in their 
praise as to the outstanding value of 
what transpired. 

On the social side there was the con- 
vention banquet at which awards were 
made to distinguished members of the 
Leaders Club. 

Two sightseeing trips were provided 
for the Massachusetts Mutual party on 
Monday and Tuesday afternoons. One 
section took in the sights of Quebec 


took place. On this particular pilgrim- 
age there were nine bus loads. 

_It was announced during the conven- 
tion _that there will be three regional 
meetings of Massachusetts Mutual field 
men and women in 1953. Too, it was 
announced that the 1954 convention of 
the Leaders Club will be held at Banff 
in the Canadian Rockies. 


President Kalmbach Opens Session 


Monday morning was given over to a 
general meeting. President Leland J. 
Kalmbach opened this session with an 
address in which the discussed the com- 
pany’s progress over the past year, its 
position in the life insurance industry, 
and its objectives for the future. 

He was introduced by Royse W. Jack- 
son, vice president of Massachusetts Mu- 
tual Agents Association, who was gen- 


Following Message to Leaders Club 





LELAND J. KALMBACH, PRESIDENT 


proper during which many of the famous 
points of interest including several of 
the oldest churches were visited. On the 
other a pilgrimage to the above men- 
tioned shrine of Ste. Anne de Beaupré, 


eral chairman of the meeting. He was 
pinch-hitting for Albert M. Palmer of 
Miami, president of the Agents Associa- 
tion, who was detained at home by 
reason of his father’s illness. 


Vice President Charles H. Schaaff con- 
ducted the Court of Honor which in- 
cluded 62 representatives. 

“Group or Ordinary—It’s a Sale!” was 
the subject of a talk given jointly by 
Group Secretary Charles G. Hill and 
Director of Group Sales George W. 
Steinbach. The speakers told how an 
ordinary agent should prospect for 
group business and how he could get 
into a group case. 

A panel on “Today’s Pension Trust 
Market” was conducted by John W. 
Boynton of Baltimore, Robert M. Saville 
of Newark, and E. James Stephens, 
manager of pension trust sales. 

This was followed by a talk by Charles 
S. Motz of Atlanta on “How To Work 
15 Hours a Day and Like It.” Mr. Motz 
stated that he felt that most top pro- 
ducers were thinking life insurance every 
waking hour of the day. 

Barry B. Stephens of Los Angeles 
concluded the morning meeting with his 
talk, “Building a Clientele.” 

Two conferences were held during 
Monday afternoon. 

The Chartered Life Underwriters held 
a luncheon meeting, with Lawrence G. 
Knecht, prominent Cleveland attorney, 
as principal speaker. Mr. Knecht dis- 
cussed the advantages and disadvantages 
of life insurance options versus life in- 
surance trusts in estate planning. 

William F. Hughes, CLU, of Memphis. 
president of the Massachusetts Mutual 
CLU Association, was chairman of the 
meeting. 

Harry C. Copeland, Jr. of Syracuse 
was moderator of a forum for represen- 
tatives in their first, second and third 
contract years on “Ideas For Quick 
Sales.” 

At a dinner meeting Monday evening, 
Vice President Chester O. Fischer was 
toastmaster. 

President Kalmbach presented serv- 
ice awards to seven individuals, and 
Tracy E. Davis of the Atlanta Agencv 
talked on “It’s Not All in the Books.” 


Estate and Corporate Seminars 


Tuesday morning and most of Wed- 
nesday morning were devoted to the es- 
tate planning and corporate planning 
seminars. 

Acting as estate planning moderators 
were Charles Clementson, Jr., Jackson- 
ville; Robert H. Gardner, CLU, Wichita; 
Royse W. Jackson, Detroit; Corydon K. 
Litchard, CLU, Springfield; Arthur D. 
Lynn, CLU, Kansas City; Henry J. 
Peirce, Indianapolis; Clarence E. Pejeau, 
CLU, Cleveland; and Robert K. Pow- 
ers, CLU, Spokane. 

The corporate planning moderators 
were John E. Bromley, CLU, Battle 
Creek; E. W. Gale, Wilkes - Barre; E. 
Leigh Jones, CLU, Detroit; Richard J. 
Katz, Rochester; A. Jack Nussbaum, 
Milwaukee; Ned G. Patrick, CLU, 
Omaha; Lawrence E. Simon, New York 
City; and Harry R. Van Cleve, CLU, 
Los Angeles. 

The conference was concluded with a 
general meeting. late Wednesday morn- 
ing. Following the election of new as- 
sociation officers, Vice President Charles 
H. Schaaff delivered the final speech of 
the convention. Entitling his talk, 
“KROW,” Mr. Schaaf complimented the 
company leaders on the outstanding job 
they had done, reviewed some of the 
new contracts and benefits which had 
been instituted by the company in te 
past year, and gave his impressions of 
the place and responsibilities of leading 
producers in the over-all company pic- 
ture. 
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Chester O. Fischer 
Vice President 


Charles H. Schaaff 
Vice President 


President Kalmbach Tells of New 
Peaks in Operations of Company 


New Ordinary business of Massachu- 
setts go Life for the first quarter of 
this year was the largest in the com- 
en “hist tory for a similar period, Pres- 
ident Leland J. Kalmbach told the en- 
thusiastic convention of the Leaders 
Club at Chateau Frontenac, Quebec, at 
the opening session. He also said that 
the increase in insurance in force was 
the greatest for the period in the com- 
pany’s experience. Mr. Kalmbach also 
said that the quality of the business was 
in keeping with the high quality of the 
field force of the company. 

President Kalmbach told of the higher 
rate of interest the company is getting 
on new investments, the bigger average 
sized policy which is now $7,730 exclud- 
ing pension trust business, and on the 
other side of the picture rising operating 


First group: Corporate planning seminar, Ned G. Patrick, CLU, Omaha, and A. Jack Nussbaum, Milwaukee, 
corporate planning seminars. Front row: John E. Bromley, CLU, Battle Creek; Clarence E. Pejeau, CLU, Cleveland; E. Leigh Jones, CLU, Detroit; Robert K. Powers, 


CLU, Spokane; Ned G. Patrick, CLU, Omaha. 
Royse W. Jackson, Detroit, Richard J. Katz, Rochester; Robert H. Gardner, CLU, Wichita. 


costs and greatly increased taxes on life 
insurance companies. 

Comment on Financial Operations 

Discussing the financial operations of 
the company President Kalmbach said: 

‘We can feel proud of the new all- 
time peaks of our business in force, as- 
sets, and free surplus funds, which were 
all attained during 1951. Although the 
net financial results of our 1951 opera- 
tions were quite favorable, we, neverthe- 
less, felt the burden of increased ex- 
penses and especially greatly increased 
taxes. 

“You have perhaps read my statement 


to the effect that our Federal Income 
taxes increased by $1,100,000 in 1951 
a total of $2,600,000, which represents 


dividends to 
mentioned at our 


nearly 1/6th of our total 
policyholders. As I 


Richard C. Guest, Vice President, 
and Mrs. Guest 


annual policyholders’ meeting last 
month, total taxes based upon our 1951 
operations amounted to nearly $5 million. 
These figures are evidence that mutual 
life insurance companies are being re- 
quired to carry a heavy tax burden. 
Since the amounts which have to be 
paid in taxes would otherwise be avail- 
able for dividends, it is evident that 
these company taxes are indirect taxes 
on our policyholders. 

“The two brightest spots in our finan- 
cial operations last year were our favor- 
able mortality experience and our great- 
ly increased interest profits. It is true 
that the death rate among the general 
population was again very low in 1951, 
but, nevertheless, as I mentioned at the 
General Agents Conference, I think that 
our continuing favorable mortality not 
only evidences effective work on the 
part of otr Medical and Underwriting 
Departments, but also indicates that our 
field force is continuing to give. us a 
favorable class of business, which is 
all-important. 

“Our interest profits in 1951 were near- 
ly $2 million more than in 1950, and were 


(Continued on Page 6) 
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WHO’S WHO ON 
OPPOSITE PAGE 


Mr. and Mrs. John E. 
Davis, Mr. and Mrs. Frank L. Neff, 
Pittsburgh; Mr. and Mrs. F. Erle 
Cavette, Peoria; Mr. and Mrs. Louis 
Levinson, home office; Mr. and Mrs. 


William W. Ray, Mr. and Mrs. James 
E. Hubbard, Richmond. 


Top Row: 


Second Row: Mr. and Mrs. Robert J. 
Ardison, home office; Mr. and Mrs. 
Robert L. Thurston, Alvin T. Haley, Mr. 
and Mrs. Glenn B. Campbell, 
boro, N. C.; Mr. and Mrs. 


Nussbaum, Milwaukee. 


Greens- 


A. Jack 


Third Row: S. Alberta Stutsman, 
CLU, home office; Lucia C. Halverson, 
Rosalie L. Mayer, Atlanta; 
General view of audience at meeting in 
grand ballroom; Mrs. Calmon P. Mendel, 
Savannah; Mr. and Mrs. John Hum- 
phries, Chattanooga. 


Syracuse; 


Fourth Row: Mr. and Mrs. James 
W. Wood, Nashville; Mr. and Mrs. 
Donald M. Comfort, Los Angeles; Mrs. 
Arthur D. Lynn, Kansas City; Mrs. 
William J. Clark, home office; Mrs. E. 
James Stephens, home office; Mrs. Sen- 
eca M. Gamble, Mrs. 
Richard C. Guest, home office; Mr. and 
Mrs. James L. Marchese, home office; 
Kenneth W. Perry, home office. 


home office; 


Bottom Row: Mr. and Mrs. Jacob S. 
Karp, Brooklyn; Mr. and Mrs. Robert 
K. Powers, Spokane; Mr. and Mrs. 
Charles G. Keehner, San Francisco; 
Mr. and Mrs. Meyer L. Balser, Atlanta; 
Mr. and Mrs. Walter M. Pierce, Miami. 





d group: Moderators of estate and 





Third group: Head Table, CLU 1 


Back row: Henry J. Peirce, Indianapolis; Harry R. Van Cleve, CLU, Los Angeles; A. Jack Nussbaum, Milwaukee; 


h : K y E. Williamson, CLU, 





Peoria; Lawrence G. Knecht, principal speaker; William F. Hughes, CLU, Memphis; Vice President Charles H. Schaaff, CLU, Home Office; T. Loehl O’Brien, 


CLU, Washington. 
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Snapped at the Speakers Dias 





Lawrence C. Knecht, Cleveland attorney, principal speaker at CLU | 


h ; 


Pr 


ident Leland J. Kalmbach. Banquet head table: Royse W. Jackson; Charles H. 





Schaaff, CLU; President Kalmbach; Vice President Chester O. Fischer; Tracy E. Davis, Atlanta; Vice President Richard C. Guest; Frank W. Howland, CLU, Detroit; 
president General Agents Association; Vice President Charles H. Schaaf; George H. Schumacher, Cleveland. 


President Kalmbach 


(Continued from Page 4) 
1932. To 


interest 


the year 
increased 


the largest since 
some extent, these 
earnings reflect the benefits of our long- 
term program of strengthening reserves 
and of building up our surplus funds. 
During the past ten years, for example, 
we have increased our free surplus funds 


Leader of Leaders 


DANIEL 
New York City 


AUSLANDER 


by about $66 million. These additional 
funds yield us increased interest in- 
come with no offsetting interest obliga- 
tions. Also, as you know, we have had 
low interest requirements 
under policy contracts issued in recent 
years. The effect of these two favorable 
factors is a reduction in the 
that has to be se- 


guaranteed 


gradual 
average interest rate 
cured on total funds in order to 
meet our contractual interest commit- 
ments. As a result, we were in the fa- 
vorable position last year of having 
as interest profits all net interest in- 
come in excess of 2.77%. 


our 


Record New Business 


“During the first quarter of this year 





both our new Ordinary business and the 
increase in our Ordinary business in 
force were the greatest in the history 
of our company for any similar period. 
Our new Group Life business was con- 
siderably more favorable than in the 
previous year. I am confident that this 


pace is going to be maintained for the - 


balance of the year and that our growth 


during the first calendar year of our 
second century will set a new record. 


Higher Interest Rate 


“Our new investments are continuing 
to show a substantial improvement in 
the rate of interest return. For example, 
during the first quarter of this year, the 
average return on our new bond pur- 
chases, exclusive of VU. S. Government 
bonds, was .64 of 1% higher than the 
return on similar purchases during the 
same period of the previous year. On 
mortgage loans, the average return on 
our commitments made during the first 
quarter was 42 of 1% higher than in 
1951. These are very substantial im- 
provements, and, since we have commit- 
ments outstanding for about $85 million 
in new investments at favorable rates of 
interest, it seems safe to assume that 
our average interest return for the year 
1952 will be relatively favorable and that 
we can expect another year of increased 
interest profits. 


Convention Bride and Groom 





Mr. and Mrs. Ewing Carruthers 
Memphis 


“Our profits on the sale of securities 
during the first quarter of the year were 
considerably less than in 1951. Although 
we expect to show a net capital gain for 
the year, it is not likely to be large, 
because it now appears that before the 
end of the year we shall incur losses in 
connection with one or two of our in- 
vestments. In this connection, I think 
we should keep in mind that in the 
handling of a tremendous trust fund 
such as ours, which now totals about 
1% billion dollars, we have to expect 
occasional losses. That our over-all in- 
vestment experience has been good is 
demonstrated by the fact that, during 
the past ten years, our profits on the 
sale and maturity of securities have ex- 
ceeded our losses by more than $20 mil- 
lion. 

“Another encouraging feature of our 
investment operations is the relatively 
favorable net rate of interest we have 
earned for many years. Our net interest 
income on our bond portfolio in 1951 
alone was more than $2 million in excess 
of what it would have been if our net 
rate of return had been the average for 
the 18 largest life insurance companies. 

Overcome Rising Costs 

“For some time we have been con- 
cerned about the upward trend in our 
costs of operation. I am happy, there- 


Following in 
Famous Father’s Footsteps 


Mrs. McNally and Miles W. McNally 
Minneapolis 





fore, to be able to tell you that, for 
the first time in this inflationary period, 
our general expenses, excluding taxes 
and commissions, were lower during the 
first quarter of the year than they were 
for the corresponding quarter of the 
previous year. We are making every 
effort to keep all expenses at a mini- 
mum, and we now have a very active 
Operations and Expense Control Com- 
(Continued on Page 7) 


Royse W. Jackson Elected 
President of Agents Assn. 


Royse W. Jackson, Detroit, vice presi- 
dent, Agents Association, who presided 
as chairman at opening session, pinch- 
hitting for Albert M. Palmer, Miami, 
president of the Association, detained at 
home on account of his father’s illness. 


Royse W. Jackson, Detroit, was elect- 
ed president of the Massachusetts 
Mutual Agents Association at the Lead- 
ers Club convention at Quebec. He 
succeeds Albert M. Palmer of Miami. 
Other officers elected were Donald K. 
Kissinger, CLU, Peoria, and Daniel Aus- 
lander, CLU, New York City, vice presi- 
dents; and A. Jack Nussbaum, Mil- 
waukee, secretary-treasurer. Elected to 
the executive committee were Maurice 
T. Paine, the Jordan Agency, Chicago; 
Barry B. Stephens, Los Angeles; Rich- 
ard J. Katz, Rochester; Ewing Car- 
ruthers, CLU, Memphis; "Charles Clem- 
entson, Jr., Jacksonville; and ex-officio, 
Albert M. Palmer, Miami and Theo M 
Green, CLU, Oklahoma City. 
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New Officers and Executive Committee, Agents Assn. 





Left to Right: Ewing Carruthers, CLU, Memphis; Royse W. Jackson, Detroit; 
Barry B. Stephens, Los Angeles; Donald K. Kissinger, CLU, Peoria; Maurice T. 
Paine, Chicago-Jordan; A. Jack Nussbaum, Milwaukee; Richard J. Katz, Rochester ; 


Charles Clementson, Jr., Jacksonville. 


President Kalmbach 


(Continued from Page 6) 


mittee, made up of four of our principal 
officers, which is supervising continuous 
studies of ways and means of reducing 
our expenses. You will be interested in 
knowing that at the end of the first 
four months of this year we had 70 


Banquet Speaker 





TRACY FE. DAVIS 


Atlanta 


fewer full-time home office employes 
than we had at the beginning of 1951, 
whereas an increase of staff in propor- 
tion to the increase in our business in 
force, even after excluding our Main- 
tenance and Commissary Departments, 
would have resulted in 109 more em- 
ployes. This indicates that we are mak- 
ing definite progress in our efforts to 
improve the efficiency of our operations. 
New Career Contract Well Received 


“I have been greatly pleased by the 


favorable reaction of our field force to 
the improvements in our agents’ con- 
tracts, which became effective as of 
April 1. I assure you that our new Ca- 
reer Contract is evidence of a genuine 
desire on the part of the management of 
the company to do everything within 
reason for the welfare of our full-time 


‘field representatives. It should be kept 


in mind, however, that in deciding upon 
the commissions and other benefits to 
be paid to our agents and_ general 
agents, we must take into consideration 
not only the legal limits set forth in 
the New York law, but also the impact 
of the level of such payments upon our 
competitive position. This has been 
the case in the past and will continue 
to be the case in the future. 
“Although the total benefits under the 
combination of our new agents’ con- 
tracts, our new agents’ financing plan, 
and our general agents’ contracts are at 
about the maximum level now permitted, 
we do not want you to assume that it is 
our plan to pay automatically the maxi- 
mum commissions and other benefits 
made possible by future modifications of 
the New York law. In the joint inter- 
ests of our policyholders and our field 
representatives, it is essential that we 
maintain a relatively favorable competi- 
tive position with other companies of 
our class, with respect to net costs, 
liberality of policy provisions, and qual- 
ity of service. Therefore, although we 
intend to have a liberal Career Contract 
at all times, we shall always have to 
keep in mind the over-all picture. Ac- 
cordingly, even though there should be a 
liberalization in the New York law, 
our decision as to any further liberaliza- 
tion of our agents’ contracts will depend 
to a very great extent on its desirability 
from the standpoint of our competitive 


More 


Leaders 


position. I am sure we all agree that 
our field representatives would be the 
first to suffer from adverse competitive 
conditions.” 


Some Major Objectives of Company 


President Kalmbach then discussed 
some of the major objectives of the 
company. 

“For one thing,” he said, “I believe we 
should maintain or improve our present 
relative position among life insurance 
companies, as to amount of Ordinary 
insurance in force. Some of you may 
have the feeling that the company has 
become volume-hungry. And you may 
wonder at times how it benefits you or 
our present policyholders to have the 
company spend substantial sums in the 
establishment of new agencies and for 
the recruiting and training of new men. 
You may also wonder how you are 
benefited by our encouragement of 
brokerage business. 

“Frankly, I think it will be just about 
impossible for us to maintain satisfactory 
unit costs and a favorable competitive 
position, unless we have a satisfactory 
rate of growth. Although for the year 
1951 and the first quarter of this year 
our new Ordinary business was the 
greatest in our ‘history, nevertheless, I 
feel strongly that we should be receiving 
a larger volume of new business from 
new organizations. General experience 
would indicate that, in order to guaran- 
tee a favorable volume of new business 
year after year, not less than 20% of new 
production should come from men within 
their first two contract years. We near- 
ly reached that goal in 1950, when the 
percentage was 18.3. But in 1951 the per- 
centage was only 14.7, and it was down 
to 144 during the first quarter of this 
year. This is one very definite reason 
why we are stressing so strongly the 


Service Award Winners 





Front row: Frank A. Flory, Battle 
Creek; Ralph E. Loewenberg, Keane 
Agency, New York City; Donald K. 
Kissinger, CLU, Peoria. Back row: 
Richard LeBuhn, CLU, Davenport; Wil- 
liam W. Sullivan, Cincinnati; Frank 


W. Howland, CLU, Detroit. 





is business which can be secured at 
relatively small cost to the company, 
since it involves little field expense other 
than commissions. There is only nominal 
promotional expense and, for brokers, we 
have no office expenses, no service or 
persistency fees, no training expenses 
and no group insurance. I think it is 
obvious that, if we can secure a good 
volume of satisfactory business at lower 





Theodore M. Green, CLU, Oklahoma City, receiving CLU Institute award from 
Frank W. Howland, CLU, Detroit, president, Massachusetts Mutual General Agents 


Association. 


recruiting and training of new men and 
are expanding our operations into new 
agencies. 
To Develop Brokerage Business 
“As regards brokerage business, this 


On Massachusetts Mutual 
Club Convention On 


Pages 45 to 50 


than average costs, the result will be 
beneficial to the company and will give 
us greater margins for additional bene- 
fits to our own full-time men and for divi- 
dends to policyholders. However, I can 
assure you that we have no intention 
of, changing the general character of 
the company by placing overemphasis 
on brokerage business. 

“In addition to the beneficial effect 
which a favorable rate: of growth has 
on.our unit costs, there is a very definite 
psychological benefit. I am sure you will 
all agree that to be connected with a 


(Continued on Page 45) 
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BERNARD A. HAAS 


made of the 
Haas as gen- 


Announcement, is ap- 


pointment of Bernard A, 
eral agent for Manhattan Life, 
fices West Forty-second 
New York City. 

Mr. Haas started his life 
experience with the Mutual Life in 1932 
—first in personal production and later 
supervisory work. In both fields he en- 
joyed outstanding success. 

Manhattan Life has a number of long- 


with of- 


at S> Street, 


insurance 


established agencies located throughout 
the New York City area, and the ap- 
pointment of Mr. Haas in the West 
Forty-second Street area adds a new 
agency, strategically located, and _ will 
further help the development of Man- 


hattan Life’s growing business in the 


Metropolitan area. 


Manufacturers Life Passes 


Billion and a Half Mark 


Manufacturers Life passed an im- 
portant milestone in growth in May 
when the business in force figure passed 
the one and a half billion dollar mark. 
Manufacturers Life has experienced a 
rapid and constant growth since its 
founding in 1887. During the past five 
years, the most — period in the 
company’s history, the business in force 
figure has increz ee by 50%. 

Manufacturers Life has offices in over 
30 countries around the world. The 
geographical breakdown of the present 
padeeeie in force figure shows approxi- 
mately 43% in Canada and 28% in the 
United States. Growth has been prin- 
cipally in the field of personal insur- 
ance, and approximately 90% of total 
business in force is Ordinary business, 
while the remainder is in Group and 
deferred annuities. 


Named Personnel Manager 

Announcement has been made_ by 
Canada Life of the appointment of John 
W. Rintoul, as personnel manager. This 
appointment comes as the result of the 
recent sudden death of J. Clifford Mc- 
Carthy, personnel executive. 

Mr. Rintoul has been associated with 
Canada Life since 1933 and has had ex- 
perience in the dividend, claims and cost 
and planning departments, A graduate 
of the University of Manitoba, he com- 
pleted his Fellowship, examinations in 
the Life Office Management Association 


Intitute a year ago. He is a past presi- 
dent of the Canada Life Home Office 
Staff Association. 

During the war Mr. Rintoul served 


for four years with the Royal Canadian 
Corps of Signals and at the time of his 
discharge held the rank of Captain. 





ALC Medical Section Meets 
At Hot Springs, June 26-28 


Dr. James P. Donelan, program chair- 
man of the ALC Medical section, has 
annouced the program for the 40th an- 
nual meeting of the section to be held 
at The Homestead, Hot Springs, Va., 
June 26-28. Dr. Donelan is vice presi- 
dent and medical director of Guarantee 
Mutual Life, Omaha. 

Section Chairman Dr. Benjamin F. 
Byrd, medical director of National Life 
and Accident, Nashville, will preside at 
all the sessions during the three day 
meeting. 

Other officers of the Medical section 
are Vice Chairman Dr. David S. Garner, 
medical director, Shenandoah Life, 
Roanoke, Va.; Dr. Karl W. Anderson, 
second vice president and medical di- 
rector, Northwestern National Life, 
Minneapolis, who is a member of the 
nase: 24 s board of managers; and Secre- 

tary Dr. J. R. B. Hutchinson, vice presi- 
dent and medical director, Acacia Mu- 
tual Life, Washington, D. C. ; 

The customary golf tournament will 
be held under the direction of Dr. J. 
E. Boland, medical director, Country 
Life and North American Accident, both 
of Chicago. 


Hoffman Agency Supervisor 

Edward A. Schmidt, of Kenmore, N. 
Y., has been appointed agency super- 
visor of the Bernard B, Hoffman Agency 
of Manhattan Life in Buffalo, New 
York. A_ recent graduate of Canisius 
College, Mr. Schmidt joined the com- 
pany as a special agent in 1950. 

Prior to his entrance into college Mr. 
Schmidt served three years in the Navy 
as petty officer first class. 


Pan-American Campaign 

Pan-American Life, New Orleans, an- 
nounces the winning agencies in the 
annual President’s Month Campaign. 
The competition was divided into four 
groups. 

Winning the President’s Trophy in 
the first group was the P. L. McKenzie 
agency in Alexandria. 


The President’s Trophy in the Class 


A competition went to the Joseph 
Muras agency of Shiner, Texas. 
The Curtis Thomas Agency was the 


recipient of the President’s Trophy in 
Class AA competition. 

In the new general agency competition 
(agencies three years and younger) the 
M. D. Shores Agency of Baton Rouge, 
took the President’s Trophy. 








“Fler job has something in common with ours, Ed... 


It takes 


constant activity if you want to be a success!” 


Bankerslifemen Are Keen 
Observers 


Typical Bankerslifemen are keen enough observers to find 
lessons for themselves wherever they are . . . although the 
carnival visit pictured here is not routine practice. 


Seriously, Bankerslifemen are truly keen observers in 
looking for and finding ways to serve their clients better. 
They have the training to know how to look for most effec- 
tive measures ... and the policy forms to help them work 
them out. Training and study are on a continuing basis for 
typical Bankers/ifemen . . . keeping them thoroughly up-to- 


date. 


Their ability to see the ways to serve clients most 
effectively contributes to making Bankers/ifemen the kind 
of life underwriters you like to know as friends, fellow 


workers or competitors. 


BANKERS 


DES MOINES, 


COMPANY 
1OWA 











AVAILABLE 


Associate general agent seeks 
his own agency in Manhattan or 
Brooklyn. Five years’ experience 
with brokerage and full-time oper- 
ations, with net paid-for in 1951 
of $2,500,000. Address Box 2101, 
The Eastern Underwriter, 41 
Maiden Lane, New York 38, N. Y. 











Conn. Mutual Publication 


For Beneficiaries Issued 

Connecticut Mutual Life has developed 
a new publication edited especially for 
beneficiaries. The first issue has been 
mailed to company beneficiaries along 
with their income checks. The new pub- 
lication is called, “Benefits.” 

Beneficiaries, said the Connecticut Mu- 
tual in announcing the publication, 
should be among the best “ambassadors 
of good will” for both the company and 
life insurance. The company feels that 
by furnishing this group with interesting 
facts and information, they will be en- 
couraged to talk more with their friends 
about the benefits life insurance brings 
them. 

This first issue contains a 
from Connecticut Mutual’s 
Peter M. Fraser, who said: 

“Over 20,000 people are now receiving 
income checks from the Connecticut 
Mutual. Some are beneficiaries of life 
insurance taken out by someone for their 
benefit, Others are receiving income 
from their own life insurance, endow- 
ment, retirement income, or annuity con- 
tract. As a beneficiary you are probably 
interested in two things: (1) receiving 
your income check promptly and (2) 
being sure that the company furnishing 
the income is in a sound financial con- 
dition. 

“In this little leaflet, published espe- 
cially for beneficiaries, you will find 
facts and figures, taken from the 106th 
annual statement, which indicate the 
strong position of the Connecticut Mu- 
tual. In addition, we have given a few 
other facts which will be of interest to 
beneficiaries.” 

Editorial matter includes facts about 
the popularity of income settlement 
service, security of investments, benefits 
paid and information on Social Security 
and the Life Insurance Medical Research 
Fund. Beneficiaries are invited to visit 
the home office. 

The publication is planned and edited 
by the company’s department of publica- 
tions and the printing is done by the 
home office printing department. Printed 
in two colors, the four-page leaflet con- 
tains charts and illustrations along with 
the editorial matter. 


message 
president, 


National Associates Plan 


Roanoke Meeting July 4-5 
The National Associates of Mutual 
Benefit Life of Newark, N. J., will hold 
their annual meeting July 4-5 at, the 
Hotel Roanoke, Roanoke, Virginia. The 
organization, consisting of the com- 
pany’s 25 top producers, will participate 
in a two-day conference featuring a 
series of round-table discussions at 
which creative selling ideas and methods 
of improving operational procedures will 
be exchanged. A banquet will highlight 
the social phase of the program. 
President of the National Associates, 
Alfred J. Lewallen, CLU, general agent 
at Miami, will preside at the meeting. 
Representing the home office will be 
Executive Vice President H. Bruce 
Palmer, Vice President in Charge of 
Agencies Richard E. Pille, Director of 
Agencies John D. Brundage, Vice Presi- 
ednt and Counsel John J. Magovern, Jr., 
and Director of Policyowner Services 
Mildred F. Stone, CLU, permanent 
secretary of the National Assocates. 
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All Ralph Maxwell* needed was 
time. He needed time to succeed in 
his promising business career — time 
to build up the income required to pro- 
vide the things in life he wanted for 
himself and his growing family. 


But he knew that it was the one 
factor in his plans over which he had 
no control. Furthermore, he knew that 
without sufficient time, he wouldn’t be 
able to assure even minimum security 
for himself and his loved ones. 


Fortunately however, he came to 
realize that there is a way to buy a 
financial substitute for time in the 
pattern of a man’s life. It is through 
life insurance. So, in 1946 Ralph Max- 
well took the important step of organ- 
izing the life insurance he owned. He 
created his Planned Estate. From that 
moment on he was guaranteed the 
time he needed. 


Mr. Maxwell prospered in business 
as the years passed, and he was able 
to offer his family more of the good 
things of life. Wisely, he devoted in- 
creasing amounts of his income to life 
insurance protection — adding to his 
original Planned Estate so that if he 
died prematurely there would be an 
adequate amount of replacement in- 








come to pay the bills for his family’s 
growing needs. 


But early in 1952, tragedy came to 
the Maxwell family. Ralph Maxwell 
and his wife were killed in an airplane 
crash. This fatal accident was the un- 
predictable event that Ralph Maxwell 
had provided for. His Planned Estate 
thus went into action to substitute for 
“time” in the fulfillment of his plans 
for his two schoolgirl daughters — the 
time his own life span had denied him. 


As a result of their father’s loving 
foresight, the two orphaned girls are 
guaranteed an income that will see 
them through school and _ college. 
When each reaches 25 and 40, addi- 
tional principal amounts will be avail- 


able. 
A Friend’s Help Was Invaluable 


Ralph Maxwell deserves great credit 
for his wisdom and foresight. But a 
good friend played an almost equally 
valuable part in developing the plans 
he had made. 

Mr. Maxwell had been fortunate in 
knowing Stan Cundey, whose experi- 
ence as a Field Underwriter guided 
his decisions in creating and expand- 
ing his Planned Estate. It was Stan 


Number 1 of a series 





He Bought “Time” 


.. in Time 


who had caused Ralph Maxwell to 
recognize that someone always pays 
for the life insurance that is needed 
whether it is purchased or not, and 
that paying the premium really isn’t 
the problem but the solution to the 
problem. Because he paid the pre- 
miums, his children have their inheri- 
tance of security and opportunity. 

It was in good part.due to Stan’s 
friendly counsel that Mr. Maxwell left 
a well-planned life insurance estate. 
More important, it was Stan’s years 
of experience as a Home Life Field 
Underwriter and his faith in life in- 
surance that assured the most useful 
application of life insurance benefits 
to provide the income needed for the 
two children. 

For Field Underwriters like Stan 
Cundey, life insurance counsel implies 
a definite philosophy of service. In 
shaping their careers to this philoso- 
phy they have found the basis for 
happy, prosperous, and_ successful 
lives. 

Field Underwriters can indeed be 
proud of their work. They are re- 
spected for the help they offer others. 
For them, the miracle of life insur- 
ance is the keynote of a worthwhile 


career. 


*In this true story from our files, the client is not pictured, nor is his name used. 
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$400 Million Underwriting Loss 
On Individual Annuities in 9 Years 


Society of Actuaries’ Speakers Discuss This Situation From 
Many Aspects; Other Topics Also Reviewed 


The Western spring meeting of So- 
ciety of Actuaries attended by 400 mem- 
bers was opened by the president, Ben- 
jamin T. Holmes. Vice Presidents W. M. 
Anderson and R. C. Guest presided over 
the various sessions. 

In emphasizing the increasing impor- 
tance of annuities in the business of life 
insurance companies, A. N. Guertin of 
American Life Convention noted that in 
the nine years ending in 1947 the annual 
statements of life insurance companies 
in the United States show an aggregate 
underwriting loss of more than $400,- 
000,000 on individual annuities alone. In 
the succeeding years a more realistic 
attitude towards annuity premiums has 
produced a better result and the con- 
tinuance of this attitude will no doubt 
produce a_ better experience in the 
future. He cited statistics to show the 
annuity busi- 


very great growth of the 
ness. 
Future Factors Which 
Must Be Considered 
J. W. Ritchie, Sun Life of Canada, 
said that during the period from 1921 
to 1951 consideration for annuities and 


settlement options paid to his company 
increased from 7% to 35% of the total 
premium income. He pointed out that 
business in the 


in the annuity future it 
will be necessary to take account of 
many factors notably; decreasing mor- 
tality, frequent assessment of interest 
and expense bases; feasibility of par- 
ticipating rates, effect of inflation on 
expense, Federal income tax and com- 


petition in so far as it effects margins. 


W. G. Bowerman, New York Life, 
pointed out that the 30 largest U. S 
and Canadian companies had reserves 


as high as their insur- 
ance reserves. He cited the stock mar- 
ket crash in 1929 and Social Security 
legislation as factors tending to influ- 
ence the public towards the purchase 
of retirement annuities. The insurance 
industry has made substantial financial 
contributions to the improvement of 
public health. While this is for the 
public good it has intensified the prob- 
lem of inadequate annuity rates. 

E> #. Bankers Life of Ne- 
referred to the necessity of 
contingency funds to make 
which are sure to 


on annuities 39% 


LSces, 
braska, 
maintaining 
up the deficiencies 
be experienced on policies containing 
guaranteed settlement options. Modern 
sales techniques emphasizing income 
settlements intensify the problem. 

W. M. Anderson, North American 
Life of Toronto, expressed the opinion 
that the life companies should give much 
greater emphasis to the annuity section 
of their business in issuing statements 
to the public. The tendency in the past 
to minimize the importance of this 
phase of the business has failed to bring 
to the attention of the public that insur- 


ance companies are best suited to pro- 
vide this service. 
In discussing the probable course of 


annuitant mortality, M. Spiegelman, 
Metropolitan Life, indicated that since 
1900 there has been a substantial reduc- 
tion in mort: ality rates among persons 
aged 65 to 8&4, the improvement being 
more consistent and rapid in the case 
of women. Compared with both Cana- 
dian and Scandinavian countries it is 
quite evident that there is still substan- 
tial room for reduction in mortality at 
the older ages among American men. 
W. A. Jenkins, Teachers Insurance 
and Annuity Association, said it was a 
fallacy to think that an increasing death 
rate can be expected at the older ages 
because the doctors are saving more 
and more weaker lives at the younger 
ames. Scientific advances improves the 
vitality of the whole population so that 
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reduction in mortality in the later years 
of life is bound to result. 

L. E. Coward, Wm. Mercer Limited, 
thought flexibility concerning retire- 
ment ages offered protection of a pen- 
sion fund from the effects of improving 
mortality. Both from the employer’s 
viewpoint and in the national interest 
it is illogical to retire any man who is 
able and willing to work. 

Reference was made by B. F. Blair, 
Provident Mutu: il Life, to the possible 
improvement in mortality by educating 


persons against dietary excesses. Dr. 
Howard B. Brown, medical director, 


Massachusetts Mutual, mentioned the 
possibility of some startling results of 
the present intense research in degen- 


Morgan O. Doolittle, President 








erative diseases which when realized 
will affect the mortality at advanced 
— eee f : there was a trend in Great Britain to 
as ‘lppger Metropolitan Life, base pensions on final salary. At the 
mentioned that there was a tendency same time, increases have been granted true in the United States. R. 
for those in poor health to retire at to those already retired so that they son 
2 20, ° 1 > oiep . . 2 . 
the minimum age for social security would not suffer in comparison. cautioned against 
benefits, while the healthier individuals The problem of trying to pay a level 


postponed retirement until 69 or 70. The 
effect is to increase mortality in the 
first few years after 65 and to reduce 
it thereafter. 
Employe Pension Plans 

Recent changes in employe pension 
plans of 14 Canadian insurance compa- 
Bruce R. 


retirement benefit to agents was empha- 
sized by H Rood, Lincoln National, 
and R. C. Guest, Massachusetts Mutual. 
Since an agent usually has a decreasing 
commission income after retirement, Mr. 
Guest suggested some plan to provide 
an increasing retirement benefit should 
prove helpful. He also emphasized the 


nies was summarized by 

Power, Canadian Life Insurance Of- growing problem of transfering pension 
ficers Association. Six of them have equities, when an employe changes em- 
made no substantial changes during the ployment. 

last five years while the other eight T. Irvine, Life Insurance Agency 
have made various liberalizations such Management Association, reported on a 


study of agents pension practices of 28 


as increasing the maximum salary used 
companies which operate in New York 


as a base or increasing the rate of com- 


pany contribution. H. A. Grout, John State. This showed the great variety of 
Hancock, and I. G. Roth, Metropolitan plans in existence and indicated that 
Life, reported recent revisions in the only eight companies had made any 
plans of their respective companies to changes in existing plans during the 


conditions. <A. 
reported 


current 
Assurance, 


Pedoe, 
that 


past two years. 


adjust 
W. M. Anderson explained that Cana- 


Prudential 


Provident Life Producers agree--- 
























































in $ packages” /| 


Provident Life Producers say the Provident's 
programmed package plans give them two im- 
first, each plan is designed to meet a specific need, and 
These advantages add up to less 
time in preparing material for an interview, leaving more hours to be spent 


portant advantages: 
second, it is presented clearly and simply. 


where they count most. 


These plans, and others in the Provident’s complete personal protection line, add 
up to both present and future financial security for the Provident Life Producer 
— through a liberal scale of first-year commissions, nine renewals, service 
fees, a non-contributory pension plan, group insurance, and a persistency bonus. 


At 
PROVIDENT LIFE & ACCIDENT INSURANCE COMPANY 
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Agents and Brokers Placing... 


Life — Accident-Health — Hospitalization .. . 


Will Have Our Aggressive Cooperation 
in the Closing of their Cases. 


EMPIRE STATE MUTUAL LIFE 
INSURANCE COMPANY 


Jamestown, N. Y. 
NEW YORK OFFICE: 60 East 42nd Street 
Peter E. Tumblety, First Vice-President 

















dian income tax laws encourage larger 
employe contributions than is generally 
M. Peter- 
Equitable Life Assurance Society, 
basing pensions on 
final salary since it is difficult to assess 
the true liability in advance. 
Strengthening Reserves 

In the discussion on reserve strength- 
ening P. E. Martin, Ohio National, felt 
that recent improvement in_ interest 
earnings had lessened the need for 
strengthening reserves on old non-par- 
ticipating life insurance. He stated that 
his company had largely completed re- 
serve strengthening on old annuities. 
The new requirements for a_ security 
valuation reserve has absorbed capital 
gains which would otherwise have been 
available for reserve strengthening. D. 
M. Ellis, Canada Life, expressed the 
opinion that recent developments were 
not significant enough to warrant 
changes in long term reserve strength- 
ening programs. This appeared to be 
borne out by a study of the recent 
actions of leading companies. 

J. E. Hoskins, Travelers, described his 
company’s program for strengthening 
annuity and life income settlement re- 
serves to allow for improving mortality. 
G. G. Myer, Confederation Life, felt 
that many American companies de- 
scribed as surplus funds which should 
really be allocated for such contingencies 
as mortality and investment fluctuations. 
Such an allocation would give the public 
a truer idea of the nature of each com- 
pany’s surplus funds. 

H. Rood, Lincoln National, felt 
that the adequacy of regular reserves 
had a great deal to do with the nature 
of surplus funds. Many large investors 
are beginning to purchase insurance 
company stocks and the existence of 
any special reserves have to be thor- 
oughly explained to them. 

Mortality Studies 

In discussion of mortality studies H. 
A. Garabedian, John Hancock, thought 
it important to present mortality results 
in such a way that they will be abbre- 
viated, but intelligible and in credible 
terms. The over-all gain and loss mor- 
tality ratio represents a distorted and 
meaningless mortality result. N. W. 
Macintyre, Mutual Life of New York, 
outlined a study which his company had 
made to compare the effectiveness of 
their underwriting and mortality experi- 
ence with that of other companies. 

R. E. Munro, London Life, presented 
a discussion written by D. N. McCor- 
mick, chairman of mortality committee 
of the Canadian Association of Actu- 
aries. This outlined the method by 
which Canadian companies are accumu- 
lating statistics on standard ordinary 
policies which may be used for year 
to year comparisons of mortality or at 
a later date to form a Canadian mortal- 


(Continued on Page 20) 
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Binghamton General Agent 
For Manhattan Life, N. Y. 





GEORGE W. JOSEPH 


Manhattan Life of New York has ap- 
pointed George W. Joseph general agent 
at, Binghamton, N. Y. Native of Bing- 
hamton, he has represented the Pru- 
dential there for the past dozen years. 
He served in the army in the Pacific 
during World War II and is a member 
of the Knights of Columbus, Elks, Lions, 
American Legion and Chamber of Com- 


merce, 


Manager at Raleigh 


C. ROMEO LEFORT 


C. Romeo Lefort, former state super- 
visor in North Carolina for Atlantic Life, 
has been appointed manager of the com- 
pany’s agency at Raleigh. He succeeds 
Agency Director Fred Dixon who re- 
quested relief from managerial duties in 
order to devote full time to personal 
production. Mr. Dixon headed the com- 
pany’s operations in Raleigh for 12 
years. 

A graduate of North Carolina State, 
Mr. Lefort went to Atlantic Life as a 
personal producer in 1947 from a posi- 
tion as assistant dean of students at 
N. C. State. He was advanced to as- 
sistant agency director in Raleigh fifteen 
months later. 

After a year in that position, Mr. 
Lefort was again promoted, taking over 
the responsibilites of developing the 
state of North Carolina as state super- 
visor. 


Mutual Benefit Holds Farm 
Loan Meetings in Midwest 


Forty-four farm loan managers, as- 
sistant managers and examiners of Mu- 
tual Benefit Life of Newark met June 


3-12 in the Midwest to discuss farm 
investment operations. Executive Vice 
President H. Bruce Palmer and Vice 


President Ira S. Hoddinott attended the 


The first meeting was held at Purdue 
University June 3-5 where members of 
the company’s farm loan branch office 
at Crawfordsville, Ind., met with com- 
munity leaders and company officers to 
discuss various aspects of farm invest- 
ment economics. The Ames, Ia. and 
Lincoln, Neb., farm loan branch offices 
met with Mr. Palmer and Mr. Hoddinott 
at Iowa State College June 9-10, and 


TELEPHONE SALES CLINIC 
Jack Schwartz, Reliance Life, Los 
Angeles, is conducting a telephone sales 


clinic, at the Beverly-Wilshire Hotel, 
starting with June 4 and continuing 
throughout June, in which he is en- 
deavoring to teach life underwriters the 
successful method of using the telephone 
to secure business. The clinic is the out- 
come of the talk he gave at the sales 


congress of the Life Underwriters Asso- 





meetings where they discussed home 
office operations with 


from ten states. 


farm loan men 


the third meeting was held in St. Joseph, 
Mo., on June 12 with members of the 
St. Joseph farm loan branch office. 


ciation of Los Angeles. Twenty-five 
underwriters from seven company of- 
fices made up the initial class. 





THE CONNECTICUT MUTUAL 
LIFE INSURANCE COMPANY 


HARTFORD Te’ AQ CONN, 


Our general agencies are equipped and eager to help 
you with your surplus cases. No matter what your require- 
ments may be in placing surplus, The Connecticut Mutual 
almost surely has a plan to give your client the proper, 


tailor-made coverage. 


HERE ARE SOME OF THE REASONS: 


Limits up to $250,000 @ Annual Premium Annuities — limit 
— ' : annual premium of $7,500 or An- 
Substandard up to 500% nuity of $1,000 per month, which- 
ever is lower 


i f Plans — Age 0-70 ; 
a =, ? @ Pension and Profit Sharing Plans 


(including Deposit Administration 
for auxiliary account) — Available 
to Surplus Writers 


Graded Premium Ordinary Life 


5, 10, 15 Year Term and Term to 65 


10, 15, 20 Year Family Income and @ Annual Premium Annuity Plans (do 
Decreasing Term Riders. Also Fam- not include any insurance) — also 
ily Income to 65. available to Surplus Writers 


@ Single Premium Annuities (includ- @ Proposal Service on Business 
ing Deferreds) — limit $150,000 Insurance 





Facts, Figures, Proposals gladly furnished. 


Phone or write our nearest office. 


The Wlulual 


LIFE INSURANCE COMPANY + Tanifferd 








CONNECTICUT MUTUAL GENERAL AGENCIES 


Albany 1, N. Y., James T. Purves, 75 State St. 
Albuquerque, N. M., Timothy B. Ingwersen, 
121 kast Tijeras Ave. 
Atlanta 3, Ga., P. L. Bealy Smith, 
Citizens & Southern Bank Bldg. 
Baltimore 1, Md., Thomas W. Harrison, Jr., 
307 North Charles St. 
Birmingham 3, Ala., Stewart H. Welch, Jr., 
rown-Marx Bidg. 
Boston 9, Mass., Winslow S. Cobb, Jr., 50 Congress St. 
Boston 9, Mass., Rob’t. B. Whittemore, 82 Devonshire St. 
Bridgeport 3, Conn., Harry E. Duffy, 
Bridgeport-City Trust Co. Bldg. 
Buffalo 2, N. Y., Jack O'Bannon, Liberty Bank Bldg. 
Charlotte 2, N. C., Philip F. Howerton, Johnston Bidg. 
Chicago 3, Ill., Robert E. Florian, 39 South LaSalle St. 
Chicago 2, Ill., Henry C. Hunken, 1 North LaSalle St. 
Chicago 3, James F. Ramsey, Field Bldg. 
Cincinnati 2, O., James H. Farrar, Carew Tower 
Cleveland 14, O., Harry H. Kail, Leader Bldg. 
Columbus 15, O., Victor K. Miller, Beggs Bldg. 
Dallas 1, Tex., Everette F. White, 107 North Field St. 
Davenport, Ia., Paul C. Otto, Davenport Bank Bldg. 
Decatur, Ill., W. Robert Moore, Citizens Bank Bldg. 
Denver 2, Colo., Norris E. Williamson, 
U. S. National Bank Bldg. 
Des Moines 9, Ia., Sherry R. Fisher, Fleming Bldg. 
Detroit 26, Mich., Charles E. Stumb, Nat'l Bank Bldg. 
Erie, Pa., James J. Reid, Palace Bldg. 
Fort Worth 2, Tex., Thomas N. Moody, 
W. T. Waggoner Bidg. 
Grand Rapids 2, Mich., Herbert C. Remien, 
Association of Commerce Bldg. 
Harrisburg, Pa., Joseph J. H. Richter, Jr., 
Payne-Shoemaker Bldg. 
Hartford 3, Conn., Ralph H. Love, 75 Pearl St. 
Houston 2, Tex., The Shepherd Agency, Esperson Bldg. 
Huntington 9, West Va., R. Homa Houchin, 
First Huntington Nat'l Bk. Bldg. 
Indianapolis 4, Ind., Claude C. Jones, Circle Tower 
Jacksonville 2, Fla., Victor W. Wilson, Lynch Bidg. 
Kansas City 6, Mo., Edward B. Bates, 
1016 Baltimore Ave. 
Knoxville 02, Tenn., Harry M. Watson, 
Hamilton National Bank Bldg. 
Long Beach 12, Calif., C. Carter Schneider, 
i Bank Bldg. 
Los Angeles 5, Calif., Melzar C. Jones, 
3440 Wilshire Blvd. 
Los Angeles 17, Calif., William H. Siegmund, 
609 South Grand Ave. 
Louisville 2, Ky., Moss & Moss, Starks Bldg. 
Memphis 3, Tenn., A. V. Pritchartt, Sterick Bldg. 
Miami 32, Fla., Frank R. Anderson, Shoreland Bldg. 
Milwaukee 2, Wis., Kenneth W. Jacobs, Bankers Bidg. 
Minneapolis 2, Minn., Frank J. Lynch, 
Northwestern Bank Bldg. 
Nashville 3, Tenn., Norris Maffett, 814 Church St. 
Newark 2, N. J., Edward C. Jahn 
1180 Raymond Blvd. 
New Orleans 12, La., Thomas F. Barrett, Jr., 
Pere Marquette Bldg. 
New York 6, N. Y., The Fraser Agency, 
J. M. Fraser, G. A., 149 Broadway 
New York 17, N. Y., Halsey D. Josephson, 527 5th Ave. 
New York 17, N. Y., Paul L. Guibord, 6 E. 45 St. 
New York 17, N. Y., Horace S. Jenkins, Jr., 17 E. 42 St. 
Norfolk 10, Va., D. Conrad Little, Royster Bldg. 
Oakland 12, Calif., James L. Taylor, 1404 Franklin Sc. 
Oklahoma City 2, Okla., Robert H. Carter, 
Petroleum Bldg. 
Omaha 2, Neb., Paul C. Kaul, 405 S. 16th St. 
Peoria 2, Ill., Chester T. Wardwell, Cent. Nat'l Bank Bldg. 
Philadelphia 3, Pa., Stokes B. Carrigan, Architects Bldg 
Philadelphia 3, Pa., Vernon S. Mollenauer, 
1616 Walnut Sct. 
Pittsburgh 19, Pa., Robert N. Waddell, Koppers Bldg. 
Portland 3, Me., Richard M. Boyd, 415 Congress St. 
Portland 4, Ore., The Merrifield Agency, Equitable Bldg. 
Providence 3, R. I., Walter K. R. Holm, Jr., 
Industrial Trust Bldg. 
Raleigh, N. C., William T. Beaty, Security Bank Bldg. 
Richmond 5, Va., J. Robert Nolley, Insurance Bidg. 
Rochester 4, N. Y., Robert M. Williamson, 
Lincoln-Alliance Bank Bldg. 
Rockford, IlL, Francis P. Beiriger, 
Rockford News Tower 
Rutland, Vt., William C. Shouldice, Mead Bldg. 
St. Louis 5, Mo., Jack Hensley, 1A So. Meramec Ave. 
St. Louis 1, Mo., Stratford Lee Morton, Arcade Bldg. 
St. Paul 1, Minn., Joseph A. Diefenbach, 
Pioneer a 
Salt Lake City 1, Utah, Max S. Caldwell, Judge Bldg. 
San Antonio 5, Tex., G. Archie Helland, 
Frost National Bank Bldg. 
San Diego 1, Calif., po oo Gillette, 
1407 Sixth Ave. 
San Francisco 4, Calif., Edward H. Dieckhoféf, 
315 Montgomery St. 
Seattle 1, Wash., Edward U. Banker, 
1411 Fourth Ave. Bldg. 
South Bend, Ind., Paul A. Hummel, 527 Sherland Bldg. 
Spokane 4, Wash., Thomas R. Carey, Med. Cent. Bldg 
Springfield 3, Mass., Harold W. Chader, 95 State St. 
Syracuse 2, N. Y., Limon E. Stiles, Heffernan Bldg. 
Toledo 4, Ohio, Floyd A. Rosenfelt, Martin Bldg. 
Utica 2, N. Y., Frank H. Wenner, 
Utica Gas & Electric Bldg. 
Washington 5, D. C., John Lister McElfresh, 
oodward Bidg. 
Wichita 2, Kan., O. Lynn Smith, 
bak, come gy ey | Bldg. 
Wilkes-Barre, Pa., Frank Carlucci, 44 West Market St. 
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Chas. W. Campbell Made NALU Special Committee Continental Assurance Rearranges Midwestern Field; 
A V.P. of The Prudential To Study Group Trends Names Four New Assistant Superintendents of Agencies 


A. apecial committee on: fariep:dnepe- Continental Assurance of Chicago, in 1951 as agency supervisor, having en 
- + . a . ° “co « i oS c , ’ ad ce ud 
ORS. Rete atvod RUTHERFORD ance of the National Association of Life cident to reapportionment of midwest- tered the life business in 1940 as an 
Sits Pamidiak ek Montini: Cad ities wt ere de aa Seen, ee oy ern territories for agency development agent for New York Life. In 1946 he 
All Companies Last Year in Charle Po ee ra “gg ental and administrative purposes, has pro- joined Occidental as Cedar Rapids gen- 
Ordinary Life Production Life of California, Los Angeles, presi-  moted four men from ranks of its eral agent_where he remained until com- 
dent. The committee was appointed by agency staff to assistant superintendents ing with Continental. 

Pe als . Mr. Cleeton with direct authorization of 5 a 
_ Charles W. ¢ ampbell, whose gee the NALU board of trustees at the mid- 
in Newar x J., = or ae ‘dual veer meeting of the association in Chi- 
Go oe ¢ Seg rom Resi pers ‘ago last’ March. The committee is 
presid of Prudential and in his new charged with the responsibility of study- 
Jy Snape tt pe rte, h Vice img Present trends in the Group insur- 
duties will be associates with _ Yi€€ ance field and to “review the situation 
President James EF. Rutherford 5% hee relating to limits, qualifications and 
pervision of the district che ee ‘Ie types of Group life insurance coverage, 
agencies — service departments. wT. with particular consideration to the 
Rutherford has overall direction of \ifare and interests of the insuring 

public.” 

Likewise, on the recommendation of 
NALU’s committee on state law and 
legislation, and with the approval of the 
board of trustees, an invitation has been 
extended to the Life Insurance Associa- 
tion of America and to the American 
Life Convention to appoint paralleling 
committees, or a joint committee, to 
meet with the NALU committee for the 
purpose of reviewing present develop- 
ments in the field of Groun insurance. 

Chairman of the new NALU commit- 
tee on Group insurance is David B. 
Fluegelman, CLU, Northwestern Mu- 
tual, New York, and vice president of 
the association. The seven other mem- 
bers of the committee are F. Leroy 
Garrabrant, New York Life, Asbury 





Park, past trustee; Robert C. Gilmore, Pa 555-3 a eens ae ma 
Ir., Mutual Benefit, Bridgeport, trustee; WILLIAM P. BELL KENNETH P. QUINN 

Philip B. Hobbs, _Equitable Society, 

ee BEO. CTU, Neva pete sare ve of agencies, announced Raymond H. _Mr. Bell became associated with Con- 
pact arty, % ripe utual, “\!- Belknap, vice president. tinental in March, 1951, as agency su- 


bany, chairman of the NALU committee 


" They are Paul C. Green, formerly  pervisor. After serving in the Navy, he 
on compensation: Robert R. Reno, Jr., : 


agency secretary, Kenneth P. Quinn, joined Equitable of New York in 1946 as 





CLU, Equitable Society, Chicago, chair-  Wyitfiam P. Bell, and Robert P. Hale, an agent, eventually becoming a member 
man of the NALU committee on state ait previously agency supervisors. Mr. of their agency staff as field assistant. 
law and legislation; Ralph H. Rice. Jr, Green has been placed in charge of Mr. Hale joined Continental in 1948 
Prudential, Philadelphia, and E. Dale 
Augusta Berns Bamberger Studio Shepherd, Tr. CLU, Connecticut Mu- 
CHARLES W. CAMPBELL tual, Houston. 


The new committee is scheduled to 

those departments. The new vice presi- hold its organizational meeting in Chi- 
“ie : Si : “a9 ?? » 

dent will assume his new duties in Oc- C©#80 On Tune 22 at the time of the 
tober whiten the cor ganizatic rnc annual summer meeting of the National 
ency (Charles W. Campbell and \s. Association of Insurance Commissioners. 


sociates) is completed. nn Dn se ete ee 

‘he Campbell agency has more than 
$215,000,000 of Ordinary insurance and 
$175,000,000 of Group in force. From a 


Prudential Promotions 


staff in 1945 of 37 it has grown to 150. Promotions of John E. More to dis- 
It paid for more than $30,000,000 of Or- trict Group sales manager at Denver, 
dinary in 1951. Mr. Campbell is also John F. Bridges to district Group sales 


serving as the first chairman of NALU’s manager at Seattle. and James M. De- 


General Agents and Managers Confer- Wart to associate district Groun service 

ence. manager at Los Angeles for The Pru- 

crate ine a Ehenker dential was announced by Anthony J. 

‘ DiStasi, director of Group sales and 

\ native of Columbia, Ala. and a_ service in the western home office at 
Phi Beta Kappa graduate of University Los Angeles. 

of Alabama, class of ’17, Mr. Campbell Mr. More is a native of Los Angeles. 

began his business career in banking oe attended schools at Beverly Hills, 


and was a vice president of Muscogee Calif., the University of Southern Cali- 
_ Bank and Trust Co., Columbus, Ga. He fornia, and the Wharton School of Fi- 
began selling Prudential insurance as a nance at the Universitv of Pennsylvania. 
Columbus agent in 1923. In 1930 he was agers the Prudential as a trainee in 








named manag of the Jacksonville the-Group division at the western home 
agency which eae his direction ex- office, January, 1948, he was promoted 
panded rapidly and soon encompassed to home office representative and trans- 
all of Florida and Southeastern Geor- ferred to the Denver Group insurance PAUL C. GREEN ROBERT P. HALE 
gia. office where he still serves. ay 

During World War II he was a col- Mr. Bridges was born in Boston and aA ; 
onel in the Adjutant General’s Depart- attended public schools at Dedham, branch offices and specified general as a life department manager in Gary, 
ment. In late 1944 he returned to his  Mass., the University of Iowa, and the agencies in Pennsylvania, Michigan, and Ind. In 1949 he became agency super- 
managerial post in Jacksonville where University of California at Los Angeles. Ohio. Mr. Quinn has been assigned the visor for Continental's Chicago branch, 
he remained until he came to Newark Becoming associated with the Pruden- northern area of Minnesota, North and remaining there until his assignment 
on May 1, 1945, as agency manager. His tial as a trainee in the western home South Dakota, Nebraska, and specified to Texas in 1951. Mr. Hale is a gradu- 
Newark organization won the Presi- office, June, 1948, he was promoted to agencies in Iowa. Mr. Bell will super- ate of University of Texas, and pre- 
dent’s Trophy five out of the last six service representative the following year. vise the western area of Missouri, Kan- viously was with Western and Southern 
years for leadership in all around ac- In May, 1950, he was advanced to Group sas, Colorado, and part of Iowa. Mr. Life from 1940 to 1948, except for four 
complishments of Prud ential agencies sales representative and transferred to Hale has been assigned the southwest years air corps service. 

As an agency manager he probably the Seattle Group insurance office. area of Texas, Arkansas, Oklahoma, 
developed more important field and Mr. Dewart is a native of Pennsyl- and New Mexico. 
home office sales executives in The Pru-  vania and attended New York City public Mr. Green joined Continental in 1948. MANHATTAN LIFE SUPERVISOR 
dential than any other official as nearly schools and Franklin and Marshall Col- following a period with Guarantee Mu- The appointment of Edward A. 
a score of his graduates are in impor- lege at Lancaster, Pa. He became a_ tual in the policyholders’ service and Schmidt as agency supervisor of the 
tant field and home office managerial member of the Group department at conservation departments. From mid- Manhattan Life was announced by Gen- 
posts today. Newark in 1947. The following year he 1948 until February, 1949, he was a_ eral Agent Bernard B. Hoffman, Buffalo. 


Mr. ¢ ‘ampbell is a trustee of American was promoted to service representative Continental Group sales and service Mr. Schmidt will be in charge of re- 
transferred to the Los Angeles representative, moving into agency work  cruiting and training new office and field 


College of Life Underwriters and has and 

been active in L. 1. Agency Management Group insurance office. Serving with in February. Mr. Green took his M.S. _ personnel. 

Association as well as in NALU and the Army from 1941 to 1946 and from in business administration at Harvard A graduate of Canisius College, Mr. 
General Agents and Managers Associa- 1950 to 1952, he saw action in the South following four years’ air corps duty. Schmidt joined the company as a a special 
tion. Pacific theatre and in Korea. Mr, Quinn joined Continental in early agent in 1950. 
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New Office Operations 
Dept. of Mutual of N. Y. 


COMPANY CHANGES ANNOUNCED 


New Department To Be Headed by 
Richard J. Learson, Who Has Been 
Promoted to Vice President 


Louis W. Dawson, president, Mutual 
Life of New York, announced that a 
new office operations department has 
been established to consolidate various 
operating functions now conducted by 
other departments. 

The new department will be headed 
by Richard J. Learson, who was pro- 
moted from associate manager of selec- 
tion to vice president for office opera- 
tions. At the same time, J. McCall 
Hughes, controller, has been promoted 
to vice president and controller, and 
his activities have been organized as 
part of the executive department. In 
addition, George Wilgus, formerly di- 
rector of personnel, joins the senior 
officer group by being promoted to 
manager of personnel. 

Taking over many of the office oper- 
ations now conducted in other depart- 
ments, the new department will include 
the following: Policy payment division, 
formerly in the law department; policy- 
holders service division, previously in 
the secretary’s department; accounting, 
transferred from the comptroller’ Side= 
partment; tabulating activities, previ- 
ously conducted in the actuary’s depart- 
ment. 

Other appointments announced in 
connection with the new department 
are those of Vincent F. Lechner, pro- 
moted from associate comptroller to 
manager of office operations; and desig- 
nated a senior officer; H. McKinley, 
who was made a senior officer and who 
retains the title of manager of policy 
payments; George A. Cole, promoted 
from assistant secretary to director of 
services (policyholders service division) ; 
Robert L. McCaffery, administrative as- 
sistant in comptroller’s, promoted to 
director of accounting and statistics. 

In announcing the changes, Mr. Daw- 
son said that “after long and careful 
study of the company’s present and 
future organization needs, it seemed 
desirable to be in a position to bring 
operating procedures under one officer, 
so that operating efficiencies can be 
more readily installed without crossing 
departmental lines.” 

He added that “the operating pro- 
cedures of a life insurance company are 
complex, and under a departmental 
setup, most of the major operating pro- 
cedures affect several departments. By 
consolidating these operating proc edures 
under one group of officers, it will be 
possible to operate much more effi- 
ciently.” 

Careers 


Following his graduation from Har- 
vard University in 1926, Mr. Learson 
joined the actuarial department of the 
John Hancock. In 1943 he joined the 
Western and Southern Life, Cincinnati, 
as assistant actuary. He was vice presi- 
dent and actuary of the company in 
January, 1950, when he left to become 
associate manager of selection for Mu- 
tual of New York. 

Mr. Lechner joined Mutual of New 
York as a messenger in 1915, when he 
was 15 years old. He was promoted 
to bookkeeper in 1920 and advanced to 
positions of increasing responsibility in 
the accounting and treasurer’s depart- 
ments until in 1941 he became assistant 
treasurer of the company. He was pro- 
moted to the position of assistant comp- 
troller in 1944 and has been associate 
comptroller since 1946, 

Mr. Lechner is a member of the Con- 
trollers Institute, and is a past-president 
of the Mutual Life Association, employe 
social and athletic group. At one time 
he was an instructor in accounting for 
the Insurance Society of New York. 

In 1909 Mr. McKinley began his 
career as an office boy for the vice 
president in charge of selection. Night 
courses and home study led to his pro- 
motion to positions of increasing re- 


Union Life, Little Rock, 


Reports Quality Business 
Union Life of Little Rock reports a 
total Ordinary gain for the first four 
months of 1952 as 248% better than the 
same period last year. In a telegram 
of congratulation sent to the company’s 
field force, Frank Whitbeck, CLU, vice 
president and director of agencies, said 
there is no comparison between the pres- 
ent quality of the company’s business 
and that generally received two years 
ago; it is renewing better and every 
agent is making more money. 
Total insurance in force as of April 


30 was $70,338,928. 


Harry W. Anderson Retires 

Harry W. Anderson, who has been 
assistant superintendent of agencies, life, 
accident _and group agency department 
of the Travelers since 1935, is retiring 
from active service. 

A native of Chicago, Mr. Anderson 
became associated with the Travelers in 
1921 as field supervisor, life, accident 
and group lines there. He left Trav- 
elers to join the Rockwood Company of 
Chicago, general agents of the Trav- 
elers. He became vice president and 
sales manager of the Rockwood Com- 
pany where he remained until 1934, 
when he rejoined the Travelers home 
office staff. 

In January, 1935, Mr. Anderson was 
appointed assistant superintendent of 
agencies and assumed supervision of 
the general agencies of the company 
throughout the country. In 1949, he was 
given supervision of the Greater New 
York Territory, the States of New 
Jersey and Delaware, and the city of 
Philadelphia. 

Mr. Anderson began his insurance ca- 
reer as special agent for the South- 
western Agency of the Flour Mills Mu- 
tual Insurance Group. During World 
War I he served overseas. He is the 
founder of the Later Life Career League, 
Inc. and has been active for many 
years in the field of later life careers 
and hobbies. 


Research Agencies Group 
Meets at Osterville, Mass. 


The Research Agencies Group, the in- 
dependent organization of — general 
agents and managers of which M. L. 
Camps, Jr. is chairman, met Tune 10 
and 11 at the Oyster Harbors Club, Os- 
terville, Mass. Mr. Camps. is a John 
Hancock general agent in New York. 

The program included discussion of 
two major subiects, agent turnover and 
Section 213. William Eugene Hays, gen- 
eral agent in Boston for New England 
Mutual, presented a paper on the first 
problem; Section 213 was dealt with by 
a panel headed by Laurence S. Morri- 
son, research consultant of Agency 
Management Association. -articipants 
were Judd C. Benson, manager in Cin- 
cinnati for Union Central; Harry Krue- 
ger, general agent in New York for 
Northwestern Mutual; and Edward L. 
Reilev, CLU, general agent in Philadel- 
phia for Mutual Benefit. 

The Research Agencies Group has 
met informally since the mid ’20’s to 
talk over management and institutional 
problems. Membership is by invitation 
only. 





sponsibility with the company and a 
license as a broker in New York and 
New Jersey. 

In 1925 he was appointed chief clerk 
in the bureau of disability claims, and 
in 1929, he was advanced to superin- 
tendent of the bureau. In 1946 the re- 
sponsibility for all payments under 
policy contracts was consolidated with 
the claim administration into one divi- 
sion, known as the policy payment divi- 
sion. At that time Mr. McKinley was 
elevated to the position of manager of 
policy payments. 

Mr. McKinley has for many years 
taken an active interest in the affairs 
of the International Claim Association, 


: ’ 

Occidental’s New Branch 

Marking Occidental Life’s entry into 
Wisconsin, a new branch office has been 
opened at 161 W. Wisconsin Avenue, 
Plankinton Building, Milwaukee, Wil- 
liam B. Stannard, vice president in 
charge of agencies, announced. 

Named to manage the new branch, 
which has been patterned after Occi- 
dental’s exclusive model office design 
pioneered in 1949, is Will H. Froehlich, 
formerly agency supervisor with Old 
Line Life. 

: Dale B. Potts, former district agent 
for the same firm, has been named 
brokerage manager. 

Mr. Froehlich, a native of Milwaukee, 
has been in the insurance business since 
1946, and was appointed agency super- 
visor of the F. W. Du Bose agency, 
Milwaukee in 1949. He is a World War 
II Veteran, a member of the Life Lead- 
ers of Wisconsin, holder of the Na- 
tional Quality Award, an honorary mem- 
ber of the University of Wisconsin In- 
surance Society, chairman of the Wis- 
consin State Speakers Bureau, and com- 
mittee member of the National Speakers 
3ureau. 

Mr. Potts, a native of Wisconsin, was 
associated with North American Life 
and Casualty for three and one-half 
years prior to joining Old Line Life in 
1951. He is a member of the Life In- 
surance Leaders Round Table and _ is 
active in the Milwaukee Association of 
Life Underwriters. 


Breslaw Named to Head 
Eastern States Agency 


Milton J. Breslaw, Morningside Drive, 
Greenwich, Conn., has been appointed 
president of the Eastern States Agency, 
general agent for Postal Life, New 
York. Announcement was made by Roy 
A. Foan, vice president and director 
of agencies for the company. 

Kenneth F. McCann, Riverside, Conn., 
is vice president. Judge Archibald H. 
Tunick, Steamboat Road, Greenwich, 
well known lawyer and state legislator, 
is an officer in the corporation. 

The Eastern States Agency celebrated 
its first anniversary this’ month and 
has just finished a 13-week newspaper 
campaign in the Stamford Advocate 
which gained national attention. 

Mr. Breslaw, the only new member 
of the firm, is a well known insurance 
man in Greenwich where he headed his 
own agency before entering the Marines. 
Raised in Greenwich, he attended the 
University of Michigan and the Uni- 
versity of Maine, where he played foot- 
ball. In the Marine Corps from 1942 
to 1946, he spent three years in the 
Pacific under combat in Guadalcanal, 
Iwo Jima and other spots. He entered 
the service as a private and is now a 
major in the Marine Corps Reserves. 
He was recalled to the service from 
1950-1952. He is a past exalted ruler of 
the Elks, and is a member of the Volun- 
teer Hose and Chemical Co. of Green- 
wich and the Greenwich Boat and Yacht 
Club. 


Occidental Life Training Packages 





Lester S. Roscoe (left) and Joseph T. DuMoe, head of brokerage, government 
allotment, mortgage protection and salary savings departments, make tape recording. 


Complete sales training packages con- 
taining recorded sales presentations and 
other pertinent selling aids are being dis- 
tributed to Occidental Life of California’s 
field force in the United States. Prepared 
under the direction of Lester S. Roscoe, 
CLU, director of Occidental’s field train- 
ing department, the sales albums are 
designed to instruct, inform, and moti- 
vate as well as to provide the agent with 
an organized sales presentation. 

Three albums, covering Occidental’s 
Multiple Benefit Savings plan, Optional 
Endowment plan, and Mortgage Protec- 
tion plan, have already been distributed 
or made available to fieldmen, and the 
series will eventually cover most of the 
firm’s rate book. 


Recorded Talks 


Included with the recordings in the 
sales training kit are appropriate di- 
rect mail material, sample policies, sales 
presentation brochures and a complete 
script of the recorded sales talks. As 
part of its program to encourage full 
use of the new materials, Occidental 
has made three-speed record players 


for use by general agents and managers. 

The recorded talks are set up as panel 
discussions and cover (1) the market (2) 
superiority over other plans (3 finding 
prospects (4) selling the interview, and 
(5) the actual sales presentation to the 
prospect. The recorded discussions are 
carried on by experts in Occidental’s 
home office, and the trainee is urged to 
follow the script as he listens to the re- 
cordings to enable him to underscore 
portions of the presentation he feels he 
must emphasize. 

Initial effect of this new sales aid in 
Occidental’s field training program has 
been to cut down the length of time 
usually necessary to familiarize its rep- 
resentatives with new insurance plans 
and material. Formerly, mucl of the 
general agent’s or branch manager’s time 
was devoted to training his staffmen, 
or going over their sales presentations 
prior to actual contact work in the 
field. Now, agencies report that train 
ing periods have been materially short- 
ened, leaving the general agent and 
branch manager with more time avail- 
able for other duties. 
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Close to Four Million 
Annuity Contracts 


IN FORCE IN U. S. COMPANIES 





Represent Projected Annual Income of 
$1,403 Million, Says Institute 
of Life Insurance 





Nearly 4,000,000 individual annuity 
contracts are now in force with United 
States life insurance companies and 
they represent a record $1,403,000,000 of 
annual income planned for the future, 
says the Institute of Life Insurance. 
This is a gain of 279,000 in number and 
$123,000,000 in projected annual income, 
as compared with a year ago. 

“Annuities continued their steady 
growth in America during the past 
vear,” the Institute reports. “The year’s 
increase in total amount outstanding 
was greater than in any previous year. 


number 3,929,000, 


Annuities now more 
than double the total ten years ago. 
The amount of income set up under 


them has also more than doubled since 
1941. About one-fifth of the annuities 
are already paying out income and the 
greater part of the remainder are fully 
paid for, ready to hegin income pay- 
ments at retirement.” 
Insured Pensions Gain Most 

Group annuities, used as the base of 
many insured pension plans, have shown 
the largest gains in recent years. At 
the start of this vear, there were 2,440,- 
000 groun annuities in force, represent- 
ing $697.000.000 of annual income. These 
have tripled in number since 1941 and 
increased more than ten-fold since 1935. 

Individual annuities in force at the 
start of 1952 numbered 1,257,000 and 
represented $594,000.000 annual income. 

he individual annuities have increased 
32% in number since 1941 and 77% since 


At the start of this year, there were 
232,000 additional annuities in force, 
representing $112,000,000 annual income, 
established from the proceeds of. life 
insurance policies 


Brig. Gen. Doriot Goes on 
The Board of John Hancock 


Brig. Gen. Georges F. Doriot has been 
elected a member of board of directors, 
John Hancock Mutual Life. 

General Doriot, president and a di- 
rector of the American Research and 
Development Corp., has been professor 
of industrial management at the Gradu- 
ate School of Business Administration, 
Harvard Universitv. since 1929. 

From 1941 to 1946 he served in the 
United States Army, where he was di- 
rector of military planning, Office of 
the Quartermaster General, and deputy 
director of the Research and Develop- 
ment Division of the War Department 
General Staff. He is a director of 
Pressed Steel Car Co.. Inc.. and of Fed- 
eral Machine & Welder Co. 


North American Life 
Reaches $150,000.000 Mark 


The North American Life of Chicago 
has reached the $150,000,000 milepost of 
insurance in force, according to C. G. 
Ashbrook, executive vice president. This 
represents a 50% gain in the past five 


vears. the company having reached 
$100,000,000 in force in 1947. Assets of 
the company also have increased 50% 


since the companv’s 40th vear, indicat- 
ing that its growth is on a sound basis. 


John J. Plumb’s New Post 


John J. Plumb, who has been asso- 
ciate director of field training of The 
Prudential, has been advanced to di- 
rector of that division. He _ replaces 
Howard A. Austin, Jr., who has been 
appointed as superintendent of agencies 
in charge of the company’s Ordinary 
agencies in the metropolitan region. 


Albert H. Curtis Dead 


Albert H. Curtis, 87, an insurance 
leader in Boston for over half a cen- 
tury and one of the New England Mu- 
tual’s leading general agents for 44 years, 
died recently following a_ period of 
poor health. He started his insurance 
career with the United States Life in 
3oston. He joined the Union Central 
Life seven years later, representing that 
company for six years before he signed 
an agency contract with the New Eng- 
Jand Mutual in 1901. 

Starting from scratch at age 35, Mr. 


Curtis developed his agency to such an 
extent that at his retirement in 1945, 
there were more than $90 million of 
insurance in force. The agency, now un- 
der the direction of Wm. Eugene Hays, 
CLU, celebrated its 50th anniversay last 
year with $120,000,000 of insurance in 
force. 

In addition to building a large agency, 
Mr. Curtis was an outstanding salesman 
in his own right. His largest case of 
$2,300,000 on four brothers is still one 
of the highlights in Boston insurance 
history. His largest single sale on one 
life was $1,300,000. 


HEAR GRANT TAGGART 


Grant Taggart, nationally known life 
insurance agent and National Associa- 
tion of Life Underwriters president in 
1942, was the speaker at the June lunch- 
eon meeting of the District of Columbia 


Life Underwriters Association at the 
National Press Club this week. 


JOSEPH CASSIDY DIES 
Joseph Cassidy, a former well known 
insurance agent in Scranton, Pa., died 
June 3. Mr. Cassidy was an agent for 

the New York Life in that district. 
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Appointment at 2 p.m. 


‘THERE'S a neighborhood game every Saturday afternoon at 2 o’clock. 





Bobby’s father “‘calls’”’ it every week. Not once has he heard the old familiar 
cry of “Kill the ump!”’. The kids think he’s great. 
Bobby’s dad is a life underwriter for the Great-West Life. Umpiring ball 
games and helping with other community activities are an important part 
of his life. Like most life underwriters, he is dedicated to the task of making 


people happy, healthy, and financially secure. Their future is his business today. 
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ALC INVESTMENT FORUM 





With University of Chicago Also Spon- 
soring; Will Be Held at Beloit 
University June 16-17 
The famous Life Officers Investment 
Seminar jointly sponsored by American 
Life Convention and University of Chi- 
cago’s School of Business will be held 
at Beloit College, Beloit, Wis., June 
16-27. Seminar director is Marshal D. 
Ketchum, associate professor of finance, 
University of Chicago. Twenty-four lec- 
turers will give 51 lectures. Julian D. 
Anthony, president, Columbian National 
Life, is current chairman of ALC fi- 
nancial section. Frazar B. Wilde, presi- 
— Connecticut General, is president 
of ALC. Among topics and speakers at 


the pete will be these: 

The Business Outlook—Hules I. Bogen, New 
York University professor of finance. 

Capital Requirements in the American Econ- 
omy—Simon Kuznets, economics professor, Uni- 
versity of Pennsylvania. 

Trends in Labor-Management Relations 
Richard A. Lester, professor of economics, 
Princeton. 

Trends in Canadian Economy—J. Douglas 
Gibson, Bank of Nova Scotia, Toronto. 

The USSR—Colenel Walter Godard, Indus- 
trial College of the Armed Forces. 

Problems of Portfolio Management—John P. 
Sedgwich, financial vice president, State Mutual 
Life. 

Electric Light and Power Securities—Donald 
C. Slichter, vice president, Northwestern Mutual. 

Real Estate Mortgages as Life Insurance 
Company Investments—Irving G. Bjork, vice 
president, Connecticut General. 

Real Estate Trends—Roy Wenzlick, . Roy 
Wenzlick & Co. 


D. L. Tenney Made Mgr. 
Of San Francisco Branch 


Continental Assurance announces the 
appointment of Don Lytle Tenney as 
manager, San Francisco branch office. 
He succeeds to the position previously 
filled by Fred M. Moore, who has been 
obliged to interrupt his life insurance 
career to devote his entire time to an- 
other activity. 

Mr. Tenney takes over one of the 
company’s fastest growing branches, 
which has gained a _ broad following 
among brokerage and surplus life under- 
writers. He will devote himself to fur- 
ther development in the same pattern. 

While still at Dartmouth College, Mr. 
Tenney started to sell life insurance as 
a major line in the general insurance 
agency he established. When he was 
graduated in 1940, he went directly into 
the Marine Corps, serving in various 
activities and campaign’s throughout the 
war. When he returned to civilian life 
in 1946, he made his home in Palo Alto, 
and took one advanced degree in the 
Stanford Graduate School of Business. 
He then joined Guardian Life as agency 
manager at San Jose. His office was a 
major production unit, with good pro- 
duction balance between brokerage and 
full-time agents. 


Phoenix Mutual Rents Space 


In L. A. Insurance Center 


Phoenix Mutual Life, Hartford, has 
leased branch office space in the first 
of the three 12-story air-conditioned of- 
fice buildings being completed at 3440-50- 
60 Wilshire Boulevard in Los Angeles, 
it was announced by Norman Tishman, 
president of the Tishman Realty & Con- 
struction Co., Inc., builder-owner of the 
$12,000,000 project. 

Phoenix Mutual which will occupy 
approximately 3,000 square feet on the 
sixth floor of the building, is the tenth 
major insurance organization to take 
space in what has been called “the new 
Los Angeles insurance center.” 


Boston Mutual Outing 


The annual summer outing for the 
home office personnel of the Boston 
Mutual Life was held at North Scituate 
Beach, Mass., June /; The day-long 
program included cruises on the pas- 
senger cruiser “Charlesbank” from Co- 
hasset and Scituate Harbors, a Treas- 
ure Hunt, and a Lobster Dinner at the 
Cliff Hotel. 





Columbian National Has 


Its 50th Anniversary LIFE INSURANCE | 


The 50th anniversary of founding of 
Columbian National Life was observed Q a N = WA L PURCHASED ON 
last week with an anniversary dinner in EQUITABLE BASIS 


Boston and a field convention at the 


Wentworth, Portsmouth, N. H. Speakers RENEWAL PURCHASE COMPANY 


at the dinner included Chairman Francis 


P. Sears, President Julian Anthony 60 Cedar Street, New York 5, N. Y. BOwling Green 9-0109 





and Charles J. Zimmerman, manager, 








Life Insurance Agency Management As- 


sociation. Among those at head table Equitable and McCarthy in JOHN D. REES DIES 


at the banquet were Bruce E. Shepherd, 


John D. Rees, 70, associated with 


manager, Life Insurance Association of Agreement; Oil Man Pays Up Siak WMakiad Tits tes AS ened aad 
en Lee Shield, counsel, American After a meeting of Equitable Society’s recently at his home in Columbus, Ohio 
Life Convention, and Holgar J. Johnson, finance committee on Tuesday it was of a heart attack. Mr. Rees served 


Institute of Life Insurance. announced by the Society’s 


counsel, jin yarious capacities during his long 


Mr. Sears, one of the founders of the Warner H. Mendel, that the Texas oil tonite with Witter’ Solchnneas oa: 


company, and first treasurer of Colum- 


president, has been 40 years with Co- continue under McCarthy’s management. 
lumbian National. The company has in The oil man is promoting a new com- ESTABLISHED FLORIDA AGENCY— 
excess of $400,000,000 insurance in force PanY for oil exploration but the Equi- expanding rapidly. Needs Supervisor— 
: apes etn table has no interest in this new enter- good future. Give experience in detail, 
and more than $97,000,000 of assets. prise. Mr. Mendel said the Society and age, etc. Box 2102, The Eastern Under- 
A more complete story of the anniver- McCarthy had come to an understand- aaagae : : 
: s : writer, 41 Maiden Lane, New York 38. 


sary proceedings will be published in ing on all matters in dispute between 


The Eastern Underwriter next week. them. 


promoter, Glenn H. McCarthy, had set- 
“ ine EA ices tled all past due payments on his loan 
bian National, has been 50 years with  4F $¢34.000,000 with the Society and that 
the company. Carl C. Mullen, first vice the Shamrock Hotel at Houston, would 


cently being editor of publications. 














AMERICA’S No. | PLAN 


Your Business 
through Continental 
PAYS YOU 


Full Commissions on 

First and Renewal Premiums for 

as long as you keep policies in force 
. +. no limit 


GIVES YOU 


Local Claim Service and 
Handling Facilities 


HELPS YOU 


Add more volume faster 
and serve all clients better 


ASK FOR CONTRACT DETAILS TODAY 


CONTINENTAL CASUALTY COMPANY 
General Office: Chicago 
Established in 1897 














PAYS YOUR CLIENTS 
AND THEIR FAMILIES 
as much as $1500 


for Each Sickness or 
Accident when confined 
in ANY hospital ... 
Plus up to $300 
Surgical Schedule 


Not Limited 

as to number of 
disabilities covered 
in any one year 


FREE 
Choice of Doctor 
and Service 


Associated with 

Conti: I Assu' c 
Transportation Insurance Company 
310 South Michigan Avenue 

Chicago 4, Illinois 
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Weather Beacon for BMA 

The first into 
operation in the Kansas City area will 
soon be constructed by Men’s 
Assurance. A 78-foot tower will include 
a beacon 7 feet high and 4% feet wide. 

The beacon, which will be lighted by 
720 bulbs, will be steel 
tower and its color will denote expected 
green 


weather beacon to go 


Jusiness 


mounted on a 


weather conditions. A _ steady 


forecasts clear weather, a steady orange 


predicts cloudy weather, a_ flashing 
orange signals rain and a flashing white 
signals snow. 

The color of the signals will be con- 
trolled manually but the beacon lights 
will be switched on automatically by 
photo-electrical relays whenever the 


intensity of the daylight is low enough 
so that the colors can be plainly seen. 
Variations of the trends of tempera- 
ture will be made by 20 bands of light 
running up and down the tower. When 
the light is from the bottom to the top 
rising temperatures are forecast. When 
the lights sweep from the top to the 
bottom the prediction is for cooler tem- 
perature. When the light remains steady 
no temperature change is expected. 
Periodic reports from the Weather Bu- 
reau will determine the signal changes 
which will be made from a special panel 
board. 
The decision to construct the first 
Kansas City Weather Beacon’ was 
greatly influenced by the fact that the 
company’s ten-story building is clearly 
visible to hundreds of thousands of 
travelers who go through Kansas City 
every year. The home office building is 
located on the Union Station Plaza fac- 
ing the station itself. Not only will the 
BMA beacon be visible to those who 
travel by train, but it will also be clearly 
visible to the thousands of people who 


come in over Kansas City by air. 





CREAGH 


CHARLES E-. 


Appointment of a new superintendent 
of agencies and the transfer of two 
others has been announced by Charles 
G. Taylor, Jr., president of Mertopolitan 
Life, as a result of the impending re- 
tirement on June 30 of John H, Almy, 
presently superintendent of agencies in 
the company’s metropolitan territory. 
Mr. Almy will be succeeded in the 
metropolitan territory, which includes 
greater New York City, Westchester 
and Long Island, by G. Hoyle Wright, 
who currently is in charge of the At- 
lantic Coast territory, which includes 
New Jersey, Maryland and Delaware. 

The new superintendent of agencies 
will be Charles E. Creagh, manager of 





AMED FOR WORLD-WIDE SERVICE from branches 

located in more than 20 countries, including 50 offices 
in the United States, the SUN LIFE ASSURANCE COM- 
PANY OF CANADA has won universal recognition for the 
diversity of its comprehensive life insurance and annuity 
plans. The specific needs of men, women and children 
under widely differing circumstances are taken care of, 
and a variety of optional policy privileges offers valuable 
alternatives to safeguard the interests of the beneficiary. 


More than One 
and a Half Million 
Policies in Force 





SUN LIFE ASSURANCE COMPANY 
OF CANADA 27> 








JOHN H. ALMY 


the company’s Rock City (Nashville), 
Tenn., district. Mr. Creagh will be in 
charge of the Great Lakes territory, 
which includes Michigan, Minnesota and 
Wisconsin. Emile P. Arnautou, who is 
at present superintendent of agencies 
in the Great, Lakes territory, will suc- 
ceed Mr, Wright in the Atlantic Coast 
territory. 

Austin T. Schussler, of the midwestern 
territory, will succeed Mr. Almy as 
chairman of the superintendents of 
agencies conference. 

Mr. Creagh’s elevation to the Metro- 
politan’s official family follows 22 years 
of service with the company, during 
which time he has served as agent, as- 
sistant manager, sales manager, agency 


Seminar at Ohio State Univ. 

At a life insurance seminar held this 
week at Ohio State University, Colum- 
bus, O., subjects discussed included in- 
flation, investments, market research, 
personal production, marketing. Among 
the speakers were these: 

Dr. G. W. McKiney, senior economist, 
Prudential; Bishop Hunt, vice _presi- 
dent, John Hancock; Harold C. Rose, 
New York agent; Dr. G. Wright Hoff- 
man, professor of insurance, Wharton 
School; Mark R. Greene, University of 
Oregon; H. L. Emerson, Cleveland 
agent; Dr. James H. Davis, professor of 
marketing, Ohio State University; Karl 
H. Schmidt, National Life of Vermont, 
Akron; Weymouth Fogelberg, Pruden- 
tial, Indianapolis; Robert K. Kimmer, 
Penn Mutual, Columbus. Moderators 
were Dr. H. H. Maynard and Edison 
L. Bowers, Ohio State. 


Named “Man of the Year” 


“Man of the Year” for 1951 among 
field men of United States Life was 
Stelios Nickells, American International 
Underwriters Agency, Tokyo, Japan. Mr. 
Nickells topped all other company pro- 
ducers with a record-breaking life vol- 
ume of over $2,540,000, resulting from 
60. paid cases, 

Mr. Nickells entered the insurance 
business in 1925 and has been active in 
the field ever since, except during the 
war years when he was interned by the 
Japanese. He wrote his first million in 
1931 and has several times been presi- 
dent of his regional Leading Producers 
Club. He became associated with U. S. 
Life in 1950. 





supervisor and district manager. He is 
a native of Mississippi and was educated 
at the University of Tennessee. 
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E. H. Henning Elected 
Central Standard Head 


SUCCEEDS WILBUR M. JOHNSON 





Was President of Illinois Bankers 
Which Merged With Central Stand- 
; Formerly Practiced Law 





At a meeting of directors of Central 
Standard Life of Chicago June 3, E. H. 
Henning was elected president to fill the 
vacany created by the retirement of 
Wilbur M. Johnson. 

Mr. Henning had previously been vice 
chairman of the board which post ‘he had 
held since January 15 of this year. Prior 
to that he had been for 11 years presi- 
dent of Illinois Bankers Life of Mon- 
mouth, Ill, which was merged with 
Central Standard Life (formerly Cen- 
tral Life Insurance Co. of Illinois). 
Mr. Henning had originally entered life 
insurance from insurance law, which he 
began practicing in 1916 in Kansas City. 
He moved to Chicago in 1923 as an 
insurance attorney and began represent- 
ing Illinois Bankers Life as counsel in 
1933. He became vice president in 1935 
and was named to the top post in the 
company shortly after. 

Wilbur M. Johnson, while retiring 
as president of Central Standard Life, 
will remain a member of the Board. 

Mr. Johnson has had a long and 
noteworthy career in the life insurance 
field. A native of Ohio, he holds de- 
grees from Ohio Wesleyan, Harvard, 
University of Chicago, and University 
of Michigan. He is a member of Phi 
Beta Kappa. 

He taught mathematics at Kentucky 
Military Institute and Georgia Tech. 
His first life insurance connection ‘was 
with the Inter-mountain Life, Salt Lake 
City. He then was appointed actuary 
of Royal Union Life, Des Moines. On 
March 15, 1927, Mr. Johnson became 
actuary of Central Life of Illinois and 
he was successively vice president and 
actuary. He was elected president of 
the company on August 3, 1951. A 
Fellow of the Actuarial Society of Amer- 
ica and of the Institute of Actuaries, 
he served as Treasurer of the latter 
organization until the two societies 
merged. 


Colonial Life Conference 


A meeting of general agents from the 
New York and New Jersey area was 
held recently at the home office of 
Colonial Life. The gathering was an in- 
dication of the development of the com- 
pany’s Ordinary general agency depart- 
ment that has taken place during the 
past eighteen months. 

President Richard B. Evans, Vice 
President Eric Johnson, and other com- 
pany officers participated in the day’s 
session with the following general 
agents: Francis A. Byrne, Gerard Cap- 
rio, John T. Costa, Edward J. Hilbert, 
Donn Marvin, Max L. Weil, J. B. Rap- 
paport of Colonial Agency, Inc., Harvey 
Nelson, Jr., and Michael Flynn of Nel- 
son & Ward Co., Robert F. Moore, and 
Joseph Bradley and James Dillon of 
Corwin-Gutleber Agency. 

At a luncheon held at the Hotel Su- 
burban, Mr. Evans and Richard Nelson, 
recently elected vice president and 
treasurer, gave a report of the com- 
pany’s growth and financial progress, 
both of which are at a peak. 

An educational conference of the 
company’s Ordinary department will 
take place at the Greenbrier, White Sul- 
phur Springs, West Va., in 1953. 


ST. PAUL ASSN. ELECTS 

Edward J. Peterson, special agent, 
Northwestern Mutual Life, was elected 
president of the St. Paul Association of 
Life Underwriters at their recent annual 
meeting. George J. Brown, Equitab!e of 
lowa, and Fred J. Hauenstein, Phoenix, 
were elected vice presidents, and Wil- 
liam Nelson, Massachusetts Mutual, 
secretary- treasurer. They will hold a 
golf tournament June 18. 


Eastern Life Embarks 
On Expansion Program 


WILL. ENTER MORE _ STATES 





New Contracts and Non-Medical; Com- 
pany Has $46,000,000 Insur- 


ance in Force 





The Eastern Life Insurance Co. of 
New York which at the end of the first 
quarter of 1952 had $46,000,000 insurance 
in force and which at its recent 25th an- 
niversary dinner announced new expan- 
issuance of new contracts 
explained 


sion plans, 
and non-medical 
the dévelopment program of the com- 
pany in an interview this week with 
The Eastern Underwriter. The changes 
follow: Non-medical insurance can be 
submitted by qualified representatives 
up to $5,000 in a 12 months period and 
an additional $5,000 after one vear for 
ages 10 to 40. Disability waiver of pre- 
mium and double indemnity may be ap- 


insurance, 


plied for. 

Juvenile Insurance on the Ordinary 
Life, 20 Payment Life and 20 Year En- 
dowment plans with refund of premiums 


Award for “Sales Starters” 

“Sales Starters,” a publication of the 
New England Mutual, was the only en- 
try among those submitted by American 
insurance companies to receive an 
Award of Merit in the Publications 
Contest of the International Council of 
Industrial Editors. 

The prize-winning entry, a kit pub- 
lished for distribution to brokers, con- 
sists chiefly of a selection of the best 
visual sales pages taken from the com- 
pany’s field magazine, “The Pilot’s Log.” 





in the event of death prior to age 15, 
full coverage commencing with age 15. 

In states other than New York, the 
company will issue Juvenile Ordinary 
Life, 20 Payment Life and 20 Year En- 
dowment policies with death benefit 
ages 0 to 1 of 25% of face amount of 
the policy, full death benefit commenc- 
ing with age 1 

The company has applied to the Wage 
Stabilization Board for approval to in- 
crease commissions by 5% on perma- 
nent forms of insurance ranging in 
amounts from $2,500 to $5,000. 

Eastern Life is increasing its paid in 
capital from $191,664 to $301,185. The 
company is pursuing an aggressive pro- 
gram to increase its number of agents 
and agencies. 


LAA ne eager Siciclies 
Ralph H. Rice, Jr., CLU, 


Prudential’s Philadelphia office addressed 
the 
Ad- 


on 


the regular monthly meeting of 


Keystone Group of Life Insurance 


vertisers recently. Mr. Rice spoke 


his methods of recruiting and training 
new men which have proved successful. 

Recruiting is a continuous process, ac- 
cording to Rice, and is best accomplished 
recommended by his own 
to 


from men 


agency force. An attempt is made 


paint the life insurance business as 
actually is, without rose-colored adorn- 


ments. In according the new prospective 
agent three interviews, together with 
at least one for his wife, the question 
asked directly many times is “what are 
your weak points?” The answer to this 
question is further pursued in foll wing 
up ten references of people who really 


know the agent. 


manager of 


it 





EXPERIENCED CASHIER — Florida 
General Agency. Give experience, age, 
etc. Box 2103, The Eastern Underwriter, 
41 Maiden Lane, New York 38. 




















JOHN A. SIMPSON 


After 19 years as teacher, 
principal, and school 
superintendent (with 
income around $2,500 per 
year), and 5 years in the 
Army and Air Forces, 
John A. Simpson decided 
to devote full time to the 
business of selling 
Franklin Life “exclusives.” 
At the close of his military 
career in 1946 his full time 
sales activities commenced. 
Here is the record of his 
cash earnings since 

that time: 


1946. ..$ 5,306.76 
1947... 9,096.13 
1948... 12,137.73 
1949... 12,060.01 
1950... 11,754.64 
1951... 13,431.31 
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Over $11,000 average 
for past five years 


F. J. O’Brien, Vice-President 
Franklin Life Insurance Company 
Springfield, Illinois 

Dear O’B: 


As I look back over the many years I spent in the teaching profes- 
sion I am happy that I took the advice of a Franklin Life repre- 


sentative and started selling for the “Friendly Franklin, 


” as a part 


time agent. I quickly saw that I would be able to provide for my 
family the many things that a good income would give, so I was 


soon selling full time. 


I spent 19 years teaching and 5 years with the Army and Air 
Forces. After discharge with the rank of Lt. Colonel, in 1946 I 
started back in insurance with the best company of all — the 
Franklin Life. My income began to increase rapidly, and with the 
cooperation of the Home Office, and our wonderful exclusive sav- 
ings programs, I have averaged better than $11,000 for the past 


five years. 


With the Franklin, there is no limit to what a man can build. 
Our attractive contracts and sales aids help the field man to forge 
ahead. The inspiration one receives in attending the super Franklin 
conventions, and the constant interest shown in field men by Presi- 
dent Becker and other Home Office executives will always be a spur 


to higher goals. 


I enjoy the many opportunities of my work. I have qualified for 
many of the Franklin clubs and am especially proud of belonging to 


the exclusive Sixty Club. 


Sincerely, 





FRANKLIN LIF 


SPRINGFIELD, ILLINOIS 


CHAS, E. BECKER, PRESIDENT 


John A. Simpson 


An agent cannot long travel at a faster gait than the company he represents. 


INSURANCE 
COMPANY 


DISTINGUISHED SERVICE SINCE 1884 
One of the 15 Oldest Stock Legal Reserve Life Companies in America 


Over A Billion Dollars Of Insurance In Force 
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HEARD on whe Way | 











The 25-story air-conditioned office 
building under construction at 380 Madi- 
son Avenue, New York, on the site of 
the former Ritz-Carlton Hotel has al- 
ready been almost fully rented although 
the building will not be completed until 
next spring. The temporary financing 
of the property is being handled by 
the Irving Trust Co. with the permanent 
financing arrangements being made by 
The Prudential. 


ste England Mutual’s vice president 
Walter Tebbetts evoked chuckles around 
the home office in connection with the 
recently announced appointment of Wil- 
liam R. Christmas as the company’s new 
Group secretary. Quipped Mr. Tebbetts, 
who will have top responsibility for the 
group operation: “Christmas is coming 
to New England this year on July 
first!” 


Peter J. Keenan, Allan W. Carpenter 
agency, Buffalo, and Henry Metz, Harry 
O. Rasmussen agency, Newark, N. J., 
were two of the seven new members 
of the Penn Mutual's President’s Club 
for New Organization who recently visit- 
ed the home office, the others being 
from San Francisco, Fresno, St. Paul 
ind Denver. 

Upon arrival they were greeted by 
Agency Vice President D. Bobb Slattery 
and after touring the agency department 
they were formally presented to Presi- 
dent Adam with awards and citations for 
outstanding production achievements in 
their first calendar year with the com- 
pany. On the second day they visited 
other departments, had lunch with com- 
pany officers and then were driven to 
Atlantic City where they attended a 
reception given by Frederic A. Potts, 
president of Philadelphia National Bank 
and a Penn Mutual trustee. On third 
day they returned to home office and 
he ird Pres sident Adam give a review of 
the company’s operations. 


New England Mutual home office em- 
ployes turned out 100% to have their 
blood typed recently as part of the 
preparation program being conducted b: 
the Massachusetts Civil Defense Agency. 

The home office group was the first 
business organization of any type in 
3oston to participate in this pre-disaster 
civil defense measure. Blood-typing was 
done by a team of technicians from the 
SRT ap agihtag Department of Public 
Health in the company’s medical labora- 
tories, and identification cards were is- 
sued stating blood type, including the 
Rh factor. 

Explaining the importance of the pro- 

cedure, Dr. Robert A. MacCready, public 
health official in charge, said that blood 
typing has been urged by blood trans- 
fusion authorities not only because of 
the desperate need for transfusions to 
save lives in the event of an atomic or 
mass bombing attack, but also as an im- 
portant measure of protection for the 
individual in case of a local disaster or 
personal emergency. 
The blood-typing is another step in 
the New England Mutual’s over-all civil 
defense preparations, which include a 
fully trained employes’ first aid group 
and a building evacuation organization, 
vice president John Hill said. 


Among the 


condolence letters which 
R. & R. Service i 


has received from mil- 
lion dollar writers about help which 
had been given the industry by the 
late Paul Speicher, who was president 
of R. & R., was this one from Robert 
U. Redpath, Jr., of New York City: 
“With the possible exception of Dr. 
S. S. Huebner, Paul Speicher’s thinking 


about life insurance influenced my 
thought and actions over a longer period 
of time and to a greater degree than 
any other individual in the life insur- 
ance business. I never had the pleasure 
of knowing him personally but he had 
such a rare capacity to convey his total 
personality in his public speeches and 
writings that I have long considered him 
one of my best friends. 

“Tt is impossible to put into words 
my own sense of personal loss. No one 
that I know had a better understanding 
of the unique individuals that make up 
a free America, nor did anyone exceed 
him in understanding the infinite ways 
in which life insurance, as a uniquely 
American institution, may be used to 
help such unique individuals maintain 
freedom while fulfilling their responsi- 
bilities. Perhaps more than any other 
individual associated with our business 
in these times he comprehended the 
function of the field underwriter, help- 
ing in all that he said, wrote and did 


to remind that underwriter of the joy 


” 


and pride that his function offers. 


Alexander E. Patterson, Jr., who is 
with the New York uptown sales office 
of International Business Machines, Inc., 
is the first salesman to qualify for the 
100% Club of the company this year. He 
is son of the late Alexander E. Pat- 
terson, president of Mutual Life of New 
York. 


Conrad C. Klee, an agent of Travelers 
in Binghamton, N. Y., is the central 
figure in page advertising of that com- 
pany which is appearing in Time, News- 
week and Better Homes and Gardens, 
and has already appeared in the Satur- 
day Evening Post. The ad copy, cap- 
tioned “Main Street Story,” tells what 
happened to an up-state New York fam- 
ily as a result of insurance which was 
written by Mr. Klee. The text of the 
copy was written around a prominent 
surgeon who died of a heart attack two 
years ago at the age of 58, leaving a 
widow and five children, but who died 
protected by Travelers insurance. At 
present the oldest boy is a student in 
New York Medical College and the 
youngest son is a freshman at Notre 
Dame. A teen-age daughter is at the 
College of New Rochelle and a younger 
daughter is in eighth grade of a school. 

“Mrs. X doesn’t have to go to work 
and leave her youngest daughter to her- 
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in the New York area. 


102 Maiden Lane 








Dei Ounc ement 


We are pleased to announce 


our appointment as 


General Agents 


CANADA LIFE 
ASSURANCE COMPANY 


of Toronto, Ontario, Can. 
— 


This appointment marks our entry into the life 
insurance field and rounds out the multiple line facili- 
ties we are equipped to furnish to insurance brokers 


John C. Weghorn Agency, Inc. 


Digby 4-8420 


“Weghorn SY, Good fo Boahers a 





New York 5, N. Y. 











CONRAD C. KLEE 


self,” says the ad. “The family hasn't 
had to give up its white-painted house 
on Main Street or the family car. This 
family is going to make a go of it with- 
out too many drastic changes in their 
way of life because Doctor X planned 
it that way. Years ago he started work- 





ing out a long range life insurance 
program.” 
Connecticut Mutual Life recently 


closed a first mortgage of $6,700,000 
secured by the Matador Ranch. The 
mortgage, carrying an interest rate of 
44%4%, will run for 20 years at which 
time it will be fully paid off. The 800,- 
000-acre Texas ranch was recently sold 
by a Scottish firm to a group of Ameri- 
can investors for more than $20,000,000. 

When final negotiations took place, a 
group of lawyers waited in Amarillo, 
Texas, for a cable from London saying 
that the actual title had been transferred 
there. Shortly after 4 a.m. word arrived, 
the men jumped into cars and rushed 
off to record the title in seven different 
county courthouses, a step necessitated 
by the immense area the ranch covers. 

The last deed and title were recorded 
at 2:30 p.m. The Texas attorneys phoned 
New York where escrow agents opened 
sealed envelopes containing the pur- 
chase money. Papers were signed in the 
presence of some 20 lawyers. 

All the assets—including land, build- 
ings, equipment, livestock and mineral 
rights—of the old Matador Land & Cat- 
tle Co., Ltd., were divided into 15 ranch- 
ing units and 15 new corporations were 
formed. Two managers will be in charge 
of actually operating the ranches which 
are continuing to function together 
economically. 

The 800,000-acre Matador yearly pro- 
duces enough beef to provide the annual 
meat requirements of 100,000 people. Its 
cattle population is nearly twice the 
population of Reno, Nev., and round-up 
goes on all year long. Managed for 
many years by the legendary Murdo 
Mackenzie, the original Matador is so 
big that a cowboy can ride 56 miles 
without leaving the main ranch in the 
Texas Panhandle. It is one of the few 
places left in this country where chuck- 
wagons are still used since cowboys 
usually work too far from the head- 
quarters to return each night. 

Uncle Francis. 


Hear Timothy W. Foley 

Timothy W. Foley, general agent State 
Mutual Life, New York City, last week 
spoke before members of the Gilbert A. 
Austin Agency, Aetna Life, 16 Court 
Street, Brooklyn. His subject was “A 
Command Performance.” 

The Austin Agency, which was or- 
ganized in 1929, won the Aetna’s Presi- 
dent’s Trophy in 1951. It has also won 
this award in 1949 and 1932. 
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Imperial Life Buys 
Toronto Office Bldg. 


TAKES CARE OF SPACE NEEDS 





Metropolitan Building Adjacent to Home 
Office Is 21-Stories; Price 
Was $2,400,000 

An important step in the history of 
the Imperial Life Assurance Co. of Can- 
ada was taken recently when the com- 
pany purchased the 21-story Metropoli- 
tan Building at Adelaide and Victoria 
Streets, Toronto, next door and directly 
north of the company’s home office 


building at 20 Victoria Street. The pur- 
pose of the purchase was twofold—to ob- 
tain an immediately attractive invest- 
ment in a fully rented office building, 
while at the same time providing facili- 
ties over the years ahead for home 
office expansion. The transaction was 
negotiated for $2,400,000. 

The steady growth of Imperial Life 
had made apparent for some time the 
ultimate need for larger home office quar- 
ters. At the present time the entire Im- 
perial Life Building is occupied by home 
office departments. Although additional 
staff can still be absorbed in some areas 
of the office, within two years the prob- 
lem of additional space requirement 
would have become acute. 


Take Care of Future Growth 


Lease arrangements in the newly ac- 
quired building will make space avail- 
able as it is needed and it is estimated 
that normal turn-over of space i er 
building the size of the Metropolitan 
will take care of Imperial Life’s expan- 
sion requirements in a most flexible way 
over an extended period of years. The 
central organization of the company will 
continue to remain at 20 Victoria Street. 

The very rapid growth of life insurance 
companies throughout Canada and the 
United States in the past ten to fifteen 
years has created space problems for 
a great many companies. The Imperial 
Life is fortunate in having been able to 
acquire such an excellent property next 
door. The Metropolitan Building has 
over 140,000 feet of rentable floor space, 
and at the time of its construction in 
1927 was the tallest building in the Brit- 
ish Commonwealth. 


Lincoln National to Hold 
Mackinac Island Meeting 


The first of Lincoln National Life’s 
three conventions for 1952 will get under 
way next week at the Grand Hotel, 
Mackinac Island, Michigan, with ap- 
proximately 400 LNL people, including 
the wives and families of many of the 
agents in attendance. The Mackinac 
meeting will be a three-day affair begin- 
ning June 16, and ending June 18. 

Business sessions featuring life insur- 
ance and accident and sickness insur- 
ance leaders for the past year will be 
honored at, a banquet to be held June 17. 

During the three-day meeting, talks 
will be give by: A, J. McAndles, presi- 
dent; Cecil F. Cross, vice president and 
director of agencies; H. J. Shaffer. 
second vice president and manager of 
agencies; H. Lewis Rietz, vice presi- 
dent; George M. Bryce, secretary; W. 
T. Plogsterth, director of field service; 
L. S. Wright and L. C, Deason, LNL 
general agents in Indianapolis and Han- 
nibal, Missouri, respectively; H. W. Mc- 
Mutrie, LNL supervisor in Salem, IIli- 
nois; and F. J. Mellinger, Noboru 
Honda, and R. A. Isaacson, LNL repre- 
sentatives in South Bend, ‘Chicago, and 
Salt Lake City, respectively. 

There will be a panel discussion and 
question-and-answer period on A. & S. 
with the following home office officials 
serving on the panel: H. Lewis Rietz, 
H. J. Shaffer, George M. Bryce, W. T. 
Plogsterth; Dr. G. M. Graham, medical 
es and R. C. Strubbe, underwrit- 


Ver. Cross, Mr. Shaffer, and Mr. 
Plogsterth will preside at, the business 
sessions, 


Pacific Mutual to Accept 
$10,000 Without Medical 


Pacific Mutual Life has increased the 
amounts of life insurance it will place 
without medical examination. Effective 
immediately according to Actuary Oscar 
Swenson, the company will accept up to 
$10,000, where the applicant is between 
age 10 and 30, except in cases where cer- 
tain special preferred risk or term plans 
have been applied for. Lesser increases 
are also approved in the 31-35 age 
bracket. 


Old Line Life Conference 


The annual business conference for 
leading agents and company officials of 
Old Line Life, Milwaukee, will be held 
June 15-18 at the Edgewater Beach 
Hotel, Chicago, 

Home office officials who will attend 
are J. H. Daggett, president; Paul A. 
Parker, agency director; F. S. Talbot, 
educational director; M. F. Ryan, vice 
president. Club officers to be installed 
will be N. D, Hempe, Milwaukee, presi- 
dent; J. E. Clifford, Milwaukee, and 
Floyd F. Meyer, Antigo, Wis., vice 
presidents. 


Another Record Month 
For Great West-Life 


Topping all previous records for May, 
Great-West Life’s field force produced 
over $22 millions of new business during 
the month. It also marked the 96th 
consecutive month that the Chicago 
branch, under Earl M. Schwemm, CLU, 
has produced over a million. 

James Hercus, Winnipeg, was the 
month’s leading individual producer with 
$293,000, H. S. Norman, Detroit, $230,000 
and A. V. Meltzer, Los Angeles, $224,000 
placed second and third respectively. 





























CHILDREN 


‘ets $1,000 juvenile policy you sell today 
— where will it be in 20 years? 










Will it endow and leave a grown-up young- 
ster uninsured? Will it pay up and leave him 
underinsured? Can you guarantee he may 
then obtain more insurance at any price? 














Occidental’s newly improved Junior Estate 
policy holds the answers because each 
$1,000 of initial protection you sell now 
automatically becomes $5,000 at insurance 
age 21—without premium increase or 
evidence of insurability. 














Dads still call the Junior Estate policy 
“a miracle of insurance.” 









































“WE PAY AGENTS LIFETIME RENEWALS. 





“A Star in the West...’* 
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Gets Post at Home Office 
Of Northwestern Mutual 





ROBERT 


Robert J. McTigue of Webster City, 
Iowa, has been appointed an assistant 
director of agencies of Northwestern 
Mutual Life. He will have headquarters 
in the home office in Milwaukee with 
15 general agencies of the company 
under his sponsorship. 

Mr. McTigue joined Northwestern 
Mutual Life in the general agency at 
Sioux City, Iowa, following his gradua- 
tion in 1941 from Iowa State College. 
He entered military service the follow- 
ing year. Upon his return to civilian life 
in 1946, he resumed his life insurance 
career in the district. agency of his 
father, F. B. McTigue, at Fort Dodge, 
Iowa. Since 1947 he has been a soliciting 
agent with offices in Webster City. Since 
joining the company, Mr. McTigue has 
won a number of production honors. 

At the annual meeting of the North- 
western Mutual Association of Agents 
in 1951 in Milwaukee, he appeared on 
the program as one of five members 
of the prominent McTigue insurance 
family of Iowa, who have insured over 
4,000 people for approximately $16,000,- 
000. 


J. McTIGUE 


Chicago District Changes 
Announced by Prudential 


Leo G. Rapp, has been appointed head 
of The Prudential’s Chicago district, No. 
17, succeeding William Hadfield who as- 
sumed charge of district No. 2 recently. 

Simultaneously it was annouced that 
as a result of a district office realignment 
26 agents and 4 staff managers have been 
added to the Chicago No, 17 staff and 
that the augmented organization has 
moved to greatly enlarged quarters at 
7508 South Saginaw Street. It now be- 
comes one of the company’s larger dis- 
trict units with 55 agents supervised by 
8 staff managers. 

Mr. Rapp returns to Chicago from 
West Palm Beach where for the past 
three years he has headed district opera- 
tions in a six-county Florida area. Prior 
to his Southern assignment he had been 
active in Mid-West insurance circles for 
many years. He is a past president of 
the Chicago Heights-Calumet Life Un- 
derwriters Association and has appeared 
as a speaker before many underwriting 
groups. 


Society of Actuaries 


(Continued from Page 10) 


ity table. M. F. Feay, New York Life, 
and J. W. Ritchie, Sun Life of Canada, 
summarized the methods by which their 
companies examine mortality trends. J. 
H. Miller, Monarch Life of Springfield, 
pointed out that the usual comparisons 
of mortality implied the same potential 
improvement at all ages and suggested 
that it might be better to show differ- 
ences in the actual mortality rates 
rather than differences in percentages. 
Gross Premiums and Dividends 


A. L. Joyce, Connecticut General, in 


the discussion on gross premiums and 
dividends remarked that the recent 
trend in mortality has justified reduc- 
tions in premium rates, being propor- 
tionately larger for the older ages at 
issue. This trend also has affected the 
size of dividends for participating insur- 
ance showing a change in the slope of 
dividends by age at issue and duration. 
His company followed the approach of 
adopting a realistic view of mortality, 
interest and expense assumptions in 
their new premium rates with an over- 
all safety margin then included. The 
improvement in mortality at the higher 
ages was first noted around 1940 coin- 
cident with the introduction of anti- 
biotics. 

W. B. Waugh, Canada Life, discussed 
the New York version of the law per- 
taining to retirement annuity contracts 
in the light of the great amount of 
thought which the New York insurance 
companies must give before changing 
their settlement options. 

Miss M. H. Schaeffer, Equitable So- 
ciety, outlined the aspects of its dividend 
structure in connection with the present 
combined effect of such factors as in- 
creased average sized policy, mortality 
improvement, etc. In regards to par- 
ticipating immediate annuity contracts, 
the effect has been in general of appre- 
ciably reducing dividends at the young 
ages and increasing dividends at the 
high ages. 

x N. Watson, Crown Life, read a 
discussion of N. D. Caimpbell giving a 
review of the extent which Canadian 
company’s premiums and dividends have 
been influenced by recent trends. He 
stated that the trends shown in net 
interest earned is upward while mortal- 
itv improvement has been comparatively 
slight over the past two years. Changing 
factors have not vet been reflected, gen- 
erally, in the dividend scales. Many 
companies are now studying the prob- 
lem of increased costs, especially in con- 


nection with the loading portion in 
dividend formulas for term insurance 
plans. 

F. D. Kineke, Prudential of America, 
pointed out that the improvement in 


interest rate has been felt in his com- 
pany especially under limited payment 
policies for issue ages 30 and under. 
However, this improvement has been 
offset more or less at the middle and 
older ages by rising expenses. 


Group Life Problems 


H. S. Beers, Aetna Life; C. D. Ruth- 
erford, Sun Life of Canada; 2D: -N. 
Warters, Bankers Life Co., and R. A. 
Hohaus, Metropolitan Life, discussed 
the problem of limits of amount on 
Group life insurance. The question was 
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dealt with from the point of view of 
the underwriting policy of the insurer, 
the requirements of the employer and 
the social desirability of permitting 
large amounts. It was felt that the 
amount of insurance should bear a close 
relation to the salary of the employe 
and that the amount should be reduced 
when the employe retires. Mere ar- 
bitrary limitation will not avoid the 
problem of filling the need. 


Sickness and Accident 

S. Hansen, Great West Life, and C. E. 
Probst, Connecticut General, reviewed 
the difficulties inherent in covering re- 
tired employes for sickness and acci- 
dent. The experience is likely to be 
heavier and the administration is com- 
plicated by the change of residence of 
the persons concerned, claims tend to be 
larger because of the longer period of 
treatment and it may be desirable to 
limit the benefits to one maximum 
claim. M. D. Miller, Equitable, pointed 
out that there are some offsetting fea- 
tures in that retired personnel normally 
have fewer dependents and the ma- 
ternity risk is comparatively small. 

R. L. Jex, Great West Life; H. E. 
Dow, Prudential of America; ORES OF 
Probst and M. D. Miller agreed that 
the trend of sickness and _ accident 
claims had been upward in the last few 


years. The increase varies with the 
benefit involved from 6% to 25%. H. S. 
Beers felt that the reason in part is 
the gradual liberalization of policy 
forms. 
New Papers Presented 

New papers presented were as _ fol- 

lows: A Retirement System Granting 


Unit Annuities and Investing in Equities 
by Robert M. Duncan. The paper. de- 
scribes the main feature of the College 
Retirement Equities Fund, formed by 
Teachers Insurance and Annuity Asso- 
ciation in order to provide retirement 
benefits which vary principally in ac- 
cordance with the investment experi- 


ence of a common stock and other 
equity type investment portfolio, thus 
providing the pensioner with some 


measure of compensation for his ever 
changing cost of living. 

Group Annuity Mortality by R. M. 
Peterson presents a new mortality table 
which he considers representative of 
current group mortality, and modifica- 
tion of this table to provide for future 
anticipated decreases in mortality. Com- 
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adequacy on various assumptions, and 
the use of projected mortality is com- 
pared with the use of an ultra-con- 
servative interest rate. 

A Method of Calculating Group Term 
Dividends by R. E. Larson, University 
of Wisconsin. The method, which is 
essentially a fund method, was designed 
to meet a number of broad objectives, 
including the charging of excess claims 
among all groups. 

Some Practical Aspects of the Cal- 
culation of Employer Contributions Un- 
der Group Annuities of the Deposit 
Administration Type by R. F. House- 
man, Massachusetts Mutual. This paper 
outlines some of the basic problems 
encountered in devising an office pro- 
cedure for the preparation of cost esti- 
mates and in the determination of 
amounts to be paid to the insurance 
company to meet the accruing liabilities 
under deposit administration group an- 
nuity plans. As background material it 
contains a brief description of the 
operation of a deposit administration 
group annuity plan and describes sev- 
eral types of formulas used to deter- 
mine the amount of pension benefits. 


Arranges $600,000 Loan 


The McBee Company has arranged 
with two institutional investors for loans 
totaling $600,000 to finance additions and 
improvements to its main plant in 
Athens, Ohio, and to provide addi- 
tional working capital. 

The company has issued a $360,000 
fifteen-year 444% note to Mutual Life 
of New York, and $240,000 of one-to- 
six-year 334% serial notes to the New 
York Trust. These loans are in addition 
to a $1,000,000 financing which the Mc- 
Bee Company arranged with the same 
lenders in November, 1950. 

The McBee Company, in business 
since 1906, manufactures and markets 
special office equipment and machines 
and specialized printed products. In ad- 
dition to its Ohio facilities, the com- 
pany has manufacturing space in St. 
Louis and Los Angeles and sales offices 
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Prudential’s Chicago 
H. O. Building Plans 


START FOUNDATION IN AUGUST 





41-Story Structure to Cost $35,000,000 
Will Rise Over Railroad Tracks 
on Chicago’s Lake Front 





Construction of the Mid-America 
home office in Chicago of The Pruden- 
tial will get underway in the near future 
as the result of action by the Construc- 
tion Controls Division of the National 
Production Authority in Washington 
approving commencement of the work, 
Carrol M. Shanks, Prudential’s president 
said. 

Plans and specifications for the nec- 





Architect’s drawing of the projected 
Mid-America Home Office of The Pru- 
dential in Chicago. Work on the build- 
ing, to be erected above the Randolph 
Street Suburban Station of the Illinois 
Central Railroad tracks on the lake 
front in downtown Chicago, is expected 
to be under way in August. 


essary caissons and foundations are 
fully completed and will be offered for 
bids shortly, Mr. Shanks said. The new 
Prudential headquarters, a 41-story 600- 
foot high building, will be built over 
the existing Illinois Central Railway 
suburban station and the adjacent 
freight tracks. As a result, the first step 
in the construction will involve rear- 
ranging the railroad tracks and sinking 
the caissons, each extending over 100 
feet to bedrock, on which the building 
as well as adjacent viaducts will rest. 

It will require some nine to twelve 
months to complete the foundations, 
which it is hoped will be started early 
in August, Mr. Shanks said. Although 
it is not yet possible definitely to sched- 
ule subsequent steps in the program, L. 
J. Sheridan & Co., rental agents for the 
building, are now negotiating leases for 
early 1955 occupancy. 

The Prudential will occupy approxi- 
mately 30% of the total million square 
feet of rentable floor space. It will use 
the lower floors which are being spe- 
cially designed to meet its needs. Among 
the features are inter-floor communica- 
tion by means of escalators as well as 
elevators and a mail distribution system. 

The ground floor will contain an audi- 
torium with a capacity of 1,000 persons, 
a restaurant and miscellaneous stores. 
Direct access will be provided to a 500- 
600 car garage at the rear of the build- 
ing and to the Illinois Central and South 
Shore Railroad trains. It will be the 
second tallest building in Chicago and 
the anticipated cost will be $35,000,000. 


Mrs. Breen Reelected 


_ Mrs. Eugene L. Breen, whose husband 
IS _an executive of the Aetna Life 
Affiliated companies’ New York office, 
has been reelected president of the 
Women’s University Club of New York. 


SOBEL AGENCY SETS RECORD 

The M. Milton Sobel Agency of Phila- 
delphia established a new Manhattan 
Life record in its initial year. During 
the Sobel Agency’s first contract year 
it submitted $2,524,000 of paid for busi- 
ness. 

In its first twelve months the Sobel 
Agency also led all the company’s agen- 
cies less than three years old in paid 
volume for that period. Among all Man- 
hattan Life agencies, for the first four 
months of 1952, the Sobel Agency stood 
fourth in paid volume and seventh in 
paid premiums. 


To Discuss Electronic Devices 

The Society of Actuaries at a meeting 
to be held on September 25 at. Hotel 
Commodore in New York will have for 
its theme the presentation to life insur- 
ance company executives of the broad 
aspects of the development of the new 
electronic computing devices, 





ADMINISTRATIVE ASSISTANT 

James B. Goodson has been named 
administrative assistant in the Southland 
Life’s executive department, John W. 
Carpenter, president announced. 


MANAGERIAL CHANGES 

Newark, N. J.—Changes in manager- 
ship, involving several of its New York 
District Offices, have been announced 
by The Prudential. Thomas Mannello, 
who has headed its district office #9, 
assumes charge of district office #12. 

Mr. Mannello succeeds Charles Min- 
ervini who takes over managership of 
district office #15. This office has been 
headed by David J. King who has trans- 
ferred to the company’s Bridgeport, 
Conn. district. . 














For liberal settlement options 
in business insurance cases 


MASSACHUSETTS MUTUAL 





Flexible settlement options for the 
benefit of either the corporation (or 
partnership) or the individual’s 
family are available in Massachu- 
setts Mutual contracts written as 


Business Insurance. 














Galea Cypodl 





Stock owner (or partner) can protect own 
family by substituting income from life insur- 
ance for income from business. 


Sowice Cypull 





You can carry out programming job with flex- 
ible options in Business Insurance contracts to 


meet varied individual needs. 


_JMavsachasels |Matuab 1+: INSURANCE COMPANY 


SPRINGFIELD MASSACHUSETTS 


@ ORGANIZED 1851 


Now in our second century of service 


NS ee RRO eS TNS 

















Page 22 





SEPP RATA OD AITO RE 








June 13, 1952 











Weghorn Agency Opens 
Life Insurance Dept. 


NAMED BY CANADA LIFE IN N. Y. 





Prominent Fire-Marine Office Here Ex- 
panding Its Facilities for Brokers; 
H. K. Hotarek Life Mer. 





John C. Weghorn Agency, Inc., one 
of New York City’s leading fire, allied 
lines and entered the 


marine agencies, 


life insurance business on June 1 and 
appointed 


Life of 


agent of 
This ex- 
Weg- 

providing 
1,500—with 
insur- 


has been general 
Toronto. 


with the 


the Canada 


pansion move is in line 


horn Agency’s program of 
its brokers— 
added facilities in the 
ance field for the benefit of their clients. 
this 


-numbering over 


personal 
In making the announcement 
week of entry into the life 
field John C. Weghorn, president of the 
agency, said: “We are entering this field 
a time when 


insurance 


under favorable auspices at 


the trend among general insurance 


offices is in the direction of adding life 
and A. & H. Our 
Canada Life, has a long and honorable 
record of performance over the past 105 
years. Modern in its thinking the com- 
pany’s policies are attuned to the times 
and attractive from the public’s view- 
point. 

Henry Kk. Hotarek, now 
Rathbone & Son, Inc., New York, will 
join the Weghorn Agency on June 16 as 
manager of the newly created life de- 
partment. He will be assisted by Mrs 
Helen L. Keyser, who is resigning her 
post with Flynn, Harrison & Conroy, 
New York, to make the new connection. 
Under Mr. Hotarek’s management the 
will specialize in bro- 


facilities. company, 


with R. C. 


new department 
kerage business. 

His insurance career began with the 
Canada Life following World War II 
service as an Army reread sergeant in 


After completing the home 
office training course Mr. Hotarek had 
a vear’s experience as a full-time agent 
in New York City. He then joined Con- 
tinental Casualty 7 its metropolitan 
New York office as A. & H. supervisor, 
handling group A. & H. and disability 
benefits business. This brought him into 
contact with plenty of brokers. 

For the past year Mr. Hotarek has 
served R. C. Rathbone & Son, Inc., as 
associate manager of its combined life 
and A. & H. department where he has 
further increased his knowledge of bro- 
kerage requirements. 


Mrs. 
With ten 


life agency 
Bishop Reporting 


the ETO. 


Keyser’s Background 

experience in the 
field and 12 years with the 
Agency, Mrs. Keyser 
is well qualified to assist Mr. Hotarek 
in setting up the new department in 
the Weghorn Agency. Her career 
started with Security Mutual Life in its 
150 Broadway, N. agency following 
which she did secretarial and general 
clerical work with Prosser & Homans, 
Equitable Society managers at 120 
3roadwav. Thereafter she joined the 


years’ 


Bishop Reporting Agency which spe- 
cialized in private investigations and, 
in time, became president of that 


agency. Since the first of this vear she 
has been employed by Flynn, Harrison 
& Conroy in its claims department. 


John C. Weghorn’s Prominence 


John C. Weghorn, who established his 
ugency in April, 1933 and incorporated 
in 1934, is one of the best known figures 
in the fire-marine agency ranks both 
locally and nationally. Next year will 
mark his 35th anniversary in the insur- 
ance business. 

He is a past president of the Associa- 
tion of Local Agents of the City of New 
York, has completed a term as an 
executive committeeman of the New 
York State Association of Insurance 
Agents and as a member of its board of 
directors. He is now on the executive 
committee of the New York Fire In- 





Matar 


JOHN C. WEGHORN 


surance Exchange and of the insurance 
section, New York Board of Trade. 
Mr. Weghorn’s outside interests are 
centered in his home town of Rockville 
Center, Long Island. He has served 
there as a trustee of the First Church 
of Christ Scientist and as president of 


the Rockville Country Club. He is also 
a member of the North West Civic 
Association of Rockville Center. 


Bright Future for Right Man 


A large, nationally known life insurance company has an 
interesting opportunity for a man as supervisor in its Newark, 
N. J., office. Applicant should have a good personal production 
record plus the desire to test his supervisory capacity in a 
bigger job. 


If he makes good in this agency, he will ultimately be given 
his own agency. A bright future is in store for the right man. 
Salary and commission based on personal production. 


Write giving age, education, experience, sales record and 
other pertinent data to Box 2097, The Eastern Underwriter, 
41 Maiden Lane, New York 38, N. Y. All replies strictly con- 


fidential. 
U.S. Life Meets at Pocono Manor 


At the United States 








contained in a specially prepared book- 
meeting at Pocono Manor, Pa. let, copies of which were distributed 
made of new sales to the audience for handy reference. 
group insurance plan Preliminary plans for the 1953 agency 
meeting in Williamsburg, Va., 


Life’s recent 1952 
agency 
announcement was 
plans and a new 


for field men. were also 





One of the fastest growing 
life insurance companies 
in America! 







*One of the reasons why— 


Now your “over-age” clients can 
get Term Insurance —important 

when a partner or stockholder in a 
Business Insurance case is over 55. 


Ask for Postal Life’s Memo #62 on the new 
Special Term. When issued at ages 51-60, the Term 


period is 15 years! 


*For the reasons that will interest YOU most, write- 


Roy A. Foan 


Vice President and Director of Agencies 


POSTAL LIFE INSURANCE COMPANY 
FIFTH AVENUE, NEW YORK 


sii 


Richard Rhodebeck, president, deliv- made known. R. W. Staton, superintend- 
ered the keynote address at the opening ent of agencies, presided. 

business session of the meeting, speak- One full business session chairmaned 

ing on “U. S. Life in 1952.” Facts and by Emanuel Dash, New York City, fea- 

figures pointed up in his address were tured addresses by six field men. Nicho- 

las V. Paone, Buffalo, N. Y., spoke on 

mortgage insurance selling; J. Stanley 


Husid, Trenton, N. J., business insurance 
hints; Samuel R. Kristt, Syracuse, N. Y,, 
direct mail and phone follow-up; Takao 
Yamauchi, Hawaii, planning sales work; 
and Julius Katz, New York, 
in production. 

Home Office Speakers 


In addition, home office personnel ad- 
dressed the group on the following sub- 
jects: estate planning, by Saul Lesser, 
attorney; group sales by Jason E. 
Stoughton, director of group sales and 
the company’s new direct mail 
Edmond F. Karam; and _ the 
company’s present and prospective ordi- 


consistency 


service; 
plan, by 


portfolio, by Robert L. Berg- 
stresser, actuary. A panel discussion on 
underwriting questions was moderated by 
John E. Sheehan, assistant secretary of 
the company. E. J. Moorhead, executive 
vice president, delivered the closing sum- 


nary 


mary. 

Guest speaker, Glenn W. Isgrig, man- 
ager Cincinnati department, Reliance 
Life, gave an address on “Let’s Put on 
a Good Show,” demonstrating the value 
of dramatic sales presentation in selling 
retirement 

Recognition 


income insurance. 


accorded the com- 
pany’s leading agencies at the conven- 
tion banquet through presentation of 
awards to their representatives. Brain- 
ard and Black, Ltd., Hawaii, was the 
top agency in life volume, and sent the 
largest number of qualifiers to the meet- 
ing. Dascit Underwriters, Inc. New 
York City, was also strongly represent- 
ed and the President’s Plaque, awarded 
annually to the company’s outstanding 
agency, was re-presented to Emanuel 
Dash, president. Previously his agency 
had been given the award at a luncheon 
in New York. Chapman-Stapleton, Inc., 
Buffalo, N. Y., sent many qualifiers and 
ranked high in life volume. 

Members of the company’s Ambassa- 
dor Club were also honored. Two agents, 
Takao Yamauchi, Hawaii, and Julius 
Katz, New York City, have qualified for 
the top production group with unin- 
terrupted submission of at least an ap- 
plication a week for over nine years. 


was 
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Ebersol Heads State 
Wisconsin Life Group 

WINDSOR MANAGERS PRESIDENT 

Officers of Two Life Organizations 


Elected at Joint Meetings Held 
in Madison 








Madison, Wis.—Eugene C. Ebersol, 
Lincoln National Life, Milwaukee, was 
elected president of the Wisconsin State 
Association of Life Underwriters at the 
annual business meeting in Madison, 
recently. He succeeds Charles W. Tom- 
linson, Bankers Life of Iowa, Madison. 
Other new officers are E. C. Schroder, 
New York Life, Appleton, administra- 
tive vice president; Willard L. Momsen, 
Northwestern Mutual, Milwaukee, vice 
president; and Carl J. Homann, Mutual 
Trust Life, Madison, secretary-treasurer. 

The Life Managers and General 
Agents Association of Wisconsin also 


held its annual meeting in Madison. 
Jack Windsor, Connecticut General, 
Milwaukee, was namd_ president to 


succeed W. B. Bellack, Lincoln National, 
Neenah, Frank G. McNamara, Old Line 
Life of America, Waukesha, is now vice 
president, and Harold Kasche, Aetna 
Life, Milwaukee, secretary-treasurer. 
Named to the executive committee were 
Frank Horner, Northwestern Mutual, 
and Franklin Van Sant, National Guard- 
ian, both of Madison. 


Sales Congress Speakers 


The State Sales Congress was held at 
the University of Wisconsin, which was 
sponsored by the School of Commerce 
in cooperation with the life associations. 

Speakers were F. H. Elwell, dean ot 
the school of commerce; Carl J. Ho- 
mann, president of the host Madison 
association; A. R. Jacqua, Southern 
Methodist University; Charles C. Cen- 
ter, University of Wisconsin; Ray J. 
Dolwick, general agent of the North- 
western Mutual Life at Cleveland, Ohio; 
William J. Pryor, Milwaukee, state na- 
tional committeeman; James F. Love, 
editor of Research & Review, Indiana- 
polis, and Carl A. Ernst, St. Paul, presi- 
dent of the International Association 
of Accident and Health Underwriters. 
A. Jack Nussbaum, Milwaukee, trustee 
of the National Association of Life Un- 
derwriters, was a guest. 

The concluding feature was an insur- 
ance play in the Memorial Union thea- 
ter by Laflin C. Jones entitled “The 
Education of Richard Roe,” presented 
by a cast of 15 by courtesy of North- 
western Mutual Life. This dramatic 
presentation of the daily work of the life 
underwriter has been shown at several 
national conventions of insurance or- 
ganizations in various parts of the 
country. 


Occidental Appointments 


Appointment of four men to man- 
agerial positions in branch offices of Oc- 
cidental Life of California was an- 
nounced last week by William B. Stan- 
nard, vice president in charge of agen- 
cies. ‘ 

Christian Leivestad, new assistant 
brokerage manager in  Occidental’s 
Seattle, Wash., branch, is a veteran ot 
24 years in the insurance business. He 
was formerly with New York Life as 
supervisor in Seattle. 

Samuel W, Johnston, appointed as- 
sistant manager of Occidental’s new 
branch office in Oakland, Calif., is a 
native of Oakland and a graduate of 
Sacramento Junior College. He entered 
the insurance business with New York 
Life in 1946 and held a membership in 
their top club organization for the past 
two years. 

Lynn V. Halstead, new assistant brok- 
erage manager in Occidental’s Dallas, 
Tex., branch, has been selling life in- 
surance since 1946, and joined Occidental 
in 1949, 

Gene McMurchy, former agent with 
Metropolitan Life, has taken over as a 
second assistant manager in Occidental’s 
Fresno, Calif., branch office. A native of 
Fresno, McMurchy entered the life in- 
surance business in 1950. 


J. T. Langston, K. E. Martin 
Named by Kansas City Life 


James T. Langston, assistant secre- 
tary, Kansas City Life, and personnel 
director since 1946, has been assigned 
to be in charge of all tax matters for 
the company, W. E. Bixby, president, 


announced. 
Responsibilities in connection with 
taxes, tax legislation and all other 


phases of the subject, have become so 
heavy that Mr. Langston’s full time will 
be devoted to the work, Mr. Bixby ex- 
plained. 

Mr. Langston joined Kansas City Life 


in 1934, as a tax attorney and was 
elected assistant secretary in 1948. A 
member of the Missouri Bar Associa- 


tion and Delta Sigma fraternity, he at- 
tended Drury College, Springfield, Mis- 
souri, and received his Bachelor of Laws 
degree from the University of Kansas 
City Law school. He is a native of 
Springfield. 

Before joining K. C. Life, Mr. Langs- 
ton was a _ public school teacher at 
Springfield for one year, a clerk with the 
Frisco railroad, and a deputy collector 
of internal revenue at Kansas City for 
13 years. 

He will be succeeded as personnel di- 
rector by K. E. Martin, who has been 
in the personnel department since last 
fall. Mr. Martin, who went with the 
company 21 years ago, was previously a 
supervisor in the tabulating depart- 
ment. He attended William Jewell Col- 
lege, Liberty, where he was graduated 
with a degree in sociology and history. 


HEADS PRUDENTIAL DISTRICT 

Horace J. Cunningham has been ap- 
pointed head of The Prudential’s West 
Palm each district succeeding Leo G. 
Rapp whose appoitment as manager of 
the Chicago district office No, 17 was 
announced recently. 








seals the sale. 


Pacific 
Maurtuctil) 
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are Pacific Mutual’s complete personal protection plans. 


One reason— ACCIDENT & SICKNESS DISABILITY INCOME 


LIFE INSURANCE COMPANY 
HOME OFFICE=LOS ANGELES, CALIF. 
Doing business through General Agencies 
in 40 states and the District of Columbia 











Sun Life Branch Manager 
M. Nicholas Fox 


branch manager of the new branch office 
which the Sun Life of Canada 
opened at Toledo, Ohio. Mr, Fox joined 
Sun Life early in 1946 as a representa- 
tive in Akron following his graduation 
from Yale University and period of serv- 
ice with the Navy. He gained member- 
ship in Sun Life’s big producer’s club, 
The .Macaulay Club, on two occasions 
and in 1948 was appointed service super- 
visor at Canton, Ohio. Transfer to head 
office as inspector of agencies, Eastern 
U. S. division was announced in 1950. 
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has 
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well-balanced 


... whose financial position is strong 
... Whose geographical market embraces a 
balance of metropolitan, town and rural 


. .. whose policy contracts include all funda- 
mental coverages... 


. whose contributions to its industry have 
been recognized as outstanding 

. whose growth has been steady and uniform 

. . whose size is sufficiently large to assure 

confidence and prestige 


. whose management, nevertheless, has 
never lost the common touch with agent 
and policyholder 


... whose reputation as a friendly company 
has been consistently upheld 


Fidelity is a well-balanced company 


The 


FIDELITY MUTUAL 
LIFE INSURANCE COMPANY 


THE PARKWAY AT FAIRMOUNT AVENUE 
PHILADELPHIA e 


PENNSYLVANIA 





Losing Too Many Good Men 
Cecil North Tells LIAMA 


Savannah, Ga.—One of the great chal- 
lenges to field management, today lies in 
fact that 
failures” are leaving our business, Cecil 
J. North, vice president, Metropolitan, 
told the the 
LIAMA’s Spring Conference for Com- 


the “many good men, not 


concluding session of 


bination Companies at the General Ogle- 
thorpe Hotel. 

“In our own case, 90% of the people 
who left us last year did so voluntarily,” 
Mr. North said. “It is true of the busi- 
ness generally that we 
many good men. We must, gear our man- 
agement so that the career we offer will 
keep the best people in our business.” 

Mr. North pointed out that the caliber 
of agents and managers has been becom- 
ing higher and higher in recent. years. 
There are more college trained men than 
ever before in our field forces, he said, 
and added that it “is our business to 
keep them happy and successful.” 

During the final session, Mr. North 
conducted a symposium that brought 
from the 150 agency management officers 
individual ideas used by companies, He 
called on each company representative to 
discuss some phase of agency manage- 
ment that was of particular interest to 
his company, or to explain a new idea 
his company was using. This brought 
forth one of the most interesting ses- 
sions of the meeting. 

Wilbur Hartshorn, superintendent of 
agencies, Metropolitan, explained the 
new individual accident and_ health 
policy which his company has ready for 
issue. He explained carefully the full 
coverages of the policy, told the audience 
why the Metropolitan was issuing it and 
methods of training the field to mer- 
chandise it. 

The policy provides family coverage 
The premium may be paid annually, 
semi-annually, quarterly or monthly. The 
policy, which provides a wide range of 
benefits, required more than a year to 
develop. 


are losing too 


Joins Oklahoma Department 

Neal Heath, examiner for the 
Insurance Department for 13 years, has 
been named chief examiner of the Okla- 
homa Insurance Department. This is a 
new position created by Donald F. Dic- 
key, Insurance Commissioner. 

Mr. Heath was graduated from the 
University of Texas in 1935 in business 
administration and accounting. He 
served as a bank examiner in Texas for 
two years and general manager of an 
Industrial life insurance company in 
Houston for another two years before 
joining the Texas Department. 


Texas 
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A COMMENDABLE UNDERTAKING 
The Fireman’s Fund Group is to be 
launching its series of 
designed to aid producers in 
effectively combating the current auto- 
mobile liability situation and to point 
out the solution to spiraling premium 


commended on 
projects 


costs. 

Spearheading the drive is a series of 
campaigns in the June, July and August 
“Idea Index,” monthly publica- 
sent to all representatives of the 
Later in the summer the Fire- 
Fund “Record” publish a 
issue devoted to background 


involving auto- 


issues of 
tion 
group. 
man’s 
special 
facts 


will 


figures the 


picture. 


and 
mobile liability 

The purpose of the campaigns will be 
to arm producers with step-by-step 
methods for showing drivers how rates 
are made, why they 
and what individual motorists can do to 
bring automobile insurance costs down. 

It is well known that automobile lia- 
bility insurance is the top problem in 
the business today. Leaders in the cas- 


are so high today 


continue to 
situ- 


business 
fact that the 
at the local 


ualty insurance 


hammer away at the f 
ation can be alleviated only 
level: that the individuals in the commu- 
nities must first give heed to their own 
driving abilities and their own families’ 
driving records and then reach out into 
safe driving 
that the citi- 
give weight 


the community to. teach 
habits. They also know 
zens of the community can 
to a movement to pare 


able jury awards, once the citizens un- 


down unreason- 


derstand how such awards hurt the 
community by fostering inflation and 
increasing insurance rates. 

It was natural, therefore, that in 
undertaking this pubtic service, the 
group should channel it through the lo- 


cal producers. It is highly significant, 


however, that the companies do not 
confine this campaign to their own 
agents, but invite the nation’s 500,000 
independent insurance agents to share 
in it. 

In his message to the independent 
insurance brokers of America, Presi- 
dent James F. Crafts says in part: 


I know you are fully aware that auto- 
mobile insurance is the gravest problem 
facing our industry today. The accident 
rate continues to climb... repair costs 
have skyrocketed . medical expenses 
are up many juries continue to 


hand out the public’s money with little 


regard to facts or consequences. If this 
adverse trend continues, private insur- 
ance will no longer be able to offer 


protection at an acceptable price. The 
consequence may well be the irreplace- 
able loss of an important segment of 
your business to non-agency sources— 
a crippling blow to every independent 
agent and broker in America. 

What can YOU do to help reverse 
this trend? 

Public opinion is the most powerful 
force in our country today. Once 
awakened and unified its possible accom- 
plishments are limitless. That is why 
our individual efforts are required to 
fully inform the public. 


As soon as the nation’s motorists 
realize that today’s climbing insurance 
premiums are the result of their own 
careless driving and unreasonably gen- 
erous jury awards and that they 
alone can bring down these rates . . 
then. and only then, can this dangerous 


trend be reversed. 


Gale F. Johnston, former vice president 
of Metropolitan Life and now president 
of Mercantile Trust of St. Louis, has 
been presented with the Silver Buffalo 
Award by the National Council, Boy 
Scouts of America for “distinguished 
service to boyhood.” Mr. Johnston en- 
tered scouting in 1931 as a member of 
the St. Louis Council and has served 
as its president and vice president. He 
also has been a member of the National 
Executive Board since 1944. He is a 
trustee of Berea College and Boys’ Town 
of Missouri. From 1930 to 1940, he was 
president of the Big Brother Movement 
of St. Louis and since then has been 
its honorary president. He is a senior 
sponsor of the Junior Chamber of Com- 
merce of St. Louis, a director of the 
YMCA and also is active in a number 
of other youth organizations. 


* * * 


T. H. Gooch, vice president in charge 


of agencies, Canada Life, attended the 
annual sales conference held in Glen- 
eagles, Scotland, last week in May. He 
arrived in England on May 17. 
e x. 
Ted Siddall of Hogg, Robinson and 
Co., London, England, brokers at 


Lloyd’s and who have offices in a num- 


ber of cities throughout, the world, has 
returned to England after a visit to 
New York City. 

* * * 


president of West. 
Coast Life, San Francisco, will fly East 
next Sanday morning and visit New 
York City for a few days preparatory 
to a trip he will make abroad. 


Harry J. Stewart, 








CBE. 


GILBERT KINGAN, 


Appearing on Queen Elizabeth’s Birth- 
day Honors list made public last week 
is the name of Gilbert Kingan, United 
States manager of the London & Lanca- 
shire in Hartford. Mr. Kingan has 
been awarded the C.B.E. (Commander 
British Empire.) Born in Liverpool, Mr. 
Kingan has been in the insurance busi- 
ness for 42 years. He came to the 
United States with the London & Lan- 
cashire a quarter of a century ago and 
has been United States manager for 
many years. Mr. and Mrs. Kingan have 
three children, Gilbert, Jr., who is in the 
New York; 


reinsurance business. in 

Doreen, personal secretary to Mrs. 
David Rockefeller of New York, and 
Pamela, who has just completed her 


freshman year at Vassar. Mr. Kingan’s 
older brother, Robert, recently received 
the Order of the British Empire and 
has also been decorated with the Medal 
of Freedom by the United States Army 
for his work in Washington on chemical 
warfare. 
+ = 

E, A. Walter, an agent in New Phila- 
delphia, Ohio, has represented the Hart- 
ford Fire for a half a century. He is 
86 years old. Philip S. Beebe, associate 
manager of Western department of Hart- 
ford, who formerly called on Mr. Walter 
when a special agent, visited him on his 
recent anniversary of Hartford repre- 
sentation, and was accompanied by Brice 
M. Draper, assistant manager of West- 
ern department and George W. Barker, 
special agent. Mr. Walter was presented 
with a pocket watch in commemoration 
of half a century as a Hartford agent. 

e ££ * 

Manuel Glass of the United Life & 
Accident Insurance Co. was elected presi- 
dent of the Hartford Chapter of the 
American Society of Chartered Life 
Underwriters at the annual meeting held 
this month. Other new officers elected 
for the coming year were Glenn B. 
Dorr, vice president, and Clifford L. 
Morse, secretary-treasurer. Mr. Dorr is 
general agent of Northwestern Mutual 
and Mr. Morse is secretary and director 
of agencies of Phoenix Mutual. Retiring 
president of the Hartford Chapter is 
Francis T. Fenn, Jr., general agent, Na- 
tional Life of Vermont. 

* * * 


Mrs. Marion Stevens Eberly, direc- 
tor of the Women’s Division, Institute 
of Life Insurance, New York City, will 
be a featured speaker at the opening 
of the Security Seminar June 19 and 
20, at Colby College by the Women’s 
Legislative Council of Maine. 





Affiliated Photo—Conway 


DANIEL J. REIDY 


Daniel J. Reidy, general counsel, Guar- 
dian Life, received an alumni medal 
on June 5 from the Alumni Federation 
of Columbia University, Inc., for con- 
spicuous alumni service. Presentation 
was made at the Commencement Day 
luncheon at John Jay Hall, Columbia 
University. Mr. Reidy is a member 
of the Class of ’29, 


* * * 


William J. Sieger, vice president and 
superintendent of agencies, Bankers Na- 
tional Life, Montclair, N. J., spoke last 
month at the first national conven- 
tion of the Consumer Credit Insurance 
Association, held at the Homestead, Hot 
Springs, Va. Mr. Sieger is a director 
of this organization which is commons 
of companies writing life and A. & H. 
insurance on personal loans oe install- 
ment debts. 

feo. ae > 

Powell B. ag ey president of Gen- 
eral American Life of St. Louis who is 
also president of the Board of Curators 
of University of Missouri, suddenly 
found himself involved in the epidemic 
of college “panty raids” when Governor 
Forrest Smith of Missouri sent a tele- 
gram to Mr. McHaney as head of the 
university authority calling for discipli- 
nary steps to “restore the good name 
of the university of Missouri” after the 
raids by students on the night of 
May 19. 

~ 2S 

Fred W. Guild, assistant manager of 
the mortgage investment department, 
New York Life, recently read the Honor 
Roll and presented recognition certifi- 
cates and pins at the Annual Volunteer 
Leader Dinner of the New York City 
YMCA. Mr. Guild is a member of the 
Board of Managers of the Uptown and 
Holiday Hills Branches, and of the City 
Board of Directors. He is also President 
of the Board of the New York State 
Training School for Boys. 

ae 

Robert P. White of the Pittsburgh of- 
fice of Travelers has been made an in- 
structor of the company’s home office 
training school. In Pittsburgh he was 
field supervisor of casualty, fidelity and 
surety lines. He joined Travelers in 
Philadelphia in 1950. During World War 
II he was in the Air Force. He is a 
graduate of University of Miami. 

* * 

Rex Magee, former advertising man- 
ager of the Lamar Life, is now ‘d free- 
lance writer in W ashington, D. 
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Revises Reinsurance Book 


Kenneth Ralph Thompson’s book, “Re- 
insurance,” has been completely revised 
and a new edition, the third, is off the 
press. It is published by The Spectator, 
a Chilton publication. The author, a 
partner in Mendes & Mount, famous 
insurance Jawyers and legal representa- 
tives of Lloyd’s of London, has been 
with that law firm for 28 years. The 
book consists of 432 pages and its chap- 
ter headings are these: 

Reinsurance: What It Is—Its Scope 
and Objectives; Value of Reinsurance in 
Business Life; Growth of Reinsurance; 
Facultative Reinsurance; Reinsurance 
Covers; Reinsurance Treaties; Reinsur- 
ance Companies ; Reinsurance Brokers; 
Contract of Reinsurance; Construction 
and Operation; Defenses; Duties and 
Liabilities of Reinsurer to Reassured; 
Rights of Reassured’s Policyholders ; 
Contribution Between Reinsurers; Sub- 
rogation of Reinsurer; Statutory Depos- 
its; Taxation, Non-Admitted Reinsur- 
ance; What Is Transaction of Reinsur- 
ance. Specimen reinsurance contracts 
and treaty agreements are also published 
as are the reinsurance statute laws of 
several states, including New York and 
Pennsylvania. 

A graduate of Columbia University, 
class of ’20, and later of Columbia Law 
School Mr. Thompson received degrees 
of A.B., M.A. and LL.B. from those 
colleges. At Columbia University he ma- 
jored in psychology and economics. At 
law school he majored in international 
law under John Bassett Moore. 

As far back as 1927 Mr. Thompson 
began specializing on aviation insurance 
law and he has digested every case on 
that subject since then. The number of 
decisions in aviation law is vast and the 
bulk of the decisions has naturally come 
in the last half century. He ‘has also had 
considerable work in connection with 
excess insurance, reinsurance and public 
utility law. A considerable amount of 
public utility law grows out of excess 
insurance. He has _ written numerous 
articles on the subject of air law in the 
United States. 

The first edition of Mr. Thompson's 
book on reinsurance was published in 
1942, The second edition came off the 
press seven years later. The third edi- 
tion is the largest in number of pages. 
Some of the reinsurance forms published 
in the new volume have not heretofore 
appeared in a book. 

Some years ago Mr. Thompson played 
a lot of golf. A student of the game 
and of its history he wrote a book, “The 
Mental Side of Golf,” dealing with the 
psychological aspects of the game. Pub- 
lished by Funk & Wagnalls it ran 
through two editions. In the revised one 
Mr. Thompson also discussed the me- 
chanical] side of golf. 

Recently he returned from a trip to 
London where he called on many men 
at Lloyd’s, including Chairman Matthew 
Drysdale and Sir Stanley Aubrey, one 
of the Committee on Lloyd’s. 

Mr, and Mrs. Thompson live in Mon- 








84 William Street Building 


Queries have been received by the 
writer as to whether the purchase of 
United States Life by Continental Cas- 
ualty of Chicago included the building 
of United States Life at 84 William 
Street. It is included in the stock 
purchase. As to total capital outlay in 
the Continental Casualty-U. S. Life 
transaction the figure will not be known 
until June 26, but Continental Casuz alty 
is prepared to purchase all stock at $22 
per share. 

ek Oe 


“Easy Terms” Are Not Easy 


General Motors Acceptance Corpora- 
tion is running full-page ads in news- 
papers and magazines warning buy ers of 
automobiles not to be misled by “easy 
terms,” which experience shows are often 
a very expensive procedure in buying 
a car on time. One of these advertise- 
ments contains the following advice: 

“If you are tempted to buy a car with 
little or nothing down—and take up to 
3 or 4 years to pay—bewé are 

“These are not ‘Easy Terms’ at all. 
They are, in fact, very hard terms in- 
deed. 

“Look at it this way. It costs money 
to borrow money. The more you borrow, 
and the longer you keep it, the more it 
costs you. 

“The cheapest way to buy a car is to 
pay cash outright. ‘That way you have 
nce Meio charges at all 

“The next cheapest way to buy a car 
is to pay as much down as possible and 
the rest as soon as possible. 

“It is true, however, that if you ar- 
range payments that are too high for 
comfort, your car may be a burden in- 
stead of a pleasure. 

“On the other hand, if you pay less 
than you can comfort: bly afford, you 
are paying for financing service you do 
not need. 

“So save your money. Arrange your 
payments to suit your purse. Pay as 
much down as you comfortably can, 
and pay the rest as soon as you com- 
fortably can. 

“That is the safest, soundest course 
for you—and that makes it the best 
thing for our country.” 

Another one of GMAC’s ads reads as 
follows: 

“Don't Pay For Financing You Don‘t 
Need. Beware of the so-called ‘Easy 
Terms.’ The more credit you use, the 
longer time you take to pay, the more 
it costs you. 

“The cheapest way to buy a car is to 
pay cash. Then you have no finance 
costs at all. The next cheapest way is 
to pay as much down as possible ‘and 
the rest as soon as possible. 

“Of course, if you set payments too 
high for comfort, your car is a burden 
instead of a pleasure. But, if you pay 
less than you can well afford, you pay 
for financing you do not need. 

“So, save your money. Pay as much 





trose, Westchester County, New York, 
and they have three children: Nancy, 8; 
Kenneth R., Jr., 6; and Bonny, 4. 


down as you comfortably can, and pay 
the rest as soon as you comfortably can. 
Arrange your payments to suit your 
purse—safely, soundly—with the GMAC 
Thrift-Guard _— 

et. 


IBM Stock 


The transposition of a date in an 
article printed on the Big Bill page of 
The Eastern Underwriter of May 30 
made it appear that the purchase of 100 
shares of stock in International Busi- 
ness Machines, Inc., in 1941, has resulted 
in reaching an astronomical value as of 
today. The date should have been 1914 
instead of 1941 as was printed. The ex- 
act wording of IBM’s statement rela- 
tive to these returns to owners of 1914 
IBM stock is as follows: 

“The purchaser of 100 shares in 1914 
who exercised subsequent rights would 
have paid $6,364 for 153.33 shares which 
today would have grown through stock 
dividends and split-ups to a total of 
2,894.14 shares with a market value of 
$546,992 and would have received cash 
dividends of $153,404, a total of $700,396 
compared with his investment of $6,364, 
Mr. Watson (Thomas J. Watson, Jr., 
president), concluded.” 

* * x 


Sir Arthur S. Rogers Portrait 


The directors of London & Lanca- 
shire have had a portrait painted of Sir 
Arthur Rogers, chairman of the com- 
pany. Artist was James Gunn, R.P. 

The presentation was made following 
a meeting of the board on the afternoon 
of the annual general meeting of the 
company. Among those present were 
Lady Rogers, Mr. and Mrs. Stanley 
Rogers, Sir Arthur’s son and daughter- 
in-law; Mr. and Mrs. C. A. Worthington; 
son-in-law and daughter; the directors 
of the company, the general manager 
and other officials including T. Hart- 
Davies of South Africa, J. E. Rose of 
Vancouver, home branch managers, and 
other company friends. 

Sir Arthur’s association with the Lon- 
don & Lancashire extends over 53 years. 
The portrait will be hung in the chief 
administration offices with those of Sir 
Arthur’s predecessors. 

* * * 


H. H. Putnam at Los Angeles Meet 


Among those who attended the recent 
Los Angeles Insurance Day luncheon at 
3iltmore Hotel, that city, was Henry H. 
Putnam, who retired from the insurance 
field some years ago after a long career 
which included being an insurance e jour- 
nalis t, secretary of National Association 
of Insurance Agents, president of Insur- 
ance Federation of Pennsylvania and 
advertising manager of John Hancock. 
Mr. Putnam founded the Journal of In- 
surance Economics which became The 
Eastern Underwriter. 

Mr. Putnam came out of retirement 
to attend this luncheon in order to hear 
Walter H. Bennett’s talk on “The Im- 
portance of Fundamentals.” Mr. Bennett, 
who is general counsel of National Asso- 
ciation of Insurance Agents, made a 
vigorous statement on possibilities of 
Government control of insurance com- 
panies and their agents. More than 1,000 
agents and brokers were present, repre- 
senting fire, casualty and life insurance 
companies. The conferences held in con- 
nection with Los Angeles Insurance Day 
took place in seven different Biltmore 
conference rooms. Several of these con- 
ferences were attended by Mr. Putnam. 

x 


* * 
All Capital Is Private Industry 


Trends toward socialistic and other de- 
terrents to the present individualistic system 
in business as noted in talks to students of 
colleges and universities made by profes- 
sors, and books giving a slant in favor of 
the welfare state, are arousing writers and 
economists on the other side of the fence. 
One result is a large number of books and 
articles which are appearing taking the side 
of private enterprise. One of the new books 
te “The Return of Adam Smith,” by George 
S. Montgomery, Jr., and published by the 
Caxton Printers, Ltd. of Caldwell, Idaho. 
In reviewing this book Economic Intelli- 
gence says: 

When we prevent prices from doing 





Revises Book 








KENNETH R. THOMPSON 





their job we invariably get into trouble. 

The fallacy of interfering with the 
price mechanism was pointed out by Pro- 
fessor Herrell De Graff of Cornell Uni- 
versity (radio address, April, 1952). 

In the Fall of 1951 we had an unfortu- 
nately small potato harvest. Farmers had 
planted a smaller acreage and weather 
conditions had resulted in a lower yield 
per acre than in the previous year. 

As a result, the price of potatoes began 
to rise. This was logical and proper. At 
a higher price, everyone used potatoes 
more sparingly and carefully. Marginal 
demand was curbed and the price system 
was doing its job. In this manner, the 
short crop could be stretched across the 
winter and early spring until new pota- 
toes could be harvested. 

But last January, potato prices reached 
the minimum level at which price con- 
trol was legal, and OPS immediately set 
ceiling prices on potatoes. This price 
control order, over the last few months, 
has held down the price of potatoes to 
a lower level than undoubtedly would 
have otherwise prevailed. 

As a result, restraints upon consump- 
tion were checked and we have eaten up 
our potato supply faster than we should 
have, and with several weeks still to go 
before the new crop reaches market. 

Table-stock potatoes are almost non- 
existent. The price ceiling that was to 
hold down our cost of living turns out to 
be a fraud—a fraud because we cannot 
buy potatoes. The low cost is meaning- 
less when there is little or nothing to 
buy. 

Seed potatoes were not controlled by 
OPS. Today much of the consumers’ sup- 
ply of potatoes on the market is seed, 
which are selling above OPS ceilings for 
table-stock potatoes. This is one more 
illustration that price controls neither 
hold down the cost of living nor insure 
adequate supplies for consumers 

ee as 


Big Pacific Coast Bonds 


Bressi & Bevanda Construction Co., 
North Hollywood, Calif. has~ been 
awarded a contract _ the director of 
public works of the State of California 
for the construction of Pt miles of high- 
way improvements in San Diego county 
in connection with freeway construction, 
at a price of $2,238,865. Hartford Acci- 
dent & Indemnity has executed the pay- 
ment and performance bond on the work, 

J. A. Jones Contruction Co., Seattle, 
Wash., and Charles H. Tompkins, Wash- 
ington, D. C., — been awarded the 
contract by the U. Bureau of Recla- 
mation, at a price i $29,180,346 for the 
construction of the Palisades Dam & 
Power Plant and relocation of roads at 
7.5 miles from Irwin, Idaho. Aetna Casu- 
alty & Surety will execute the bonds 
on the work. 
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jury awards...and that they alone can bring down these 
rates...then, and only then, can this dangerous trend 


> 
S be reversed. 


In the coming months we are offering to all pro- 
ducers three special issues of Fireman's Fund IDEA 
INDEX. These issues will tell you how you can most 
effectively approach policyholders, newspapers, radio 
stations, service club members, civic leaders, and 
city, county and state officials in a concerted effort 
to educate as many people in your town as possible. 
They will provide material for your local school 
officials on 'teen age driver—education. A special 
edition of our monthly magazine, FIREMAN'S FUND 
} RECORD, will also be devoted to the crisis in auto- 
mobile insurance. 
We believe that with this material, every agent 
and broker will be better prepared to do his part to 


>» 


an important segment of our private enterprise system. 


More than 500,000 agents and brokers, working : 
individually for a collective purpose, can and will Zw 
nd arouse the public opinion so vitally needed to help rt Any, 
us attain our objective of continuing to serve the ii ty, 
ra American people in their best interests. : o 


Sincerely yours, 
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Pp rr 5 $ Fund producers will a 
P 
Or producers not representing companies of our G oup. (Fireman Fund id 
Fi ie 4 
jut 


Fireman's Fund Group, 


omatically receive this material.) 


A 
dvertising Department, 401 California Street, San Francisco 20 
pecial issues of Fireman's | 









wrenreann 





























June 13, 1952 











NFPA Holds Annual 
Meeting in New York 


STEAD HITS HIGH “FIRE TAX” 
Bugbee Says Membership Is at New 
High of 14,000; Vincent Forecasts 
Building Construction Changes 


“In our race to maintain Western su- 
premacy we cannot afford the expensive 
luxury of the ‘fire tax’ which is levied 
against every man, woman and | child 
on the North American continent,” said 
retiring President A. 5; Stead in 
his address which opened the five-day 
annual meeting of the National Fire 
Protection Association in New York 
this week. “Some pay the tax in death, 


others in dollars,” continued Stead, “but 
none of us, regardless of age or inno- 
cence, can escape his share. There is 


leaieniaed here an aggregate waste of 
lives, wealth, time and energy which 
bec omes more disgraceful each year that 
it is permitted to continue. Other coun- 
tries, behind us in most material prog- 
learned the sad lesson fire teaches 


ress, é 
generations ago and have outstripped 
us in many aspects of conservation. 


Their way of life is careful and saving 
—not careless and profligate.” 


NFPA Must Take Leadership 

President Stead, rallying the members 
of the NFPA to meet the challenge of 
fire’s constant threat to this continent’s 
security and economic well-being, 
stressed that with the backing of the 
technical know-how developed by its 
technical committees, the NFPA must 
now take the leadership in educating all 
people with a basic understanding of 
fire prevention. 

Charles F. DeMey, vice president of 
a Columbia Gas System Service Corp., 

New York City, told a meeting of the 
NFPA Fire Marshals’ Section that more 
than fifteen hundred key personnel of 
his company have been trained in spe- 
cial fire fighting schools. He said that 
fire fighting drills are conducted pe- 
riodically to acquaint employes with pro- 
cedures to follow and location of equip- 
ment. 

Charging that the most serious traffic 
problem confronting the nation today in 
the transportation of explosives is the 
inadequate width of main highways, R. 


Granville Curry, American Automobile 
Association, Washington, D. C., reported 
that 71% of primary rural state high- 
ways are less than 22 feet in width. 


Curry said: “The width of the ordinary 
truck-trailer combination is substantially 
eight feet. Thus when two trucks each 
eight feet wide are passing on an 18 foot 
highway, each truck has only one foot 
of clearance in each lane. If a truck 
carrying explosives should collide with 
an oncoming truck, or perhaps a school 
bus, particularly under adverse weather 
conditions or faulty lights, the disastrous 
results are not difficult to imagine.” 

General Manager Percy Bugbee re- 
ported that NFPA membership stood at 
an all-time high of 14,000 members. He 
said that 1,854 new members were added 
in the past 12 months and that these 
new members came from every state, 
every Canadian province and from 30 
other countries. 

Vincent on Building Changes 

Around the clock preventive and pro- 
tective programs must. be provided for 
our growing reserves of raw materials 
and finished products, and for our criti- 
cal industrial facilities upon which rests 
the success of our peace and war pro- 
gram, declared L. A. Vincent, general 
manager 
Underwriters, New 
annual meeting of 
Protection 


of the National Board of Fire 
York, at the 
the National 
Association. Mr. 


56th 
Fire 
Vincent 


forecasts great changes in building con- 


struction. He foresaw the disappearance 
of the chimney when heating by elec- 
tricity eliminates the need for furnaces 
and chimneys. He predicted that build- 
ings of the future will be larger with 
more light weight metals and said that 
plastic sheeting will probably replace 
glass windows and have widespread _ use 
as awnings. In fire protection he fore- 
cast more efficient use of water in fire 
extinguishment and improvements in 
optical automatic detection of fire. 


Ahern Heads Engineers 

John J. Ahern, director, Department 
of Fire Protection and Safety Engineer- 
ing, Illinois Institute of Technology, 
Chicago, Ill., was elected president of 
the Society of Fire Protection Engi- 
neers at the annual meeting on June 12, 
at the Hotel Statler in New York. Other 
officers elected at this meeting were 
first vice president, John A. Neale, chief 
engineer, National Board of Fire Un- 
derwriters, New York City; second vice 


president, Elmer F. Reske, manager, 
Cook County Inspection Bureau, Chi- 
cago, and secretary and _ treasurer, 


Robert S. Moulton, 
NFPA, Boston. 

J. Hargrave, chairman of the board 
of the Eastman Kodak Co., Rochester, 
N. Y., is the new chairman of the spon- 
sors committee of the National Fire Pro- 
tection Association, it is announced by 
Percy Bugbee, general manager. 


technical secretary, 


Fire Foto Winners 
Albert Moldvay, Denver Post Photog- 
rapher, won first prize of $250 in the 
second Fire Foto of the Year Contest 
sponsored by the National Press 
Photographers Association and the Na- 


tional Fire Protection Association, 
Percy Bugbee, general manager, an- 
nounced. Second prize of $75 went to 


Photographer Florian Klasinski, Stevens 
Point (Wis.) Daily Journal, and $50 
third prize was taken by J. A. Geladas, 
managing editor of the Worthington 
(Minn.) Daily Globe. Honorable men- 
tions went to the following photogra- 
phers: Arthur B. Rickerby, Acme News- 
pictures: Charles T. Higgins, Philadel- 
phia (Pa.) Evening Bulletin; Helen 
Brush, Los Angeles (Calif.) Daily News; 
Arthur Ellis, Washington (D. C.) Post; 
and Bill Peery, Rocky Mt. (Colo.) News. 

Half of a reporter-writer team flown 
in from Denver, Moldvay worked cease- 
lessly day and night covering the 1951 
devastating Kansas- Missouri floods. 
During this three-day mission with John 
Snyder, Denver Post reporter, Moldvay 
caught the prize-winning shot, “Fire 
and Flood,” at the disastrous million- 
“apg Kansas City lumber yard fire of 
uly 





W. Frank Gardner, general manager 

of the Prudential Assurance of London, 
and one of Great Britain’s top insurance 
executives, was in New York last week 
visiting the United States affiliate, the 
Prudential Insurance Co. of Great Brit- 
ain with headquarters at 90 John Street. 
Mr. Gardner and Mrs. Gardner arrived 
in New York on the Queen Elizabeth 
and left last Sunday for San Francisco. 
They are flying to New Zealand and 
Australia where Mr. Gardner will visit 
offices of the Prudential, after which 
they will continue by ship around the 
world, reaching England in the early 
fall. 
Nir. Gardner finds business increasing 
in Great Britain as well as in the United 
States and other parts of the world. 
How much this is due to better sales 
efforts and how much to inflation is not 
fully known but he feels that both 
factors are important in the results. 


Reinsurance Business 


The Prudential of Great Britain here 
in New York transacts a reinsurance 
ag ier of fire and allied lines in the 
UR . Its president is J. A. Munro, 
and ae members of its executive com- 
mittee are, in addition to Mr. Munro, 
Thatcher M. Brown and F. H. Kings- 
bury, Jr., partners of Brown Brothers 
Harriman & Co.; W. Randolph Burgess, 
chairman of the’ executive committee of 
the National City Bank of New York, 
and John C. Traphagen, chairman of 
the board of The Bank of New York. 

While here, Mr. Gardner was guest of 
honor at luncheons given by the Metro- 
politan Life, Prudential in Newark, and 
by Mr. Brown, chairman of the execu- 
tive committee and of the board of the 
Prudential Insurance Co. of Great 
Britain. 

The Prudential Assurance is said to 
be the largest insurance company in the 
British Empire and one of the leading 
insurance companies in the world. It 
celebrated its centenary in 1948. The 
Prudential does business in many parts 
of the world. 

Mr. Gardner is a Fellow of the Insti- 
tute of Actuaries. He is particularly in- 
terested in the Institute and has con- 
tributed much to it over the years. He 
has written papers on actuarial subjects 
for its journal and has been honorary 





99 CENT HOME DIVIDEND 

Harold V. Smith, president of the 
Home, announced that the directors 
declared a dividend of 90 cents a share 
on the common stock, payable August 1 


to stockholders of record July 1. This 
dividend is at the same rate that the 
company has paid semi-annually since 


February 1, 1951. 


Prudential of London General Megr., 
On World Tour, Visits U.S. Affiliate 
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W. FRANK GARDNER 


secretary, vice president, and is now 
president. 

Mr. Gardner joined the Prudential in 
1919. He became assistant actuary in 
1939, four years later becoming joint 
actuary, and in 1945 was appointed ac- 
tuary. He became general manager in 
1950. During his years with the Pruden- 
tial, Mr. Gardner has been closely asso- 
ciated with the development of the com- 
pany’s business abroad. 

3efore the war he spent considerable 
time on the continent, studying insur- 
ance conditions in European countries. 
Further to extend his knowledge of the 
company’s business abroad, he visited the 
United States and Canada in 1946, and 
South Africa, Rhodesia, and Egypt in 
1947, 


HOME CHANGES IN EAST 


Mersinger State Agent at Buffalo; 
Lenhert State Agent at Trenton; 
Van Brunt Goes to Syracuse 


The Home Insurance Co. announces 
the following changes in its eastern 
field office staff, effective immediately: 


Fred P. Mersinger has been promoted 
to state agent and is transferred from 
Syracuse, N. Y., to the Buffalo office 
of the Home; William H. Lenhert has 
been promoted to state agent in charge 
of the Home’s operations in its Trenton, 
N. J., service office; Special Agent John 
W. Van Brunt has been transferred 
from the Newark to the Syracuse office 
succeeding Mr. Mersinger and Special 
Agent John H. Campbell has been as- 
signed Mr. Van Brunt’s duties at the 
company’s Newark office. 

Mr. Mersinger became affiliated with 
the Home in July, 1926, serving in vari- 
ous capacities at its head office. Later 
transferred to the Long Island field 
office of the company, Mr. Mersinger 
served there until 1941 when he was 
transferred to the Syracuse office as a 
special agent. Mr. Lenhert was employed 
by the company in May, 1942, as a 
special agent in its Trenton office and 
in November of the same year was made 
assistant manager of the Home Indem- 
nity’s Trenton office. 

Mr. Van Brunt, who had _ previously 
served as an inspector with Vlachos & 
Co., joined the Home in October, 1947, 
as a special agent in the Newark office. 
Mr. Campbell was employed in April, 
1941, as an engineer in the Newark 
office after serving with the Schedule 
Rating Office of New Jersey. He was 
appointed a special agent of the com- 
pany in 1946 
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Bruno C. Vitt— 


Began Insurance Career as $40 a Month Mail Clerk; Came to Head Office 


of American after Successful Career with Dixie Fire Which was Bought by 


American; Strong Advocate of Multiple Line Activities. 


Bruno C. Vitt, who after a successful 
career in the southern fire insurance 
field, came to American Insurance Co.’s 
home office in Newark, N. J., in 1939, 
and was elected chief officer of the en- 
tire American Insurance Group in July, 
1950, firmly believes that the growth of 
property and casualty insurance must 
keep pace with the business expansion 
of the nation. In his view the only way 
a company can succeed in this aim is 
to meet all the insurance needs of the 
public by developing multiple line facili- 
ties on a planned and practical basis. 

Mr. Vitt contends that all obstacles to 
fire-casualty coordination can be _ re- 
moved, and he practices this contention 
in conducting the affairs of the Ameri- 
can Group, which now comprises: two 
companies—the American Insurance Co. 
and Bankers Indemnity. On December 
31, 1951, the Group’s admitted assets 
were $139,922,911, policyholders surplus 
being $46,932,500. 

“To become an _ over-all insurance 
man,’ Mr. Vitt comments, “an execu- 
tive must intelligently allocate his time 
and concentrate where it counts most.” 

With regard to newcomers in the in- 
surance business Mr. Vitt believes they 
must be educated in all the fire and 
casualty lines. The Advanced Multiple 
Line Training Class of the American 
is, therefore, patterned on that basis. 
Graduates may become specialists later, 
after the groundwork of fundamental 
Multiple Line education has been laid. 


Brought Up in Georgia 


Born in Carrara, Italy, Mr. Vitt was 
brought to the United States when six 
months old. His father was a mining 
engineer who had worked in the famous 
Carrara marble industry. After arriving 
in the United States Mr. Vitt’s family 
settled in Nelson, in the North Georgia 
mountains, at the southern terminus of 
the Blue Ridge chain. There his father 
joined the famous Tate Marble concern 
which later became the Georgia Marble 
Co. When the elder Vitt’s health failed 
in this locality he moved with his family 
to Columbus, Ga., and continued in the 
marble business. Even then Columbus 
was a considerable industrial and tex- 
tile center. 

Bruno completed grade school in Co- 
lumbus and during his second year in 
high school his father died. Leaving 
school Bruno took a job as a shipping 
clerk for the Britt-Carson Shoe Co. 
After a year with that concern, he 
transferred to the Gilbert Printing Co. 
where he began an apprenticeship in 
the printing business. Among the con- 
cern’s clients was the Georgia Home In- 
surance Co. 

Young Vitt’s duties at the print shop 
in Columbus included personal delivery 
of the Georgia Home blotters, letter- 
heads and other supplies when there 
was a rush demand by the insurance 
company for these items. During his 
visits to the Georgia Home he made 
friends with the people there. They 
were impressed by his inquiring mind, 
evidenced by the number of questions 
he asked about fire insurance operations. 
They regarded him as a kid who wanted 
to get to the bottom of things. 

“He took more interest in the home 
office mechanical operations than any 
other visitor to the company,” said a 


By CLarENcE AXMAN 


former Georgia Home man to the 
writer. 
Joins Georgia Home 

Young Vitt was fortunate in his em- 
ployer, as Mr. Gilbert was never too 
busy to guide him in his work. Finally, 
after Vitt had been with the organiza- 
tion two years, Gilbert asked him if he 
liked his work well enough to make 
printing his career. Vitt frankly told 
him: “Everything is pleasant here, but 
I don’t think I will make it my life’s 
work.” 

Mr. Gilbert then asked: “How do you 
think you would like the insurance busi- 
ness?” 

“I think I would like it fine,” young 
Vitt replied. 

_Mr. Gilbert then arranged an inter- 
view between his friend, Dana Black- 
mer, of the Georgia Home, and young 
Vitt. As Mr. Blackmer had noticed the 
interest the boy was taking in the Geor- 
gia Home affairs he was pleased to 
grant the interview. He offered Vitt 
the job of mail clerk at $40 per month. 
Vitt accepted and thus began his insur- 
ance career. His new work included 
helping an older employe who had 
charge of supplies. When the latter left 
the company, Vitt suggested that he 
could handle both jobs. He was given 
the assignment and with it a $20 per 
month raise. 

Enters Employ of Dixie Fire 

Young Vitt became interested in the 
rate desk where daily reports were 
checked and he was assigned to that 
post. When the rating work diminished, 
because of the advent of stamping 
offices, Vitt took on a map detail as as- 
sistant to one of the underwriters. 

Not long afterward the company be- 
gan to restrict its operations and young 
Vitt became concerned. He told Mr. 
Blackmer that, in view of the company’s 
curtailed functions and the large num- 
ber of employes ahead of him in point 


of service, he feared opportunity for 
advancement was lacking. Mr. Black- 
mer agreed and offered to inquire 
among business acquaintances in At- 
lanta in an effort to locate the young 
man there. 

Following his return from a_subse- 
quent trip to Atlanta, Mr. Blackmer told 
him that he had spoken with Harry R. 
Bush, then president of the Dixie Fire 
of Greensboro, N. C. Mr. Bush was 
interested in finding a bright young 
fellow to fill a map clerk job. Mr. 
Blackmer suggested, if Mr. Vitt were 
interested, that he write directly to Mr. 
Bush. This he promptly did and a reply 
came offering him a job at $80 per 
month. Vitt countered by informing 
Mr. Bush that he would accept the 
position if the compensation were raised 
to $1,000 per year, a difference in pay 
which added up to $3.33 per month. Ad- 
miring the young man’s profit motive 
Bush called it a deal. Vitt assumed his 
new duties with the Dixie in May, 1917. 

First Contact With American 
of Newark 

At this time, in addition to running 
the Dixie, Mr. Bush was conducting a 
general agency under the name of 
Harry R. Bush, manager. Companies 
represented in this general agency were 
Yorkshire, Caledonian and American of 
Newark. Thus, young Vitt was intro- 
duced to the company which he was 
later to head. He recalls today, that 
one of his first jobs with the Dixie was 
to spread on the map American Insur- 
ance Co.’s daily reports of Virginia 
business. 

Vitt became a special agent in 1919 
in Virginia. In 1921 he was assigned 
as special agent for states of Georgia 
and Florida, with headquarters in At- 
lanta. His excellent record in the field 
led to his recall to Greensboro in 1922 
as superintendent of agencies for the 
Dixie. 
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BRUNO C. VITT 


In August, 1929, the American Insur- 
ance Co. purchased the Dixie Fire, and 
one year later Vitt was promoted to 
secretary of the Dixie, a_ significant 
move, because it was his first promotion 
under the new management represented 
by the American. 

Harry R. Bush died in April, 1934, and 
the following month Vitt was elected 
vice president and a director of the 
Dixie, and assumed the duties of mana- 
ger of the Greensboro office. 

Becomes Vice President of American 

In December of 1938 Vitt was elected 
a vice president of the American and 
the Columbia Fire Insurance Co. At 
the same time, Paul B. Sommers, then 
president of the American, requested 
him to come to Newark. The general 
agency operation had been discontinued 
during this year. 

After several months spent in ar- 
ranging the affairs of the Greensboro 
office, in connection with its change in 
status from a full departmental office to 
a service office, Vitt arrived in Newark 
in February, 1939. 

Among his contemporaries who came 
to Newark during this transition period 
were John P. Young, Jr., now vice 
president in charge of field operations, 
W. P. D. Bush, now vice president and 
head of fire underwriting, and Richard 
G. Guthrie, vice president and comp- 
troller. W. P. D. Bush was son of 
Harry R. Bush. 

Began Integrating Group’s Activities 

In his new post at Newark, Vitt con- 
tinued to supervise the activities of the 
Greensboro office. His first new major 
assignment was to appraise the organ- 
ization’s field force and to study the 
internal systems and procedures of the 
entire American Insurance Group. At 
that time the Group included the parent, 
American, the Columbia (dissolved in 
1951) the Dixie (dissolved in 1948), and 
Bankers Indemnity Insurance Co. 

Vitt went immediately to the heart of 
the Group’s problem: integrating the 

(Continued on Page 30) 
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Insurance Accountants 
Conference Program 


AT SKY TOP, PA. IN OCTOBER 


man; 
Among Featured Speakers 

The thirteenth annual conference ot 
the Insurance Accountants Association 
will be held at Sky Top Lodge, Sky Top, 
Pa., October 22-24. Program Chairman 
P. J. Synor, secretary of the North 
British Group, has lined up the program. 
Among featured speakers will be Ed- 
ward J. Reilly, chief, audits division, 
New York Insurance Department, who 
will speak on “Problems in the Audit of 
Company Statutory Statements.” He 
will be followed on the opening morning 
R. Miller, insurance mana- 


Marwick, Mitchell & Co., 


session by E. 
ger of Peat, 
es. : 

Thursday morning session will fea- 
ture a forum on reinsurance, consisting 
of John W. Lamble, president of the 
North Star Reinsurance; Stanley H. 
Carpen, vice president of the Metropoli- 
tan Fire; Howard Shadwell, vice presi- 


dent of Holborn Agency Corp.; A. G. 
Machold, treasurer of American Re- 
serve; and Wm. F. Delaney, Jr., New 


York manager of Fairfield & Ellis. 
Forum on Electronics 

There will also be a forum on “Elec- 
tronics” during which a report will be 
given on the results of the electronics 
projects conducted in the offices of the 
North British & Mercantile, and the 
Insurance Company of North America. 

Thursday afternoon sessions will be 


on “Multiple Line Policies and_ their 
effect on the Accountant,” by Roy Mc- 
Cullough of the Multiple Peril Insur- 


ance Rating Organization. “Federal Tax 
Developments,” by Malcolm Johnson of 
Everett & Johnson. “Preparing Federal 
Income and Excess Profits Tax Re- 
ports,” by D. B. Cromie, assistant comp- 
troller of the Royal-Liverpool Group. 

On Friday, Guy Fergason, counselor 
on personnel, will talk on “Hiring, Train- 
ing and Supervising Personnel.” Dud- 
ley Pruitt, actuary, General Accident, 
will explain the “Law of Large Numbers 
in the Fire Insurance Business and 
Credibility of Statistics Used.” 

G. R. Ladner, controller of the Se- 
curity Group of New Haven, will moni- 
tor a forum on uniform accounting. A 
business show will be held in connec- 
tion with the conference, at which about 
28 nationally known companies will ex- 
hibit their products. 


National Union Group to 
Move New Jersey Office 


The National Union Fire will move 
later from present headquarters in 
Newark at 31 Clinton Street to a one- 
story brick colonial building at 53 South 
Harrison Street, East Orange, N. J. The 
companies in the National Union Group 
will occupy the new quarters when they 
are completed. Walter W. Wallin is 
manager of the office. 


Wheelock, Retiring Manager 
In Maryland, Is Honored 


Carl W. Wheelock, retiring manager 
of the Maryland Fire Underwriters 
Rating Bureau, was guest of honor at 
a dinner held at the Merchants Club 
in Baltimore. Approximately 100 persons 
attended. 

*. John Barclay, chairman of the 
board of governors of the bureau, was 
toastmaster and guests included Arthur 
Muhly, representing the Maryland State 
Insurance Department, executives of fire 
insurance companies and employes of 
the rating bureau. 

Harry F. Ogden, executive vice presi- 
dent of United States Fidelity & Guar- 
anty, presented a chess set to Mr. 
Wheelock on behalf of the board of 
governors of the bureau. R. W. Neal, 
manager of the bureau, presented a 
traveling bag as a gift of the employes. 


Bruno (. Vitt 


(Continued from Page 29) 


mechanical functions of the companies. 
His basic recommendations made in a 
written report were prophetic of most 
of the important subsequent steps taken 
in the Group multiple line integration 
which today is virtually completed un- 
der his leadership. 

President of American; Chairman of 

Bankers Indemnity 

In April, 1946, Vitt was named a di- 
rector of the American, and also di- 
rector, vice president and member of the 
executive committee of Bankers Indem- 
nity Insurance Co. He became presi- 
dent of the American and chairman of 
the board of Bankers Indemnity in 1950. 

Vitt’s singleness of purpose is strik- 
ing. He sets a goal and holds to it with 
unwavering devotion or, as he would be 
more inclined to say, “plain stubborn- 
ness.” 

This admirable trait of consistency is 
demonstrated in his addresses and writ- 
ings over the years. Although, in his 
own words, he “cringes from oratory,” 
there runs through Vitt’s public expres- 
sions a thread of logic which in effect 
summarizes his managerial philosophy. 

Typical excerpts from his speeches are 
illuminating: 

“By all odds the most prominent de- 





velopment of recent years is multiple 
line underwriting. I am an enthusiastic 
proponent of multiple line operation. It 
is the only way in which we can effec- 
tively follow through on the gospel we 
have been preaching to producers for 
years: sell complete accounts of insur- 
ance without gaps in coverage. 

“Having urged our producers to give 
professional service, it is up to us to 
solve the age-old vexation of insurance 
programs: duplication of coverage, mul- 
tiplicity of policies , loopholes in protec- 
tion, incomplete forms which do not go 
far enough in scope. 

“The multiple line producer will need, 
and we must provide, broad _ policies, 
uniformly rated and applicable to wide 
cross sections of the public.” 

Vitt’s views might aptly be described 
as realistic idealism, A perfect example 
of this attitude was provided in one of 
his more recent utterances. 

“In attempting to realize our multiple 
line aims there is a definite danger that 
the over zealous in our industry may 
tend to focus exclusively on the antici- 
pated benefits of the future while ignor- 
ing the very real problems of the 
present. 

“In my judgment it will be calamitous 
if insurance buyers—large and small— 
are led to expect ideal coverages at ideal 
rates (usually meaning lower ones) as 
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an immediate result of multiple line op- 
erations.” 

If the outstanding characteristic of 
this man had to be summed up in one 
descriptive phrase, the only possible 
choice would be “hardheadedness plus 
broad tolerance and unlimited patience.” 


Business Must Be Conducted at a Profit 


His basic rule in guiding the destinies 
of a large organization is simply ex- 
pressed in his own words. 

“Each of us is employed by his indi- 
vidual organization to provide manage- 
ment which will produce a profitable re- 
sult. 

“Profitable to whom? First to our im- 
mediate public of stockholders who col- 
lect dividends on their investment; to 
our employes, from office boy to presi- 
dent, who receive wages; to our pro- 
ducers, who earn commissions. 

“Second—our operations are profit- 
able to a slightly more remote public: 
the commercial and industrial organiza- 
tions whose enterprises are bolstered by 
the vast collective investment portfolios 
of our companies. 

“Third—the general public profits by 
the improved safety standards resulting 
directly from the strict and sound un- 
derwriting practices of our business. 

“Finally, government—national | state 
and local—profits from our activities 
through taxation. 

“Our present task and our future goal 
always remain constant: a_ profitable 
result. Without that, we jeopardize the 
right of the public to a free insurance 
market and we deprive American busi- 
ness of a prime source of investment 
funds.” 


Mr. Vitt’s Civic Record 


In his Greensboro days Mr. Vitt was 
a director of the Chamber of Com- 
merce, was on the board of the Com- 
munity Chest, and was a director of the 
YMCA and a Rotarian. 

Today in Newark he continues to be 
an active director of the YMCA; is 
chairman of the Sustaining Membership 
Committee of the Robert Treat Council, 
Boy Scouts of America; is a director of 
the Chamber of Commerce of Newark; 
State Safety Council; and New Jersey 
State Chamber of Commerce, and is cur- 
rently active in the United Campaign 
drive. 

Posts Held in Insurance Industry 


Mr. Vitt finds time for an extensive 
schedule of trade association and com- 
mittee duties. Among his posts are: 
president of South-Eastern Underwrit- 
ers Association; member of executive 
committee and Actuarial Bureau com- 
mittee, National Board of Fire Under- 
writers; member of the Insurance Ex- 
ecutives Association, serving on several 
committees; member of the Multiple 
Perils Insurance Rating Organization, 
serving on the catastrophe executive 
cover committee; executive committee 
of Marine Office of America; director 
of Factory Insurance Association; mem- 
ber of executive committee, East- 
ern Underwriters Association; trustee, 
American Foreign Insurance Associa- 
tion; executive committeeman, South- 
Eastern Hail Conference; member of 
Western Underwriters Association; di- 
rector, General Adjustment Bureau. He 
is a director of the National Newark & 
Essex Banking Co. 

Mrs. Vitt Travels Extensively With Him 


Mr. Vitt, who played baseball and 
basketball in his youth, now confines his 
athletic activities to the occasional round 
of golf he can work into his arduous 
schedule. He belongs to the Baltusrol 
Golf Club and the Essex Club of New- 
ark and is a member of the Insurance 
Society of New York. 

Mrs. Vitt, who is well known to the 
insurance fraternity through her exten- 
sive travel with her husband on_ his 
business trips, is the former Gray By- 
num Bradshaw of Greensboro. Their 
son, Samuel Bradshaw Vitt, a graduate 
of Dartmouth, class of 1950, is now with 
the Columbia Broadcasting System. 
Their daughter, Nancy Gray, is now 
Mrs. Russell B. Parmele of Staten Is- 
land. Mr. Vitt’s residence is in Maple- 
wood, New Jersey. 
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Colonel John Tayloe 





Ax the urging of his intimate friend, George Washington, the wealthy 
Virginian Colonel John Tayloe decided to build in the new city on the Potomac. As architect he chose Dr. 
William Thornton, designer of the Capitol. Completed in 1800 shortly before the White House, his home 
was one of the finest in Washington and for many years was a center of social life. 

When the British burned the White House in 1814, Colonel Tayloe dispatched a courier offering Presi- 
dent Madison the use of his home and accordingly for more than a year the President made The Octagon 
his official residence. Here he ratified the Treaty of Ghent which formally ended the War of 1812 and here 
his charming wife Dolly further enhanced the mansion’s reputation for hospitality. 

Why the house came to be known as The Octagon is an unanswered question. It is not octagonal and 
obviously was never intended to be. Consisting of two rectangular wings connected by a circular tower, its 
unique shape is due to its location at the angle formed by two intersecting streets. Opening off the rear is 
a tunnel, the purpose of which is also an enigma, although according to 
a discredited legend it once led to the White House. 

For years The Octagon has had the reputation of being haunted. 
Most romantic of its spectral visitors is Colonel Tayloe’s daughter. Over- 
come by grief over her thwarted love affair with a young Englishman, 
candle in hand, she threw herself down the staircase, and, some say, in 
flickering candlelight she still appears. 

After the Tayloes’ ownership ended, The Octagon entered a period 
of steady decline and was a dilapidated tenement until purchased and 
rehabilitated by the American Institute of Architects. It has continued 
under this organization’s supervision since 1900. Like the White House 
whose existence it parallels, The Octagon has recently been renovated 
and now appears in all its original elegance. 
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N. Y. to Discipline Brokers Failing 
To File License Renewals by Nov. 


Superintendent Alfred J. Bohlinger 
has issued a statement warning insur- 
ance brokers that the New York Insur- 


plans to discipline 
producers who fail to file their license 
renewal application by November 1. 
Reporting that more than 400 brokers 
failed to file their application by the 
November 1 deadline last year, Super- 
intendent Bohlinger stated that the in- 
crease in the late filings caused the 
Department to conduct a special investi- 
gation of the matter. This investigation, 
he added, revealed that approximately 
95% of the brokers admitted that they 
had no valid reason for filing their ap- 
plication late. 
Excuses Offered for Tardiness 


ance Department 


Various reasons were offered by the 
tardy brokers for their failure to file 
the application prior to the deadline. 
Some stated that they had left the 
matter up to their office help while 
others said that they were ill or out 
of town or that they had forgotten 





INSTALLMENT PLAN HEARING 





New York Dept. Calls Hearing July 1 
on Amended Regulation 27 to Cover 
All Personal Property 
Superintendent of Insurance Alfred J. 
3ohlinger says the New York Depart- 
ment will hold a hearing on Tuesday, 
July 1, on a proposed amended regula- 
tion pertaining to insurance issued in 
connection with the sale of personal 
property under installment or deferred 

payment plans. 

The proposed amendments will broaden 
the scope of Regulation 27 to cover all 
personal property. At present Regulation 
27, which was drafted in 1947, applies 
only to insurance covering financed au- 
tomobiles. The amendments also broaden 
the regulation to cover borrowers. An- 
other important change in the regulation 


prohibits retention agreements in the 
automobile physical damage field. 

In its amended form the regulation 
includes provisions pertaining to dis- 


posal of rate refunds in the group credit 
life insurance field. The amended regu- 
lation also delineates the duties of other 
licensees of the Department in respect 
to the issuance of coverage in connec- 
tion with the purchase of personal prop- 
erty under deferred payment or install- 


ment plans or placed as security for a 
loan. 
Deputy Superintendent Joseph F. 


Murphy will conduct the hearing which 
will be held at the Department’s New 
York City offices at 61 Broadway. 


R. I. Fieldmen Elect Toole 

Ralph W. Toole, special agent of the 
Camden Fire, has been elected president 
of the Rhode Island Insurance Field- 
men’s Association, succeeding Warren R. 
Campbell, state agent of the Home. 
Other officers are Norman A. Greene, 
Providence Washington, vice president; 
G. N. Thoren, London & Lancashire, 
secretary, and J. E. Borhek, Employers’ 
Group, treasurer. 


about the expiration date. Many, how- 
ever, admitted that it was sheer negli- 
gence on their part. 

Pointing out that brokers licensed by 
the Department are deemed trustworthy 
and competent, the New York Superin- 
tendent stated that, as such, it is ex- 
pected that the broker be fully aware 
of, and adhere strictly to, all the provi- 
sions and regulations of the law. The 
Department, he stated, looks with dis- 
approval on late filing because it may 
be an intentional and willful violation 
of the law. In addition, the processing 
of such an application entails extra work. 

Superintendent Bohlinger referred to 
the fact that the Department did not 
impose any penalty on late filers in 1951 
but added that this leniency will not be 
repeated in the future. The Department, 
however, fined a number of tardy bro- 
kers for violating Section 125 of the 
Insurance Law and Regulation 29 in 
that they were not maintaining separate 
bank accounts for premium monies. 


Dodge Vice President of 


Griswold and Company, Inc. 

Marshall J. Dodge, Jr. has been 
elected a vice president of Griswold and 
Company, Inc., according to J. C. Gris- 
wold, president of the New York insur- 
ance brokerage firm. 

Mr. Dodge became associated with 
Griswold and Company in 1946 after 
having served as an executive assistant 
in the War Production Board, the Lon- 
don Mission for Economic Affairs, and 
ond Foreign Economic Administration. 

Earlier he was a partner in the J. W. 
Davis & Co., New York stock brokers. 
Griswold and Company, located at 25 
Broad Street, are brokers in all lines 
of insurance. 


JACOB A. STAUCH DIES 
Jacob A. Stauch, 88, for many years 
an agent for the Buffalo Fire Insurance 
Co., Buffalo, N. Y., died May 30 after 
a long illness. Two daughters survive. 


New England Agents Issue 
Program for Bretton Woods 


The 28th annual summer meeting of 
the New England Association of Insur- 
ance Agents and sponsored by the New 
England Advisory Board is being held 
this year at the Mt. Washington Hotel, 
Bretton Woods, N. H., June 22, 23, and 
24. Registration will take place on Sun- 
day afternoon, June 22. There will be a 
welcome dinner at 7 o’clock, the speaker 
being Cameron Ralston. 

The business sessions of the confer- 
ence are two of two-hour duration each, 
on Monday and Tuesday morning from 
10 a.m. to 12 noon. Taking part in these 
business sessions are Walter W. Allen, 
vice president, Home Insurance Com- 
pany; Charles H. Peterson, assistant 
vice president, Maryland Casualty ; Wil- 
liam W. Ellis, field supervisor, Aetna 
Casualty & Surety; Joseph A. Neumann, 
executive committeeman of the National 
Association of Insurance Agents; Simon 
M. Sheldon, Deputy Commissioner of In- 
surance for New Hampshire. 

Also on one of the morning programs 
will be the repeat performance of “The 
Wisdom Box Panel.” This proved to be 
a popular event in the program last 
year and will again have as moderator 
William N. Woodland, editor of “The 
Standard.” The experts on the panel are: 
Stanley A. Gibson, Phoenix-Connecticut 
Group; William j. Hutchins, America 
Fore Group; Harold V. Johnson, .'S. 
F. & G.; T. Walter Keany, American 
Insurance Group; and John M. Parsons, 
Aetna Life Affiliated Companies. 


Arne Foss New President 
Of N. Y. Brokers’ Assn. 


Arne Foss, president of Frank B. 
Hall & Co., Inc., has been elected presi- 
dent of the Insurance Brokers’ Associa- 
tion of the State of New York, Inc., 
succeeding Eric W. Peniston, president 


of RE: Rathbone & Son, who has 
served for the past two years. 
George Foster Sanford, Jr., president 


of Smyth, Sanford & Gerard, was elect- 
ed first vice president. Walter J. Hill, 
partner in Lukens, Savage & Washburn, 
was elected second vice president. 

S. Stanley Gray, vice president of 
McLean & McL ean, Inc., was renamed 
treasurer, and Alexander Heid, Jr., pres- 
ident of John A. Eckert & Co., was 
elected secretary. 

Mr. Foss, chairman of the association’s 
legislative committee for the past two 
years, and a director, has also served 
the association in other executive ca- 
pacities. 


Wind Hits New York Dept. 


Offices of the New York Insurance 
Department at 61 Broadway, New York 
City, were among victims of the sudden 
heavy wind and rain storm which swept 
over the city Monday afternoon. Some 
of the private offices on the 14th floor 
at the back of the building, facing on 
the Hudson River, received the full 
sweep of the gale. A few windows were 
blown in and several office partitions 
torn from the walls by the force of 
the wind. 








REINSURANCE 


LONDON «+ TORONTO «+ 








PARIS 





OFFICES 
116 JOHN STREET, NEW YORK 38, N. Y. 


¢ VANCOUVER «+ SYDNEY 



























CASUALTY * BURGLARY 
AUTOMOBILE 

INLAND + JEWELRY 

FIDELITY & SURETY 


YOUR INQUIRIES SOLICITED 








National Insurance Women 
Meeting in South Dakota 


At the 11th annual convention of the 
National Association of Insurance 
Women, meeting in Rapid City S. D.,, 
at the Alex Johnson June 11-13, repre- 
sentatives from the 157 member associa- 
tions from 46 states, the District of 
Columbia and Honolulu are expected, 
There were 18 clubs at, organization, 
some having existed as long as 15 years 
previously. New officers and regional di- 
rectors named will form the executive 
board of 15 members. Each of the eight 
regions have met previously and named 
their regional director to the board. 

In addition to a number of prominent 
speakers there is a forum on education 
at the convention. The annual banquet 
closes the session today. 

Following the three day convention, a 
joint, meeting of the new and old execu- 
tive boards will be held and the program 
for the following year organized. 


R. I. AGENTS’ OUTING JUNE 27 

The Rhode Island Association of In- 
surance Agents will hold its Summer 
outing at the Warwick Country Club, 
Warwick, on Friday, June 27. The pro- 
gram consists of golf, tennis, horseshoe 
pitching, putting, swimming, boating, 
with a soft-ball game in the afternoon 
between agents and company men. There 
will be dinner in the evening. 
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President Cooney Names Members of 


National Board Standing Committees 


Hooker, Hartford; Jolin R. Barry, New York; 
KB 5 


John R. Cooney, president of the 
National Board of Fire Underwriters, 
has announced appointments to stand- 
ing committees of the board for 1952-53. 

New committee chairmen appointed 
are: D. J. Cowie of New York, actuarial 
bureau committee; John Rygel of New 
York, committee on adjustments; W. A. 
Hebert of Springfield, Mass., confer- 
ence committee with other insurance 
companies; Charles P. Jervey of Hart- 
ford, committee on construction of 
buildings; H. W. Miller of New York, 
cominittee on fire prevention and engi- 
neering standards; Bruno C. Vitt of 
Newark, N. J., committee on maps; 
W. A. Rattelman of Pittsburgh, com- 
mittee on public relations, and John W. 
Dillon of Buffalo, N. Y., committee on 
uniform accounting. 


Actuarial Bureau Committee 


D. J. Cowie, chairman, New York; Gilbert 
Kingan, Hartford; J. C. Hullett, Hartford; 
H. W. Miller, New York; A. O. Robinson, 
New York; C. M. Gallagher, New York; F. s. 
Perryman, New York; A. T. Fleischhauer, Bos- 
ton; H. W. LaRue, Chicago; A. V. McKowen, 
Manchester; J. J. Magrath, New York; Clyde 
M. Marshall, San Francisco; A. Brooks Parker, 
Jr.,. Boston; P. Abney, Newark; W.L. 
Bellmer, New York; Charles M. Close, New 
York; Frank F. Dorsey, Baltimore; Harold M. 
Grant, Hartford; Charles P. Jervey, Hartford; 
William B. Miller, Newark; Leonard Peterson, 
New York. 


Committee on Adjustments 


John Rygel, chairman, New York; Thomas 
F. Buchanan, Hartford; John G. Loose, New 
York; F. E. Potter, New York; G. L. Scott, 
New York; E. F. Hall, New York; Charles E. 
Black, New York; D. W. Florence, New York; 
A. C. Hoberg, New York; Addison Roberts, 
Philadelphia ; Herman Badenhoop, Jr., Balti- 
more; K. L. McCallum, Hartford; George D. 
Vail, Jr.. New York; E. Scott Hale, Newark; 
F. F. White. Hartford; V. L. Gallagher, New 
York; A. C. Posey, San_ Francisco; [ S 
Beazley, San Francisco; Ben Lee Boynton. 
Dallas; K. E. Chapman, Watertown; _ Earl 
Gibbs, Lansing; L. P. Jervey, Atlanta: T. A. 
Munro, New York; Charles W. Ohlsen, Chicago. 


Conference Committee With Other 
Insurance Companies 


W. A. Hebert, chairman, Springfield ; W.. Bo: 
Koop, New York Esmond wing, Hartford; 
F.. A Cilia, New’ York; W. Ross Mc- 
ag Hartford; W. A. Seaver, Watertown; 
A. Jackson, St. Paul. 

Sunailamn on Construction of Buildings 

Charles P. Jervey, chairman, Hartford; C. H. 
Conklin, New York; E. V Goodwin, New 
Haven; Harold C. Davis, New York; J. C. 
Qualmann, San Francisco; W. E._ Newcomb, 
Chicago; Charles M. Kerr, 42.4" YOM, Pass 
Robert F. Miller, Pittsburgh; George B. Salter, 
Providence; Howard D. Vore, Newark; F. Glenn 
Breen, Trenton; Ray B. Duboc, Kansas City; 
3). B. —— Hartford; Stroub, 
San Francisco; J. Tillman, New York; F. 
Walther, New eg E. J. Weiss, Dayton, Ohio. 

Committee on Finance 

D. R. Ackerman, chairman, New York; F. D. 
Layton, Hartford; Harold V. Smith, New 
York; W. J. Reynolds, New York; W. A. 
Hebert, Springfield: W. Ross McCain, Hartford; 
Tohn A. North, Hartford; W. W. Smith, Hart- 
ford; Barry Truscott, Camden; F. A. Christen- 
sen, New York; W. L. Nolen. New_York; 
F. Elmer Sammons, New York; Bruno C. Vitt, 
Newark. 

Committee on Fire Prevention and 

Engineering Standards 


H. W. Miller, chairman, New York; W. A. 
Hebert, Springfield; S. T. Skirrow, New York; 
Everard P. Smith.’ New York; Barry Truscott, 
Camden: Felix Hargrett, New York; W.. Ww. 
Corry, Hartford; Wm. M. Houston, San Fran- 
cisco; H. Lloyd Jones, New York; Edward D. 


Lawson, Chicago; Olaf Nordeng, Hartford; 
Clarke Smith, New York; R Wilde, New 


York: Millard T. Wilson, Hartford; Frederick 
W. Wrenn, New York; Robert S. Garvie, Hart- 
ford; H. C. Edmundson, San Francisco; Wil- 
liam B. Rearden, Newark; Chester A. Snow, 
Hartford; R. Sweeney, Hartford; Joseph 
V. Ward, New York. : 
Committee on Incendiarism and Arson 
Lester S. Harvey, chairman, Manchester; 
Charles E. Black. New York; W. A. Rattelman, 
Pittsburgh; F. Elmer Sammons, New York; 
Walter Meiss, New York; W. J. Christensen, 
Newark; S. G. Amerman, New York; Frank 
W. Bovle, Boston; John L. Mvlod. San Fran- 
cisco; E. D. Patton. New York; F. H. Witt- 
meyer, Syracuse; H. A. Pavne. New York; 
Henry_C. Pitot. New York; Paul Wilson, De- 
troit; Tohn H. Dillard, New York; J. C. Evans, 
New York; John Newlands, Hartford; Alex- 
ander L. Ross, New York; S. T. Shotwell, San 
Francisco; L. A. Williamson, New York. 


Committee on Laws 


J.C. Hullett, chairman, Hartford; Charles 
A. Loughin, New York; Olin L. Brooks, New 
York; James F, Crafts, San Francisco; J. K. 





Boston; 
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man, Newark; J. 


C: =k. 
ford; 


Rattelman, 


timore; 
R. Rea 
York, 


Brun 
Munro, 
Frank 


New York; 


see 
Atlanta; 


Hatch, Philadelphia; D. C. Bowersock, 
. ee Wi. Bigiler, New York; H. B. 
Hartford; H. Clay Johnson, New 
Millard Bartels, Hartford; P. J. Priore, 
York; Paul McK own, San Francisco; 
Ackerman, New York; Francis Van Or: 
Victor Herd, New York; 
Allen, Hartford; John A. North, Hart- 
S. Dwight Parker, Springfield; W. A. 
Pittsburgh; Frank F. Dorsey, Bal- 
William T. Harper, Baltimore; William 
rden, Newark; F. Elmer Sammons, New 


Committee on Maps 


o C. Vitt, chairman, Newark; J. A. 
New York; Olin L. Brooks, New York: 
Ww. Franzen, Newark; John Glendening, 
Morton T. Jones, Kansas City; 
Hutch, New ork; George B. Leonard, 
; C. H. Smith, Chicago; Grant Bulkley, 


Soringfield; H. B. Collamore, Hartford; W. L 


Maillot, 
cisco. 


te 


J. Seib 


New York; Richard’ Orlob, San Fran- 


Committee on Membership 


New York; John 
i. Be Battershill, 


Priore, chairman, 
els, Columbia, S. 


New York: C. D. McVay. "T liwy: Ohio; E. J. 
K 


Dickey, 


Stephen W. Carey. 3rd, 
Clark, Chicago; C. F. C 


Cowles, 


Watertown; ie Hooker, Hartford; 
Providence; A. 
odere, St. Paul; H. W. 


Glens Falls; Arthur F. Herman, New 


York; James C. Hitt, San Francisco; J. Lester 
Parsons, New York. 


Committee on Public Relations 


_W. A. Rattelman, chairman, Pittsburgh; Frank 
F. Dorsey, Baltimore; c L. Allen, Hartford; 
Kenneth E. Black, New York; Walter Meiss, 
New York; J. E. Magenheimer, New York; 
A. Seymour, New York; Virgil V. Roby, 
Hartford; John Ashmead, "Hartford; Wot 


Christensen, Newark; Hu gh S. Coburn, San 
Francisco; F. A. Roberts, Glens Falls; W. S. 
Vanderbilt, Hartford; F. John Barclay, Balti- 


more: V.. LL. Gallagher, New York; 
Hiestand, LeRoy, Ohio; H. C. McAllister, Man- 
chester; A. M. Mills, Camden; E. V. Oliver, 
San Francisco; Addison Roberts, Philadelphia; 
W. B. Winchell, Philadelphia. 


Committee on Statistics and 
Origin of Fires 


W. L. Nolen, chairman, New York; Herbert 
Ryman, San Francisco; H. G. Seibels, Birming- 
ham; D. C. Bowersock, Boston; Arthur Bol- 
linger, New York; R. Angus, New York; 
G. L. Armstrong, ‘Hartford; D. H. Smith, Salt 
Lake City; G. S. Tompkins, ba ge Alfred 

: Lawson, Washington, ; George z. 
Scaff, New York: B. L. Thomnbiil! New York; 
Henry L. Van Horn, Baltimore. 


Committee on Uniform Accounting 


John W. Dillon, chairman, Buffalo; Jos. C. 
Niederlitz, New York; J. B. Clancy, New York; 
Everard P. Smith, New York; A. R. Matthews, 
New York: Louis Moeckel, New York; H. K. 
Jarvis, New York; John W. Lamble, New York; 
William MacLean, Pittsburgh; George Dear- 
es Philadelphia; N. B. Yoder, Philadelphia; 

Sidney E. Adams, New York ; Philip S. Brown, 
Hartford: A. T. Vialecilianer, Boston; Richard 
G. Guthrie. Newark; Garrison Lowe, Hartford; 
=. S._ Mather, Hartford; T. Morgan Williams, 
New York; J. M. Wylie, San Francisco. 


Stumpf Most Loyal Gander 
N. Y. C. Pond of Blue Goose 


Robert F. 
Paterson (N. 


Stumpf, manager of the 
J.) office, General Adjust- 
ment Bureau, Inc., succeeded Walter 
Sheldon, America Fore, as most loyal 
gander at the annual meeting of the 
New York City Pond of the Blue Goose 
at Rock Spring Country Club, West 
Orange, N. J., on June 6. 

Mr. Stumpf has been manager of the 
General Adjustment Bureau Paterson 
office for five years. He was installed 
in office by Past Most Loyal Grand 
Gander Philip Winchester, Eastern man- 
ager of the General Adjustment Bureau. 

Others elected are: supervisor of the 
flock, Floyd C. Pickett, Home; custodian 
of goslings, Thomas P. Finegan, Corroon 
& Reynolds; guardian of the pond, Har- 
old W. Wittich, Providence Washing- 
ton; keeper of golden goose egg, J. J. 
McAndrews, Newark adjuster, and 
wielder of goose quill, Robert Graybe, 
3oston. 


ROSE AND KIERNAN MOVES 

Rose and Kiernan, Inc., Albany, N. Y., 
insurance firm, has moved to a new 
and larger location at 30 Lodge Street. 











How to Add $1567 To Your Income 


If you’re the average general insurance man, that’s 


year Life insurance commissions in your files—$1567! 


Your regular clients are buying Life from someone. Make DOWNTOWN AGENCY 
your LIFE DEPARTMENT and a Life specialist will help you make these commis- 
DOWNTOWN AGENCY service is free. 


sions yours. 


Call Digby 4-0040 


or 


MAIL THIS COUPON 


EUBANK & HENDERSON, Managers 


40th Floor 


THE PRUDENTIAL 


the estimated amount of first- 





To: Eubank & Henderson 


40th Floor, 40 Wall Street, New York, N. Y. 


I want to know more about how I can get these LIFE Commissions. 
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Downtown Agency 


40 Wall Street 
Digby 4-0040 


HOME OFFICE: 


New York, New York 


INSURANCE COMPANY OF AMERICA 


A mutual life insurance company 


NEWARK, N. J. 
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Erhardt President of 


Railroad Insurance Assn. 


J. L. ERHARDT 

J. L. Erhardt, assistant United States 
manager of the Royal Liverpool Group, 
Louis W. 


Niggeman, vice president of the Fire- 


was elected chairman and 
man’s Fund Group of New York, was 
elected vice chairman of the Railroad 
Insurance Association. 

The advisory committee consists of Mr. 
Erhardt, Mr, Niggeman, J. Victor Herd, 
executive vice president of the America 
Fore companies; L. C. Lewis, executive 
vice president of the Insurance Co. of 
North America; Felix Hargrett, vice 
president of the Home Insurance Co.; 
Oscar Gleiser, vice president of the Com- 
mercial Union Fire, and Alex Ross, 
executive vice president of Crum & 
Forster. 

W. Gordon Drysdale is manager and 
lr. W. Adams is assistant manager. 


Lindaberry 50 Years With 
N. Y. Fire Ins. Exchange 


Arthur S. Lindaberry recently was 
honored on his 50th anniversary with 
the New York Fire Insurance Exchange 
and the New York City Division-New 
York Fire Insurance Rating Organiza- 
tion, at a dinner by 80 fellow employes 
and old friends in the business, mostly 
members of the Old Timers Association 
of the New York Fire Insurance Ex 
change. Present also as a guest was 
Mr. Lindaberry’s wife to share in her 
husband’s honors. 

Before the dinner Superintendent of 
Ratings of the City Division David S 
Duncombe praised Mr. Lindaberry’s fine 
services, after which he presented him 
with a purse, the gift of his fellow em- 
ployes and friends. 

Additional speeches were delivered by 
General Manager Homer D. Rice of the 
New York Fire Insurance Rating Or 
ganization and President George 
Middleton of the Old Timers Associa 
tion of the New York Fire Insurance 
Exchange. The affair was sponsored by 
the 25 Year Club of the New York City 
Division-New York Fire Insurance Rat- 
ing Organization, with President Frank 
Lonergan acting as master of cere 
monies and George Bruderle as chair- 
man of the entertainment committee 


STOCK COMPANY ASSN. ELECTS 
Perrin C. Cothran ‘has been elected 
president of the Stock Company Asso- 
ciation. William J. Reynolds is vice 
president and treasurer. On the execu- 
tive committee are Mr. Cothran, C. M. 
Gallagher, W. A. Hebert, Victor Kurby- 
weit, Henry P. Latham, H. W. Miller, 
Leonard Peterson, W. B. Rearden, Mr. 
Reynolds and W. S. Vanderbilt. 
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install a good office system. If your office 
staff has to go on a walking marathon from file 
to file, put them on roller skates ... or get a 
new system. 

You can have all the answers to your office management 
problems by taking —. of the personalized, backed-by- 
years-of-experience service of the oldest Agency Systems Depart- 
ment in the country. Such a recognized pioneer department 
can do an expert job—starting with the basic office files and fan- 
ning out until you have the solution to all your office manage- 
ment problems. 

One example is our line folder system which banishes 
unnecessary files. 1 line folder for each client serves 6 purposes 
and gives you all the answers. Created by our Agency Systems 
Department which was founded in 1935, this save-time- 
for-sales line folder has recently hit an all-time record of 
8,300,000 copies in use in over 6,500 offices of Royal- 
Liverpool producers. That’s why we know our Agency 
Systems Department can help you too. 


ROYAL LIVERPCOL 


CASUALTY ®* FIRE* MARINE * SURETY 
150 WILLIAM ST., NEW YORK 38, N. Y. 
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Herbert C. Taylor of Home 
Dies in Richmond Hospital 





HERBERT C. TAYLOR 


Herbert C. Taylor, 63, vice president 
and secretary of the Home Insurance 
Co,. a member of a famous insurance 
family, died on June 5 in St. Elizabeth’s 
Hospital, Richmond, Va. One of his 
brothers, Charles G. Taylor, Jr., is presi- 
dent of Metropolitan Life. Another 
brother, James Q., is with Northwestern 
National Life in Minneapolis. A third 
brother, Clifford, is in real estate and 
mortgage field at Laguna Beach, Cal. 

Born in Petersburg, Va., Herbert C. 
Taylor was educated in Richmond pub- 
lic schools. He first became affiliated 
with the Home as a special agent in 
September, 1918, after being with the 
Thomas L. Alfriend and Son insurance 
agency of Richmond. In November, 1939, 
he was elected assistant secretary of the 
Home and in July, 1949, became vice 
president and secretary. He was a for- 
mer president of the Insurance Field 
Club of Virginia and also served as 
chairman of the advisory committee of 
Virginia Insurance Rating Bureau. 

In addition to his brothers, Mr. Tay- 
lor is survived by his widow Emma D. 
Taylor, and a sister, Margaret V. Tay- 
lor of Richmond. 


COMMERCIAL UNION CHANGES 





Campbell Retires as Special in Mass. and 
R. I.; Griffin, Kelly and Geis 
Supervise Field 

H. W. Miller, United States manager 
of the Commercial Union Group, an- 
nounces retirement of Edwin T. Camp- 
bell effective July 31. Mr. Campbell has 
served as special agent in eastern Massa- 
chusetts, Boston and Rhode Island for 
24 vears. 

Mr. Campbell was born in Hopkins- 
ville, Ky., and was educated in the 
public schools of Kansas City and later 
graduated from Smith Academy in St. 
Louis. He was associated with the gen- 
eral agency of Simpson-Campbell in 
New England prior to coming with the 
Commercial Union Group. 

As a result of Mr. Campbell’s retire- 
ment the field has been rearranged. 
Herbert W. Griffin will supervise the 
agents of all companies of the group in 
Boston and the Boston metropolitan dis- 
trict. James F. Kelly, who has _ been 
transferred from the New York suburban 
field to Boston, will supervise eastern 
Massachusetts outside of Boston and the 
metropolitan area. Lewis A. Geis, who 
supervises Connecticut, will also super- 
vise Rhode Island. 

MACLEOD SPECIAL IN_ ILLINOIS 

The American Insurance Group ot 
New Jersey announces appointment ol 
Frank L. Macleod as special agent for 
northern Illinois, replacing Special 
Agent James A. Brower who is being 
transferred to the Florida field. The 
former will make his headquarters at 
the Western department in Rockford. 
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you'll find the RIGHT Inland Marine Contract at The Travelers 


And you'll find that it’s easy to sell these Inland Marine lines. There are 
Prospects on every street in your community. If you need help in get- 
ting started just call on a Travelers field man. He'll be glad to give 
you an assist. 


Protection through The Travelers means increased earnings 
for you. 





THE TRAVELERS FIRE INSURANCE COMPANY 


Hartford 15, Connecticut 
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Huebner Address 


(Continued from Page 1) 


and the number of students enrolled 
18,249. Probably the gain since 1948 has 
continued proportionately. 


“Two features are noteworthy in this 


growth. First, much of this collegiate 
education is adult education. Two hun- 
dred and forty-two of the 853 courses 


were for evening and extension students 
only, a very large number of whom were 
employed in industry. Moreover, nearly 
16,000 of the grand total of 41,L00 stu- 
dents were enrolled in advanced life, 
property and casualty courses, and a 
large proportion were contemplating en- 
tering the insurance industry, 

“Secondly, 237 of the 853 courses were 
general survey courses intended pri- 
marily for the general lay student who 
does not intend to specialize in the in- 
dustry, and with an enrollment of 18,498 
students. This is as it should be, since 
the subject of insurance is regarded as 
fundamentally important and __ well 
worthy of incorporation in a_ business 
school’s curriculum. Just contemplate 
some 20,000 students returning home 
each year with a sound general survey 
course on insurance, to become leaders 
in business, in the pulpit, the school 
system, the press, and the legislative 
halls, and, what is very important, as 
friends of insurance. 

Other Important Developments 

“Two other developments of real im- 
portance also deserve to be mentioned, 
namely, (1) The American Association 
of University Teachers of Insurance, and 
(2) The S. S. Huebner Foundation for 
Insurance Education. The first organiza- 
tion considers ways and means of im- 
proving teaching methods in universities 
and colleges, and affords the benefits of 
collective judgment. 

“The Foundation, on the other hand, 
now under the management of the Uni- 
versity of Pennsylvania, was created by 
life insurance companies to overcome 
the great dearth of well-trained teachers 
of insurance, and to promote research 
within the field of insurance. At present 
about 16 to 18 carefully selected post- 
graduate students, from all sections of 
the country, are awarded fellowships 
each year, to specialize in insurance for 
the Ph. D. degree and for a collegiate 
teaching career in insurance, Thus far 
23 teachers have already been placed 
in that many different university and 


colleges. 
CLU and CPCU 

Closely allied with higher insurance 
education in universities and colleges is 
the work of the American College of 
Life Underwriters and the American 
Institute for Property and Liability Un- 
derwriters. These two organizations, in- 
corporated respectively in 1927 and 1941, 
have for their objectives (1) the estab- 
lishment of an educational standard for 
the profession of insurance, (2) the en- 
couragement and fostering of the train- 
ing of students in educational institu- 
tions for an insurance career, (3) co- 
operation with universities and colleges 
in general insurance education for the 
lay student, (4) the promotion of re- 
search and the preparation of textbooks 
and other study material, and (5) the 
awarding, by examination, to properly 
qualified persons of the _ professional 
recognition of Chartered Life Under- 
writer (CLU designation) and Chartered 
Property and Casualty Underwriter 
(CPCU designation). 

“During its 25 years of operations the 
American College has reached large 
proportions and is here to stay. This 
year’s records indicate that 3,647 stu- 
dents are enrolled in 240 CLU classes 
conducted in 125 cities, and that ap- 
proximately 3,600 examinations will be 
taken in June at about 140 colleges and 
universities serving as examination 
centers. Last year 4,419 candidates had 
completed all of the five examinations 
(nearly all taken in the four year install- 
ment plan), and another 5,956 additional 
candidates had secured credit for one 
or more of the examinations. Another 
10,000 students have taken some of the 
courses, but did not see fit to sit for 
the examinations. 


I am glad to say that 


the Life Insurance Agency Management 
Association has also placed its two year 
agency management study program un- 
der the auspices of the American Col- 
lege,” Dr. Huebner said. 

“Although starting much later (1941), 
the American Institute for Property and 
Liability Underwriters has also had a 
remarkable growth. Last year 1,617 
candidates took 2,651 separate examina- 
tions. Six hundred and ninety-three now 
hold the CPCU designation, and an ad- 
ditional 2 persons have credit for one 
or more of the five examinations. The 
American Institute matches the Ameri- 
can College in all important respects— 
objectives, standards and severity of the 


four year installment study program. 
Personally I am ready to say that the 
examinations of the two organizations 


are fully on a par in severity with anv 
legal bar or CPA examinations. Both 
organizations also cooperate closely with 
universities and colleges. 
Intermediate Education 

“Well planned intermediate education 
nearly always percolates from the top 
downward. It is natural, with such rapid 
development of insurance education on 
the collegiate level, that steps should be 
taken to develop insurance courses on 
the intermediate level. Such efforts have 
and are being made along four main 
lines : 

“(1) Hundreds of company courses de- 
signed. principally for the beginner in 
the industry. 


“(2) 


The Life Underwriter Training 


Counsel’s (LUTC) intermediate course, 
with an annual enrollment at present of 
approximately 4,000 students. I can 
only hope for the closest coordination 
between the CLU and the LUTC move- 
ments. 

“(3) The educational work of the In- 
surance Institute of America in the 
fields of property and casualty insurance, 
as well as the courses of various agency 
organizations, 

“(4) The Life Insurance Institute’s 
program to create a “Graduate Work- 
shop in Family Financial Security Edu- 
cation” at, various universities, designed 
to prepare high school principals and 
teachers to spread family security edu- 
cation to students on the high school 
level. For two years such a program has 


been operated at, the University of 
Pennsylvania during the summer 
months, with about 40 carefully selected 


high school principals and teachers from 
all sections of the country, congregating 
for an intensive course in life insurance, 
property and casualty insurance, social 
security, “asad banking, home 
ownership and budgeting. This year the 
program has been extended beyond the 
University of Pennsylvania to include 
the University of Connecticut, the Uni- 
versity of Wisconsin and the Southern 
Methodist University. 

“The educational set-up in insurance 
education seems to be fairly complete 
for the insurance industry’s support. 

“T would like to leave two admonitions 
with reference to adult education. One 
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What Atlantic Offers 
Producers In 


VA strong mutual company offering 
many forms of participating contracts. 


V A sound stock company with the same management ex- 
perience, writing a general business on a non-participat- 


VA 110 year tradition of claim settlements designed to 
produce satisfied clients for both company and producer. 


¥ A consistent program of nation-wide advertising —featur- 
ing our belief that the public is best served through the 
competent, independent agent or broker. 


v 22 branch or service offices from coast to coast, adminis- 
tered through three fully-staffed divisional headquarters. 


HOME OFFICE DIVISION 

Head Office - 49 Wall Street 

Newark - 
Richmond - 

MIDWEST DIVISION 

Head Office - 141 Jackson Boulevard 


Indianapolis - St. Louis 


PACIFIC DIVISION 


Head Office - 361 California Street - San Francisco 
Los Angeles - 
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DR. S 


HUEBNER 


relates to the employe; the other to the 
employer. Both are of tremendous im- 
portance to a stimulated growth of adult 
education for life career purposes. The 
two suggestions are: 

“(1) Necessity for 
throughout the working life —Proper 
preparation to meet present require- 
ments by way of organized class study 
and examinations should be regarded as 
a ‘commencement,’ to use a_ collegiate 
expression. These ‘closing exercises,’ 
which we are observing today, should 
be celebrated as the ‘beginning’ of a 
study program which should continue 
throughout the working life. Your 
studies in this School of Insurance 
should have taught you how to study, 
should have whetted your appetite for 
more learning, and should have greatly 
stimulated your desire for proficiency 
in the calling of insurance. 


continued study 


“(2) The fundamental responsibility of 
employers to develop worthwhile per- 
sonnel through available adult education 
for career-making purposes.—In all call- 


ings subordinates usually look up to 
their superiors—their employers—for 
proper guidance, encouragement , and 


urging along sound career-making lines. 
An employe who does not relish such 
encouragement is likely to be undepend- 
able; and an employer who does not 
care to bother with that responsibility 
to those who are under him is even 
worse. Every executive, general agent 
and manager should always be conscious 
of the important, fact that anyone who 
is fortunate enough to become an ex- 
ecutive over others owes two great ob- 
ligations to his calling. One, of course, 
is immediate production. We must pro- 
duce adequately to justify our position. 
Sight must not be lost of the second 
outstanding obligation of the executive 
employer, namely, the intelligent selec- 
tion, guidance and urging of subordi- 
nates along proper career-building lines. 
That means organized adult education. 


Work of N. Y. Society School 


“This well-known School of Insurance 
is so eminently identified with adult edu- 
cation in a great industry and on a 
collegiate level, Its educational service 
was extended to some 2,600 students 
during the past. year, representing 506 
different insurance companies. These 
students received organized instruction 
in 80 different subjects of insurance 
learning. I note with interest that only 
6% of the large student body is under 
20 years of age; that 51% range be- 
tween ages 20 and 29; another 30% 
between ages 30 and 39; another 13% 
between ages 40 and 49; 2% over 50 
years of age; and that the average age 
of all students stands at 30 years. Equal- 
ly interesting is the fact. that 54% of 
all students this year have attended 
college, that 34% hold at least one de- 
gree, and that 6% have done post-gradu- 
ate work.” 















| 


to the 
is im- 
adult 


;. The 


study 
’roper 
quire- 
study 
led as 
egiate 
cises,’ 
should 
of a 
ntinue 
Your 
irance 
study, 
te for 
reatly 
tiency 


ity of 

per- 
cation 
| call- 
Ip to 
s—for 
and 
lines. 

such 
pend- 
s not 
ibility 
even 
agent 
scious 
» who 
n ex- 
it ob- 
ourse, 
 pro- 
sition. 
econd 
cutive 
selec- 
ordi- 
lines. 
ation. 


rance 
edu- 
on a 
ervice 
dents 
x 506 
These 
iction 
rance 
only 
under 
> be- 

30% 

13% 
or 50 
e age 
qual- 
% of 
-nded 
e de- 
radu- 






June 13, 1952 























storm. 
financial Yoo, resulting, ope theft. 
Coast Coilision, expose? |) damage 


to the 


fice and 
=] ffices - - 
or by agents throughout 


Full Coverage in YOUR Territory! 


Marine Office advertising — vital, interest- 
ing, compelling—is appearing throughout 
your territory, right now ... It is being 
carried in these major yachting and boat- 
ing publications: 


e@ Sea—Western Yachting & Boating 

@ Motor Boating @ Motor Boat e Yachting 
@ Rudder @ The Chesapeake Skipper 
@ Lakeland Yachting and Motorboating 


HEN YOU campaign for profitable Marine Office—and the outstanding pro- 
Yacht Insurance business in your _ tection it offers. 


territory, you needn’t “walk alone”’ So—capitalize on this advertising support 
—you’re backed by outstanding national ad- to the greatest possible extent! Do it now 
vertising—of the Marine Office of America! —with the pleasure boat season pointing 





That means the best 
America on ALL your Ocean and 


toward its peak! Get 
your share of good, 
sound business! 


age already know of the 


Inland Marine Problems! 




















MARINE OFFICE or AMERICA 


Composed of the Following Companies: 

The American Insurance Company e American Eagle Fire Insurance Company e The Continental Insurance Company 
Fidelity-Phenix Fire Insurance Company e Firemen’s Insurance Company e Glens Falls Insurance Company 

The Hanover Fire Insurance Company 














WESTERN DEPARTMENT SOUTHERN DEPARTMENT PACIFIC DEPARTMENT NORTHWESTERN DEPARTMENT 
Insurance Exchange Building © Nat'l Bank of Commerce Bldg. ®@ 140 Sansome Street e Colman Building 
Chicago 4, Illinois New Orleans 12, Lovisiana San Francisco 4, California Seattle 4, Washington 


Offices in Principal Cities 
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Eckhouse Exhorts Agents to Take 


Greater Part in Industry Problems 


It is absolutely essential that all seg- 
ments of the insurance industry work 
together to combat common problems, 
Robert D. Eckhouse, director of adver- 
tising and public relations, Babaco Alarm 
Svstems, Inc., told a luncheon meeting 
of the Association of Local Agents of 
the City of New York at the Downtown 
Athletic Club. 

He said that New York City 
must take their place beside the 
panies on legislative and safety matters 
if they are to except fair treatment 
in return. “Even if the loss experience 
in certain lines continues to deteriorate,” 
he declared, “rate increases alone are not 
the solution. The State Insurance De- 
partment cannot continue to sanction 
higher rates and permit insurance costs 
to the public to rise without suffering 
political embarrassment. Agents, as well 
as brokers and company men, therefore, 
must be prepared to face up to the prob- 
lem realistically and actively promote 
satisfactory solutions. 

Warns N. Y. City Agents 

“New York City agents must step for- 
ward vigorously to strengthen their own 
role in the industry’s structure,” he 
warned, “otherwise they may easily be- 
come the victims of the current dilemma 
facing the industry—namely, the ques- 
tion of how to meet a bad loss situation 
without increasing rates.” 

Mr. Eckhouse, who formerly served 
both the Association of Casualty & 
Surety Companies and the National As- 
sociation of Insurance Agents in a pub- 
lic relations capacity, said that agents 
have a formidable case which they can 
develop to solidify their position in the 
insurance family, “but they must come 
forward and tell their story. 

He said: “The everyday services which 
New York City agents perform for their 
brokers and companies must be properly 
publicized, otherwise there will fi ays be 
some doubt about the value of agents’ 
services. Where agents have been active 
in loss prevention and risk improvement 
work, for example, they have unques- 
tionably performed an outstanding ser- 


agents 
com- 


vice for the insurance industry as well 
as for the public as a whole. These 
activities,” he said. “must be stepped 


up. In this way the agents will not only 


make a major contribution towards im- 
proving the loss picture, but will also 
be further emphasizing their value to 


brokers, insurance companies, and the 
public as a whole. 


“The automobile 


insurance picture in 





Revised Form Issued of 


Marine Extension Clauses 

The American Institute of Marine Un- 
derwriters has released a revised form 
of the marine extension clauses, the new 
form being dated May, 1952. The revi- 
follow changes made recently by 
the London market in their extended 
cover clauses and the new wording is 
made available for use where desired 
by assured or to meet letters of credit 
i eng ge or international competi- 
tion. The changes in the new clauses are 
in the interest of clarity and are the 
result of various questions that have 
come up during the ten year life of the 
marine extension clauses. 

Because these clauses are believed to 
more clearly state the intention of the 
cover it is felt that they will be to the 
benefit of both assured and the under- 
writers and it is hoped that in a gradual 
fashion they will eventually replace the 
marine extension clauses. 


sions 


ROBERT D. ECKHOUSE 
York City,” Mr. Eckhouse con- 
tinued, “has recently turned the spotlight 
of press and public attention on the 
entire industry, Now the subject of in- 
surance is a hot political item and agents 
must join with brokers and company 
men in taking a position on the issues 
being raised. If they do not, they will 
have no excuse if some of their preroga- 
tives are compromised during the course 
of resolving the complex problems facing 
the industry. 

“The only solution to growing public 
antagonism toward increasing insurance 
costs is greater effort on the part of all 
concerned in accident prevention, fire 
prevention and theft prevention activities. 
Insistence on proper preventive measure 


New 


to control accidents, fire and crime, 
however, must be genuine. Otherwise 
confidence is destroyed. The insurance 


industry has already done much along 
these lines,” he said, “but in New York 
City and other sensitive areas these ef- 
forts must be increased many, many 
times. Otherwise greater regulation, 
arbitrary restrictions and governmental 
control are inevitable.” 
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Commercial Physical 
Damage Rates Reduced 


IN NEW JERSEY, PENNSYLVANIA 


Local Hauling Reductions More Than 
Offset Increases in Intermediate and 
Long Distance Hauling 


The National Automobile Underwrit- 
ers Association announces automobile 
physical damage rate and rule changes 
for New Jersey and Pennsylvania, effec- 
tive June 9. They apply to commercial 
risks and no adjustments are being made 
in private passenger rates and premiums 
at this time. 

The changes for New Jersey include 
the following: 

Commercial: fire rates for local, in- 
termediate and long distance were sub- 
stantially reduced. These reductions will 
reduce premium income by approxi- 
mately 12% on comprehensive, fire and 
theft and fire and theft with miscel- 
laneous coverages added. 

Commercial collision: $50 and $100 de- 
ductible local hauling collision premiums 
were reduced by 20% with some in- 
creases in the higher priced vehicles. 
The combined effect is to reduce pre- 
mium revenue under commercial local 
collision by approximately 18%. 

Commercial intermediate hauling col- 


lision: increases in the higher priced 
units were announced which will in- 
crease the total premium revenue by 


approximately 3% 

Commercial long distance hauling col- 
lision: increases in the higher priced 
units were announced which will in- 
crease the total commercial long dis- 
tance collision revenue by approximately 
10%. 

The over-all effect on commercial col- 
lision revenue of the reduction on local 
hauling and the increases on the higher 
priced units in local, intermediate and 
long haul will be a reduction of approxi- 
mately 15%. 

Pennsylvania Changes 

For Pennsylvania the changes include 
the following: 

Commercial fire rates for local, inter- 
mediate and long distance were substan- 
tially reduced. The reductions will re- 
duce premium income by approximately 


13% on comprehensive, fire and theft 
and fire and theft with miscellaneous 
coverages added. 

Commercial collision: $50 deductible 
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NO ONE, of course. Yet the current hijack trend is to steal unprotected trucks and 


their valuable cargo when Nobody’s Lookin’. 


You see that every day in the papers. 


The answer to plain and fancy hijacking and cargo thefts is BABACO automatic burglar 
alarm protection . . . Impress that on your shipper-assureds. After all, BABACO 


doesn’t cost them a penny more than unprotected truckers 
charge. Want some interesting literature on the subject? 


Write us today! 







BABACO ALARM SYSTEMS, 
723 WASHINGTON STREET » NEW YORK 14, N.Y. 


Effective Burglar Alarm Protection in Transit by Truck Since 1931 
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local hauling collision premiums were 


reduced by approximately 15% with 
some increases in the higher priced 
vehicles. On $100 deductible the effect 


of the increases in the higher priced 
vehicles is to increase premium revenue 
by approximately 1%. The combined 
effect is to reduce premium revenue un- 
der commercial local collision by ap- 
proximately 8%. 

Commercial intermediate hauling col- 
lision: increases in the higher priced 
units were announced which will in- 
crease the total commercial intermediate 
collision revenue by approximately 3%. 

Commercial long ‘distance hauling col- 
lision: increases in the higher priced 
units were announced which will in- 
crease the total commercial long dis- 
tance hauling collision revenue by ap- 
proximately 10%. The over-all effect on 
commercial collision revenue of the re- 
duction on $50 deductible local hauling 
collision and the i increases on the higher 
priced units in local, intermediate and 
long distance hauling will be a reduction 
of approximately 3%. 


Ohio River Salvage Yields 
One Rusty Car Out of 150 


It was recently reported that only one 
car out of 150 aboard a barge that sunk 
near Golconda, IIl., last December, had 
been recovered from the Ohio River. 
The barge load of new cars was valued 
at around $300,000 

he car recovered was in bad shape, 
silted, fabrics rotted, and a Golconda 
used car dealer, Charles Towns, guessed 
it would not be worth more than $250 
as he saw it. The question is whether 
the insurance company will salvage the 
cars, or whether the Government will 
have to blow them up with explosives to 
clear the channel in low water stages. 

CG — Polley, assistant lockmaster at 
U. Dam 51, w as quoted as stating that 
the pie ernment would clear the channel 
if the insurance company did not. 

David Bidmead, special agent, marine 
department, Hartford Fire, St. Louis, 
indicated that salvage plans are rather 
indefinite. Abandonment plans have been 
considered merely as a last. resort. 

It was reported that salvaging opera- 
tions costing around $50,000 had brought 
up one car. Many cars originally on the 
barge are said to have been carried a 
couple of miles or more down stream by 
current during high river stages in the 
spring. At low water stages they may 
prove an obstacle to navigation and 
maintenance of a nine foot stage, The 
cars are Plymouths, Dodges, and De- 
Sotos. 


Keefe of GAB President 
Niagara Falls Claims Assn. 


At a recent meeting of the Niagara 
Falls, N. Y. Claims Association, Harold 
i. Keefe, and Robert E. Wilson of the 
General Adjustment Bureau, were elect- 
ed president and vice president respec- 





tively. Other officers are Andrea Sciar- 
rino, Liberty Mutual, secretary, and 
Harry Murdock, Maryland Casualty, 


treasurer. 
This group was organized two years 
ago by the claims men of Niagara Falls 


for purposes of promoting good will 
and better understanding among ad- 
justers, attorneys, doctors and garage 
dealers in the area. 


The group meets the third Thursday 
of every month for luncheon. The pro- 


gram committee arranges for guest 
speakers who have chosen topics of 
interest to the association. The turn- 


out has been gratifying. 
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Agree on Procedure for 
N. Y. Minor Drivers’ Law 


BREWSTER ADVISES COMPANIES 


National Bureau Asks Compliance With 
Pact Made With Vehicle Commis- 


sioner as to Identification Cards 


In connection with the new New York 
law which provides that a minor, whether 
a resident or non-resident of New York 
State is required to carry with him evi- 
dence of the existence of a liability in- 
surance policy of at least $10,000/$20,000 
for bodily injury and $5,000 for property 
damage, which becomes effective July 1, 

Brewster, manager of the auto- 
mobile division of the National Bureau 
of Casualty Underwriters has addressed 
a circular to all member and subscribing 
companies, with respect to administra- 
tive procedure under the new law. An 
identical letter has been sent to its mem- 
bers by the Mutual Insurance Rating 
Bureau of New York. 

In his letter, to which is attached 
copy of the new law, Br. Brewster says: 

“As the result of recent discussions 
with the New York State law enforce- 
ment agencies, an administrative pro- 
cedure has been agreed upon which is 
designed to be integrated with the prac- 
tice of companies to furnish their auto- 
mobile liability insurance policyholders 
with identification cards which give to 
the policyholder inform: ition with respect 
to the company’s claims services and 
instructions as to what to do following 
an accident. Since this is a matter of 
company policy there is very little uni- 
formity among companies as to the form 
and nature of the information appearing 
on the identification cards. Furthermore, 
it is the policy of some companies not 
to issue identification cards. 

Must Institute Procedure 

“The administrative procedure agreed 
upon to implement Section 20-a of 
the New York State Vehicle and 
Traffic Law will be adaptable in most 
cases to existing company practices 
where identification cards are issued. 
Those companies which are not issuing 
automobile insurance identification cards 
to their policyholders will be obliged to 
institute such a procedure to the extent 
necessary to comply with the implemen- 
tation machinery for Section 20-a. 

“In recognition of the fact that the 
law will become effective July 1, 1952, 
and that within the limited time remain- 
ing prior to that date an undue burden 
would be placed upon the New York 
State insurance industry to attempt to 
revise the companies’ identification cards 
for policyholders with outstanding poli- 
cies to provide appropriate identification 
cards to such policyholders in cases 
where cards have not been issued, ar- 
rangements have been made with the 
New York State policing authorities and 
the Motor Vehicle Bureau to make the 
new program operative in connection 
with new and renewal policies effective 
on or after September 1, 1952, with the 
understanding ‘that, to the extent the 
companies may reasonably apply the pro- 
gram at an earlier date, they will en- 
deav or so to do. 

“In order to recognize existing prac- 
tices of the companies, the following 
minimum requirements as to the informa- 
tion to appear on the identification card 
issued to New York State insureds are 
prescribed, with an option as to the ar- 
rangement and the exact language to be 
used: Name of the insurance company, 
name of the insured, policy number, ex- 
piration date of the policy, description 
of the automobile by year, make of car 
and motor number. 

“The administrative procedure contem- 
plates that with respect to = oper- 

(Continued on Page 4. 


Stevens Awarded Degree 
By Columbia University 


Wallace Stevens, vice president, Hart- 


ford Accident & Indemnity Co., recog- 
nized as one of the foremost living 
American poets, was awarded the hon- 
orary degree of Doctor of Letters at 
the 198th annual commencement of 
Columbia University in New York, 
June 5. 

Mr. Stevens, who is one of those rare 
people who successfully combines a 
business career with that of a poet, re- 
ceived national recognition about two 
years ago when he was awarded the 
Bollingen Prize in Poetry, one of the 
highest awards of its kind. He has been 
called “the most finished poet. of his 
age.” He writes his poems in his spare 
time, on trains or at home. He won his 
first prize of $100 with his printed poems 
in 1914. Since that time, he has pub- 
lised a number of volumes. The Colum- 
bia citation of him as Doctor of Letters 
reads: 

“Wallace Stevens—Born in Reading, 
Pa., educated at Harvard and at the 
New York Law School, practicing at- 
torney in this city and vice president 
of an insurance company in Hartford, 
this successful man of affairs has writ- 
ten some of the most distinguished 
poetry of our day; his writing is char- 
acterized not only by artistic mastery 
and finish, but by a great and liberal 
philosophy and a belief in the civilizing 
and humanizing powers of poetry, ‘the 
supreme fiction’ ; one of the few men of 
our time who has been outstanding in 
his ability to unite the two worlds of 
imagination and fact.” 


John Haley 


WALLACE STEVENS 





National Bureau’s Outing 

Good fellowship and an opportunity to 
get better acquainted with each other 
were the beneficial effects obtained from 
the Bear Mountain outing June 5 of 
350 employes of the National Bureau 
of Casualty Underwriters. Mrs. Vola 
Lambertson, receptionist, was general 
chairman of the outing committee. 

A baseball game was the afternoon 
attraction while a minstrel show on 
the boat trip back to New York was 
the evening’s highspot. Starring in the 
songs and dances were Margaret Reit- 
meier and Charlotte Day, the “end 
men”; William Bailey, interlocutor; 
Helen O’Berg, Douglas Zwilinski, and 
Raymond Shappert who dedicated his 
song to Edward Bantel and Milton 
Acker in recognition of their long serv- 
ice with the bureau. 
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Sitting on Top is 


Proud of their company, they are! 
thousand representatives of Mutual of Omaha. 
their company has again maintained its position as the largest exclusive 
health and accident company in the world. It’s because Mutual of 
Omaha has paid more than 414 million dollars in benefits . . . more 
than 55 million dollars in 1951 alone. 
has a wide and complete line of policies suited to today’s needs . . . and 
is providing coverage today to more than 214 
because Mutual of Omaha pays benefits promptly, locally, through 110 
service offices in the United States, Canada, Alaska and Hawaii. 
company to buy insurance from... 


OF OMAHA . 


The Largest Exclusive Health and Accident Company in the World 
MUTUAL BENEFIT HEALTH & ACCIDENT ASSOCIATION, OMAHA, NEBRASKA 


Great Stuff? 


That goes for more than ten 
Why? It’s because 





It’s because Mutual of Omaha 
million policyowners. It’s 


A fine 


and a fine company to SELL in- 














Bohlinger Conference 
On Tight Auto Market 


PREMIUMS SHOW 40% RISE 





Producers and Companies Concede Ex- 
istence of Problem; Profitable Basis 
Key to Free Markets 
Company executives, agents and bro- 
kers met with Insurance Superintendent 
Alfred J. Bohlinger at the New York 
Department offices in New York City 
Tuesday morning for an informal dis- 
cussion of problems of producers in 
placing automobile liability risks in the 
metropolitan area. While no decisions 
were reached, and none expected, all 
sides conceded the existence of the tight 
markets and offered views on how they 

might be relieved. 

Several executives present indicated 
that auto premiums are up about 40% 
this year, around half of this due to 
rate increases in the last 12 months and 
half due to new business. It was stated 
that rate increases alone will not solve 
the problem. The companies believe 
there will be no “free and easy market” 
again until this branch of underwriting 
is definitely upon a profitable basis. 

Company spokesmen said two adverse 
factors tended to create present difficul- 
ties of producers. One is the adverse 
loss experience on auto business and 
the other the lack of financial capacity 
among companies to take care of sub- 
stantial increases in auto premium writ 
ings. 

Among the speakers at the conference 
were Joseph A. Neumann for the New 
York State Association of Insurance 
Agents, Russell Wittpenn for the Bro- 
kers Associations Joint Council, Alex 
Goldberger for the Greater New York 
Insurance Brokers Association, J. Vic- 
tor Herd. executive vice president, 
America Fore Group; Manning W. 
Heard, vice president, Hartford Acci- 
dent & Indemnity, and president, Asso 
ciation of Casualty & Surety Compa- 
nies; George E. Peterson, vice president, 
Travelers; William FE. McKell, vice 
president, American Surety; Claude T. 
Spaulding, vice president, Aetna Casu- 
alty & Surety, and Henry E. Knoblock, 
vice president, Fireman’s Fund Indem- 
nity. 


Capt. MicGuiee + to oTa& on 
Safe Burglary on June 17 


Captain Ravmond McGuire of the 
New York Police Safe and Loft Sauad 
will give a talk on safe burglary. theft, 
robbery, and kindred subjects. in the 
hoard room of the National Board of 
Fire Underwriters, 85 John Street, at 
one o'clock on Tuesday. June 17. 

Bruce’ Bielaski, assistant eeneral 
manager of the National Board; Thomas 
G. Buckley, president of the Burglary 
and Plate Glass Association of New 
York. and Arthur C. Goerlich. dean of 
the School of Insurance of the Insur- 
ance Society of New York, have coop- 
erated in arraneing this meeting. The 
Burglary and Plate Glass Association 
has called a snecial meeting of its mem- 
bers to hear Captain McGuire 

Tools and other paraphernalia used by 
“crooks” will be shown bv Captain Mc- 
Guire, and he will explain measures 
taken to prevent or make as difficult as 
nossible any attemnt to break in to 
nrotected property. The meeting is open 
to anyone who is interested in burglary 
insurance. 


R. L. WHITE PROMOTED 
Robert L. White, who has been an 
underwriter in Continental Casualtv’s 
aviation accident and special risks de- 
nartment in New York for the’ past 
three vears, has been transferred to 


f 


Svracuse where he will be in charee of 
these lines for central New York. He is 
a graduate of Syracuse University 


KFMPER AGENCY FLECTS TWO 

D. H. Moore and J. E. Johnson have 
heen elected assistant secretaries of the 
Chicago agency of James S. Kemper & 
Co. 
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Actuaries Scan Individual H. & A. 
Trends at Chicago Meeting June 5-6 


A panel discussion on_ individual 
health and accident insurance was one 


of the features of the spring meeting 
June 5-6 of Society of Actuaries, held 
at Edgewater Beach Hotel, Chicago. 


John H. Miller, vice president and actu- 
ary of Monarch Life of Springfield, was 
chairman of the panel and outlined the 
more significant historical facts and 
trends in the development of individual 
H. & A. or Other panel partici- 
pants were J. E. Taylor, National Life 
& Accident; i R. Roberts, € “onnecticut 
General Life; H. R. Lawson, Massa- 
chusetts Protective Association; R. F. 
Killion, Metropolitan Life; M. D. Mil- 
ler, Equitable Life Assurance Society, 





and Arthur W. Larsen, United Benefit 
Life. In addition written discussions 
on H. & A. problems were presented 
by J. F. Ryan, New York Life; W. 

Mulilens, Business Men’s Assurance; E. 
M. Mac Rae, Occidental Life; S. F. Con- 
rod, Loval Protective Life, and Paul 
Thomson, Mutual Life of New York. 


Miller Sees Actuary as Important Factor 


In his introductory remarks Chairman 
Miller said that while A. & H. has 
been sold on an individual basis for 
about 50 years and on a group basis for 
25 vears, it is only within the past ten 
years that the business has attracted 
widespread attention. He thought its 
recent rapid growth has arisen chiefly 
from yepular acceptance of hospital, 
surgical and medical benefits rather 
than from expansion in weekly benefits. 

In Mr. Miller’s opinion the role of 
actuary in the development of A. & H. 
business is a very important one, and 
yet the actuarial profession has largely 
neglected the individual health and acci- 


dent business. He pointed out that as 
contrasted with life insurance, H. & A. 
as a subject for experimentation and 
research produces quick results. This is 
due not only to the high claim fre- 
quency necessarily associated with this 
type of insurance, he said, but also to 
the absence of any pronounced or ex- 
tended select period. Mr. Miller also 
pointed out: 

“Health and accident experience is 


so responsible to human motives and 
self-interest that a constantly watchful 
eye is necessary to avoid disaster. More- 
over the new emphasis on expense 
benefits has introduced an important 
third party into the insurance arrange- 
ment, namely the doctor or other pro- 
vider of service. 


J. E. Taylor and H. R. Roberts 


In a review of the types of benefits 
being currently offered by various car- 
riers, 1. E. Taylor, National Life & 

cident, stated that there are two ma- 
jor classifications of benefits—income 
replacement insurance and medical ex- 
pense benefits. Individual insurance is 
available, he said, covering hospital ex- 
penses, surgical fees, physician’s costs 
and certain other costs of medical care. 
In recent years there has been consid- 
erable experimentation with major med- 
ical expense policies. Mr. Taylor re- 
ferred briefly to the development of the 
family group policy, and also to various 





combinations of income replacement 
and medical expense ins urance which 
are offered as a package in one policy 


contract. 

R. Roberts, Connecticut 
Life, expressed the opinion that the 
purpose for which H. & A. insurance 
exists and the area in which it func- 
tions have a basic similarity to those 
of life insurance although many prac- 
tices differ. He called attention to one 
distinctive H. & A. characteristic—that 


General 


indefiniteness of the event in- 
sured against. In connection with cov- 
erages for loss of time, the existence 
of disability is often difficult to deter- 
mine and claims submitted are very 
much affected by the insured’s attitude 
which may in turn be affected by many 
things other than the pure physical 
facts, he said. 

Another characteristic lies in the in- 
volvement with multiple contingencies. 
In life insurance there is only the con- 
tingency of death. Health and accident 
insurance, said Mr. Roberts, involves 
not only "the probability of a physical 
impairment occurring, but also the prob- 
ability that digubility will result, the 
probable duration of disability and the 
probable expenses of getting well. He 
also referred to the cost of the insur- 
ance being very materially affected by 
price level changes in doctors’ and hos- 
pital charges. 


is the 


Lawson on Risk Selection 


In discussing the basic principles to 
be observed in the selection of risks 
H. R. Lawson, Massachusetts Protec- 


importance of an 
insurable interest and said that the 
amount of insurance must not exceed 
the potential loss to be insured against. 

“Tn fact, the amount of insurance should 
normally be less than the potential loss 
in order that there may be some degree 
of co-insurance.” 

He further pointed out that the char- 
acter of the person to be insured was 
an important factor affecting the under- 


tive, stressed the 
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writing experience. Sickness is not a 
clearly recognizable condition like death 
and unemployment, laziness, the temp- 
tation of easy money and outright fraud 
all have a pronounced effect on the 
claim experience. By the same token 
the character of the agent is also of the 
greatest importance since the risks pre- 


sented will to a great extent be but 
reflections of the agent who solicits 
them. 


Killion on Substandard Underwriting 


There are many difficulties to be met 
in the development of substandard un- 


derwriting under personal health and 
accident insurance. One common ap- 
proach, as stated by R. F. Killion, 


Metropolitan Life, is the use of an ex- 
clusion rider which excludes from the 
coverage losses due to existing impair- 
ments. This method is not entirely 
satisfactory, he said. While it does per- 


mit issuance of insurance to an appli- 
cant who otherwise would not be able 
to obtain any, he has a policy which 


will not cover the loss most likely to 
occur. The proper solution should prob- 
ably provide for the issuance of cover- 
age at the appropriate premium without 
an exclusion, Mr. Killion stated. The 
use of extra premiums to offer full 
coverage to a person having an existing 
or potential existing impairment has 
seen limited use, but it is being experi- 


mented with by a number of com- 
panies. 
There are important inherent diffi- 


culties in this approach because of the 
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nature of the coverage. The speaker 
asked whether it were possible, for ex- 
ample, to issue full coverage at any 
price to a person already having objec- 


tive symptoms of an acknowledged 
physical impairment. As a claimant 
this person would have considerable 


control over the frequence and duration 
of disability. 

Reference was also made to the rela- 
tionship of sales policies and claim 
administration carton to underw iting, 
The opinion was expressed that it was 
essential that the original underwriting 
be done thoroughly in order that a 
claim will not be questioned on account 
of some matter which should have been 


developed when the application was 
being considered. Agents must be 
trained to realize the importance of 


transmitting all information to the 
home office. 

An element to influence underwriting 
practice has been introduced with the 
new uniform individual accident and 
sickness policy provisions law which 
has recently been enacted in 16 states. 
Under this law for the first time indi- 
vidual health and accident policies must 
include a provision comparable to the 
incontestable clause of life insurance 
policies. This provision limits, to a 
seviad of three years following the is- 
sue of the policy, the company’s right 
to void a policy on account of material 
misrepresentation or to deny a claim 


because of the prior origin of an in- 
firmity. 
Under the great majority of policies 


in the personal H. & A. field the com- 
pany reserves the right fo refuse re- 
newal. This practice is justifiable as a 
company may be subject-to substantial 
losses from chronic or fraudulent claim- 
ants if the right to refuse renewal were 
not provided. The current trend, how- 
ever, is toward very limited use of this 
right by the companies. Companies 
having a proper appreciation of good 
policyholders’ relations refuse renewal 
only in extreme cases where that course 
of action is clearly justified. 
M. D. Miller and A. W. Larsen 

In. the discussion on morbidity ex- 
perience M. D. Miller, Equitable Life 
Assurance Society, 
measurement and analysis of morbidity 
are much more complicated processes 
and at the same time more expensive 
than in the study of life insurance mor- 
tality experience. These factors have 
tended to retard the study of morbidity 
and the development of related actuarial 
science not only in insurance but also 
in population statistics. The incidence 
of disability is affected by the disposi- 
tion of the individuals to report mor- 
bidity or fail to do so in accordance 
with their desires. The variation ac- 
cording to sex is greater in the case of 
morbidity than in the case of mortality. 
The primary mortality variable, age, 1s 
also important for H. & A., but not to 
the same extent. Occupation assumes 
more importance for health and acci- 
dent insurance. Income and geographi- 
cal location are also extremely impor- 
tant as is the economic cycle. 

The question of homogenity is a seri- 
ous stumbling block in the way of 
inter-company studies, Mr. Miller said. 
However, because of greater loss fre- 
quency a comparatively small volume 
of experience developed by an individual 
company can often give ‘significant ex- 
perience indications. 

Arthur W. Larsen, United Benefit 
Life, discussed the methods which have 
been found practical for analyzing claim 
payments and relating them to appro- 

(Continued on Page 
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[IAA Issues Revised Edition of Comparative Analysis of State DBL 





Type of Law 


Approach Used 


Types of Private 
Plans 


Limitations Upon 
Right to Establish 
Private Plans 


Benefit Payments 
Began 


Federal Unemploy- 
ment Trust Fund 
Monies Used 


Employee Contri- 
butions 


Employer Contri- 
butions Required 


Experience Rating 
of Contributions to 
State Fund 


Employers covered 


Employees Excluded 


Religious Exemptions 


How Benefits Are 
Computed 


Statutory Eligibility 
Requirements 


Minimum Weekly 
Benefits 


Maximum Weekly 
Benefits in State Plan 


Maximum Duration 
Waiting Period 
Maternity Benefits 
Duplication of Bene- 


fits With Workmen’s 
Compensation 


Effect of Continued 


Pay from Employer 
During Disability 


Benefits for Disabled 
oe Financed 
y 


NEW YORK 


Competitive between state 
fund and private plans—em- 
ployer must choose. 


Employer required to provide 
benefits —like Workmen’s 
Compensation but employees 
share cost. 


Insured and self-insured plans 
equalling or exceeding statu- 
tory requirements, and contin- 
uation of certain other exist- 
ing plans. 


None. 


Julv 1, 1950. 


None available for disability 
nefits. 


%% of first $60 of weekly 


wages. 


Balance of cost. 


The net effect of competitive 
premium rates will be sub- 
stantially the same as the re- 
sults of experience rating. 


Employers of 4 or more on 
each of 30 days in One calen- 
dar year. 


Farm laborers, day students, 
casual employees, employees 
of certain non-profit organiza- 
tions, railroad and government 
employees, and certain others. 


Christian Scientists, etc., may 
apply for exemption. 


Y, of average weekly wage, 
subject to maximum. 


Generally four consecutive 
weeks of covered employment, 
not necessarily with current 
employer. 


$10, or average weekly wage, 
whichever is less. 


$30. 


13 weeks. 

7 days for each disability. 
No. 

No. 


None if voluntarily provided 
by employer, otherwise gener- 
ally disqualifies for benefits. 


Assessments on insurance 
companies, self-insurers, state 
insurance fund and existing 
plans, without limit. Revolv- 
ing fund set up by tax of 
1/10% of wages both on em- 
ployers and employees from 


1/1/50 to 6/30/50. 


NEW JERSEY 


Competitive between state 
fund and private plans—for- 
mer automatic if latter not 
elected by employer and ma- 
jority of employees. 


Tax supported state fund pro- 
vides benefits—like Unemploy- 


ment Compensation but pri-: 


vate plans may be substituted. 


Insured and self-insured plans 
equalling or exceeding state 
fund standards, and continua- 
tion of certain other existing 
plans. 


‘None if private plan does not 
exclude any class of employees, 
otherwise like California. 


January 1, 1949. 


$50 million. 


Reduced from 344% to 4% of 
first $3,000 of annual wages 
effective 1/1/53. 


%% of first $3,000 of annual 
wages if in state plan; balance 
of cost, if any, if in private 
plan. 


Yes, employer’s share only. 


Employers of 4 or more in 20 
weeks—same as Unemploy- 
ment Compensation. 


Farm laborers, domestic serv- 
ants, students, employees of 
certain non-profit organiza- 
tions, railroad and government 
employees, and certain others. 


Christian Scientists, etc., may 
apply for exemption. 


Originally similar to Unem- 
ployment Compensation—de- 
pended upon wages in base 
year. Effective 1/1/53 34 of 
average weekly wage subject 
to maximum. 

Originally earnings in base 
year of 25 times weekly benefit 
rate in covered employment. 
Effective 1/1/53, 17 weeks of 
work in covered employment 
during base year. 


$10. 


$30. 


26 weeks. 

7 days for each disability. 
No. 

No. 


Reduces benefits if total of 
benefits and sick pay would 
otherwise exceed regular 
wages. 


State plan, which may assess 
private plans for pro rata 
share of excess of cost over in- 
terest on $50 million of initial 
fund. Assessment limited to 
02% of taxable wages. 


CALIFORNIA 


Competitive between state 
fund and private plans—for- 
mer automatic if latter not 
elected by employer or with 
his consent, and by employee. 


Tax supported state fund pro- 


- vides benefits—like Unemploy- 


ment Compensation but volun- 
tary (private) plans may be 
substituted. 


Insured and self-insured plans 
exceeding state fund stand- 
ards. 


Must not result in substantial 
“adverse selection” against 
state fund. 


December 1, 1946. 


$104 million authorized, none 
yet drawn down. 


1% of first $3,000 of annual 
wages. 


None. 


Employers of 1 or more and 
$100 payroll in any quarter— 
same as Unemployment Com- 
pensation. 


Farm laborers, domestic serv- 
ants, employees of certain 
non-profit organizations, rail- 
road and government em- 
ployees, real estate salesmen 
and certain others. 


Christian Scientists, etc., may 
apply for exemption. 


Same as Unemployment Com- 
pensation—de pends upon 
wages in base year. 


Earnings in base yéar of $300 
in covered employment, but at 
least 30 times weekly benefit 
rate if 75% earned in single 
calendar quarter. 


$10. 


$30, plus $8 per day for first 
12 days of hospital confine- 
ment. 


26 weeks. 

7 days for each disability. 
No. 

No. 


None on hospital benefits. 
Weekly benefits plus continued 
pay cannot exceed: 70% of 
weekly wage. 


State plan, Which may assess 
private plans for pro rata 
share of excess of cost over in- 
terest on $132 million of in- 
itial fund. Assessment limited 
to .03% of taxable wages. 





Actuaries Scan Trends the 


reserves 


which are 


required by 
statute and discussed acceptable bases 


RHODE ISLAND 


Monopolistic state fund—no 
private plans allowed in sub- 
stitution. 


Tax supported state fund pro- 
vides benefits—like Unemploy- 
ment Compensation. 


None. 


April 1, 1943. 


$28 million. 


1% of first $3,000 of annual 
wages. 


None. 


No. 


Employers of 4 or more in 20 
weeks—same as Unemploy- 
ment Compensation. 


Farm laborers, domestic serv- 
ants, and employees of certain 
non-profit organizations, rail- 
road and government em- 
ployees, and certain others. 


Christian Scientists, etc., may 
apply for exemption. 


Same as Unemployment Com- 
pensation—de pends upon 
wages in base year. 


Earnings in base year of $300 
in covered employment. 


$10. 


$25. 


26 weeks. 
7 days for each benefit year. 
Yes, limited to 12 weeks. 


Yes, up to a combined benefit 
of 85% of average weekly 
wage. 


None—benefits and sick pay 
may be received simultane- 
ously. 


State plan. 


Portland A. & H. Assn. 





(Continued from Page 40) 


priate units of exposure. He outlined 
four general methods which may be 
used and stated that the one most 
commonly employed was the one show- 
ing the amounts of claims incurred as 
a percentage of premiums paid or 
earned. This method is well suited to 
every type of H. & A. benefit and per- 
mits comparison of experience under 
various categories. He also referred to 





for these. 

. E. Taylor spoke briefly on the 
problems recently encountered in draft- 
ing policy forms to conform to the 


laws and regulations of the various 
states. He also referred to the Official 
Guide, purpose of which is to set a 


pattern for more uniform practices with 
respect to non-statutory basic require- 
ments, thereby expediting the policy 
approval work of supervising Insurance 
Departments. 


Elects New Officers 
The Portland (Ore.) Accident & 
Health Underwriters Association elected 
the following officers at its monthly 
luncheon meeting recently: President, 
George R. moma of Cosgrove & Co.; 
vice president, E. J. Coffey of Harry K. 
Coffey & Assasins secretary-treas- 
urer, “Harry E. Trueblood, Northwest 
A. & H. Association, reelected. 


Day Asks Higher Status 
For A. & H. Writers 


TALKS BEFORE | ILLINOIS BAR 





Considers Asking Legislation Requiring 
Companies to Maintain Minimum of 


$100,000 Policyholders’ Surplus 





Higher financial requirements for in- 
surance companies writing accident and 
health and hospitalization insurance in 
Illinois were advocated by J. Edward 
Day, Director of Insurance, in an ad- 
dress, June 5, before the 75th anniver- 
sary convention of the Illinois State 
3ar Association at Springfield. 

Mr. Day said that the State Insurance 
Department is considering requesting 
legislation which would require that, 
after a reasonable waiting period, com- 
panies should be prohibited from writ- 
ing such types of insurance in Illinois 
unless they had a minimum of $100,000 
in surplus to policyholders. 

He pointed out that some companies 
with much lower net resources are in- 
clined to be susceptible to promotional 
practices which are not in the best pub- 
lic interest. 


Public Must Be Satisfied 


“We have to be concerned with see- 
ing to it that the public is satisfied, not 
only to avoid improper exploitation of 
our citizens but because it is only 
through maintaining public satisfaction 
with commercial health insurance that 
we will be able to avoid Federal com- 
pulsory health insurance,” Mr. Day said. 

“We must continue to urge the public 
to avoid attempts to get something for 
nothing in insurance by falling for the 
exaggerated claims of fly-by-night in- 
surance salesmen or mail order adver- 
tisements. 

“In accident and health and hospitali- 
zation insurance, particular! y, we are 
discouraged to see how many people fail 
to take the prgcaution of dealing with 
agencies and’ companies which are 
known in the community and which are 
not interested just in that day’s -salés, 
but, much more so, in maintaining a 
good, long term reputation for satisfied 
customers.” 

MURPHY ON DBL AMENDMENTS 
Says Language Is Approvable by N. Y. 
Department and Must Be Filed With 
Policy Bureau in Albany 

Deputy Commissioner Joseph F. Mur- 
phy of the New York Insurance Depart- 
ment has issued a letter to all insurance 
companies licensed to write benefits un- 
der the state disability benefits law stat- 
ing that Chapter 315, Laws of 1952, 
effective March 28, eliminated the for- 
mer relief of carrier liability, as to 
disabilities commencing within the first 
four weeks after termination of covered 
employment, in the event of employment 
in non-covered employment beyond one 
day, and now continues the obligation of 
the carrier despite non-covered employ- 
ment within such four-week period of 
not more than five days. 

Mr. Murphy said that an industry 
committee working with the Workmen's 
Compensation Board has devised amend- 
ments to a number of advisory forms. 
“The language set out in these amend- 
ments,” he said, “is approvable by this 
Department. All forms and_ endorse- 
ments must be filed with and approved 
bv the policy bureau at the Albanv office 
of the New York Insurance Depart- 
ment.” 


Halley Is DISC Director 

Louis C. Halley, CLU, educational di- 
rector of Security Life & Accident Co., 
has been appointed director of the In- 


ternational Association of Accident & 
Health Underwriters’ new Disability In- 
surance Sales Course “DISC” 


Mr. Halley is director of LUTC and 
CLU classes for the Denver Life Under- 
writers. He is also director of the Den- 
ver Disability Insurance Sales Course, is 
on the staff of Denver University, and 
occupies many other civic positions. 
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N. J. Casualty Assn. 
Elects Hawkins Pres. 


P. A. S. ROGERS NOW CHAIRMAN 
Annual Outing Held at Echo Lake 
Country Club Under George 
Paul’s Chairmanship 
Dade rwriters Associa- 
aus picious sly closed 
election of 


The Casualty 
tion of New Jersey 
its 1952 spring season by 
officers on Wednesday and its annual 
outing last Friday at the Echo Lake 
Country Club, Westfield, N. J., attended 
by 82 members and guests. 

Ralph W. Hawkins, New Amsterdam 
Casualty, was elected president of the 
association at Wednesday’s luncheon 
meeting, succeeding P. A. S. Rogers, 
United States F. & G., who was elected 
chairman of the executive committee. 
Nelson Patchett, Car & General, was 
elected vice president; Thomas J. Die- 
bold, Glens iy Indemnity, treasurer, 
and George A. Paul, Fireman’s Fund In- 
demnity, Pre Noe: Joseph F. Comer- 
ford, Maryland Casualty, and John B. 
Rooney, Commercial Casualty, were 
named to the executive committee in 
addition to Mr. Rogers. 

In presenting the report of the nomi- 
nating committee John W. Young, 
London & Lancashire Indemnity, its 
chairman, explained that action had 
been deferred on the status of John J. 
Ward, Royal-Liverpool Insurance Group, 
as an officer of the association. He has 
served in the past year as secretary but 
has been sick for the past few months. 
Because of his illness and undetermined 
return to the office the association de- 
cided to wait until next year to move 
him up to a higher position in the or- 
ganization. 


N. J. Dept. Officials Outing Guests 


guests at its outing the 
Association en- 
officials of New 
Banking & In- 


Johnson, Deputy 


As special 
Casualty Underwriters 
tertained the following 
Jersey Department of 
surance: Benjamin B. 
Commissioner; Walter J. Snediker 

license division; Bernard Hamil- 
sig ial Deputy Commissioner and 
manag Compensation Rating & In- 
spection ae reau of New Jersey, and 
George Kk assistant manager of that 
haton. Twe » retired casualty men— 
Ernest K. Babbage, Bankers Indemnity, 
and William T. Haynes, New Amster- 
dam a were also welcome guests. 
George A. Paul, Fireman’s Fund Indem- 
nity, chair man of the outing, did a fine 
job with the support of a committee of 
seven. Ernest E. El Travelers, 
awarded the golf prizes at dinnertime 
and surprised even his best friends by 
his 7 - in felicitations and repartee. 
Pid Ro United States F. & G., 
as set n0t extended the welcome at 
the dinner and presided. 


The Golf Winners and Prize Donors 


chief, 
ton, 





gers, 


rhe fine weather and perfect greens 
at the club made the outing day a fine 
one for golf, and 40 underwriters and 
their guests participated in the tour- 
nament. Prizes were donated by the 
following inspection and reporting agen- 
cies: Hooper- fidines Bureau, Inc., New- 
ark Inspection Bureau, O’Hanlon Re- 
ports, Inc., Retail Credit Co., Service 
Review, Inc. and Sutton Reports. 

Winners in the best shooting at three 


blind holes were (1) Thomas E. Smith, 
Travelers, and (2) William Lieb, Loy- 
alty Group. 

William A. Sadler, Century Indem- 


captured the raffle prize and M. J. 
Gimber, Fidelity & Deposit, won the 
“golf” prize awarded by Echo Country 
‘lub’s professional. 

The following were winners in the 
kicker’s handicap event: Lawrence H. 
McDonald, Employers’ Liability; Rich- 
ard Coolidge, Aetna Casualty & Surety; 
William Rogers, Loyalty Group, and 
Charles R. Jameson, Aetna Casualty & 
Surety. 

Door prize ye included the fol 
Callahan and Ralph W. 
Amsterdam Casualty; 
Zurich; Edwin M. 
N. A; Herbert 


nity, 


( 


lowing: John 

Hawkins, New 
Robert V. Branion, 
Charles, Indemnity of 


New Buffalo, N. Y., Agency 
Niagara National, Inc., 
a general insurance agency at 700 Main 
Street, Buffalo, N. Y., is announced. 
President of the new 
Johnston, has 
the insurance business for about 
years. Clifford Hunt is treasurer and 
George H. Johnston, Jr., is secretary. 

Insurance companies represented by 
the new agency include Continental 
American Life, American Casualty, 
Commercial and General Accident. 

Dr. Claude Benner of Wilmington, 
Del., president of Continental American 
Life, addressed a meeting of about 50 
agents associated with the new agency 
in Buffalo. 


Formation of 


company is 
been in 
22 


George H. who 





N. Hutchinson, American Surety; J. V. 
De Cheser, O’Hanlon Reports, Inc.; 
Bernard Hamilton, Compensation Rat- 
ing & Inspection Bureau; Vincent 
Donohue, of Cronheim & Co.; Clifford 
Oakley, Aetna Casualty & Surety; Ray 
W. Clarke, American Automobile; Har- 
ry Cashell, Retail Credit; Thomas E. 
Maddams, Glens Falls Group vice presi- 


dent; Thomas J. Diebold, recently ap- 
pointed Newark manager, Glens Falls 
Indemnity, and Messrs, Babbage and 


Haynes. 


AMERICAN F. & C. MEETING 


Company Honors Royal Palm Club of 
Producers; Hays and Bradshaw 
Speak; Robb Heads Organization 

Members of the Royal Palm Club of 
the American Fire & Casualty Co., met 
in Orlando, Fla. June 4. This is the 
honor club of agents of the company. 

Charles Robb, Tampa, Fla., Royal 
Palm president for 1951- 52, called the 
meeting. J. E. Horsley, American repre- 
sentative in Miami, Fla., and 
Stephens, American representative in 
West Palm Beach, Fla., charter mem- 
bers of the Royal Palm Club in 1929 
were among those present. 

Principal speakers were Walter L. 
Hays, president, who discussed the 
present-day trend in automobile insur- 
ance, and increasing need for salesman- 
ship, and George S. Bradshaw, vice pres- 
ident and treasurer of the company. 





BLACK REELECTED CHAIRMAN 

Charles E. Black, assistant United 
States manager of the Royal-Liverpool 
Group, has been reelected chairman of 
the committee on losses and adjust- 
ments of the New York Board of Fire 
Underwriters. He is also a_ director 
of the board. Gilbert L. Scott, secretary 
of the North British Group, continues 
as vice chairman of the committee. 
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Preserving customers, we mean—like peaches, plums and 


There is a better way—legal, too. Protect income and, 
you preserve clients. 
Employes guaranteed a weekly income through a Zurich 
Group Disability Program are 
steady customers—stable prospects 
for a// lines of insurance. 

Their bills—your premiums— 


get paid. 


Zurich General Accident and Liability Insurance Company, Ltd. 
American Guarantee and Liability Insurance Company 
135 S. LA SALLE ST., CHICAGO 3, 
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Streiff General Auditor 
Of Fireman’s Fund Group 


John R. Streiff has been named gen- 
eral auditor of Fireman’s Fund and its 
affiliates, it is announced by Edward 
V. Mills, vice president and controller. 
Mr. Streiff will have supervision over 
all resident auditors in the regional 
offices of Fireman’s Fund. He succeeds 
Richard F. Tharp who has assumed 
broader responsibilities with Fireman’s 
Fund. 

Mr. Streiff is a certified public ac- 
countant in California. He has been 
associated with John F. Forbes & Co. 
as a senior accountant since 1946, 


Agree on Procedure 


(Continued from Page 39) 


ators who use only the family car, the 
identification card should be issued in 
the name of the adult-owner, as insured, 
and that card, along with the vehicle’s 
registration certificate in the same name, 
will be accepted by policing officers when 
presented by the minor operator while 
using the household car since the minor 
operator is an additional insured under 
the adult-owner’s policy. If such a minor 
operator is insured for drive other car 
coverage by means of an endorsement 
to the adult-owner’s policy, two cards 
should be issued: one in the name of the 
adult-owner and the other in the name 
of the minor operator, both cards to 
bear the same policy number, i.e., the 
number of the adult-owner’s policy. 

“Where the minor is the owner and 
the named insured, the identification 
card will bear his name. The policing 
officer will be able to compare such 
identification with the minor’s registra- 
tion certificate for the owned car. If the 
policing officer should examine the mi- 
nor’s credentials while the minor is oper- 
ating a non-owned automobile, the iden- 
tification card in the name of ithe minor 
will be honored by the policing officer 
because of the “Use of Other Automo- 
biles” Insuring Agreement contained in 
the Standard Provisions Policy Form. 
If the insurance policy for the minor 
is written in the name of a non-owner, 
the coverage being afforded under such 
operator’s form, the identification card 
should bear the name of the minor as 
the insured. 


Provisions of Law 

“Section 20-a of the New York State 
Vehicle and Traffic Law provides that 
the policy to which reference is made 
therein ‘shall be in at least the amount 
of ten thousand dollars because of bodily 
injury to or death of one person in any 
one accident, and, subject to said limit 
for one person, in at least the amount 
of twenty thousand dollars because of 
bodily injury or death of two or more 
persons in any one accident and in at 
least the amount of five thousand dollars 
because of injury to or destruction of 
property of others in any one accident. 
This requirement will be met through 
the procedure of limiting the issuance 
of identification cards for the implemen- 
tation of Section 20-a to insureds who 


carry limits of liability not less than 
10/20 bodily injury and 5,000 property 
damage. 

“In connection with the foregoing 


limitation placed upon the issuance of 
identification cards, agreement has been 
reached with the Commissioner of Mo- 
tor Vehicles of New York State that 
the companies, either individually or 
through their representation in rating 
organizations or associations, will go on 
record with the Commissioner that iden- 
tification cards for the implementation 
of Section 20-a will not be issued to New 
York resident automobile policyholders 
unless such policyholders purchase the 
minimum limits of liability prescribed 
in Section 20-a of the law. To this end, 
you are hereby requested to furnish this 
bureau with a statement to th at effect 
so that we may advise the Honorable 
James R. Macduff, Commissioner of 
Motor Vehicles of the State of New York 
that the members and subscribers of this 
bureau will cooperate in this respect.” 
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Aetna Elects Carter as 
Western Dep’t Manager 


TWO OTHER OFFICERS NAMED 








Kiefer Made Secretary and Transferred 
to Hartford; Anderson, Assistant 
Secretary; Other Changes Made 





Directors of the Aetna Insurance Co. 
at their regular monthly meeting, June 
2, approved the appointment of Rush 
W. Carter as manager of the companies’ 
western department at Chicago, suc- 
ceeding Harry M. Mountain, who will 
be transferred to Hartford, July 1, to 
assume administrative duties in charge 
of the overall casualty operations of the 
group. Mr. Carter has been assistant 
manager of the Aetna and its fire com- 
pany subsidiaries at Chicago since 1941. 
Two new officials were also elected by 
the board and the appointment of two 
new assistant managers at Chicago was 
confirmed. 

Harold B. Kiefer, who has been mana- 
ger of the casualty operations at Chi- 
cago since 1945, was elected secretary 
of all companies of the group. He will 
be transferred to Hartford as of July 1 
to succeed Frank S. Becker, Jr., who 
will retire to engage in private financial 
business in New York. Mr. Kiefer is 
a native of New York City and entered 
the insurance business in 1920. He went 
to Chicago from the Boston claim divi- 
sion of the company which he had man- 
aged for several years. He had also been 
igs id - the claim division at New- 
ark, Te 

Other Elections and Promotions 

Ragnar E. Anderson, chief accountant 
of the casualty department, was elected 
assistant secretary. L. H. Stoehr and F. 
M. Jackson were promoted from gen- 
eral agents to assistant managers of the 
fire companies at Chicago, and Frank 
D. Whipple, casualty field manager at 
Atlanta, has been transferred to Chi- 
cago to succeed Mr. Kiefer. 

Mr. Anderson is a native of Hart- 
ford and came to the Aetna in 1926 in 
the accounts department. He was grad- 
uated from Hartford Public High School 
and was bookkeeper for the Jewell Belt- 
ing Co. for three years before joining 
the Aetna. 

Mr. Stoehr is a native of Iowa and 
joined the Aetna in Chicago in 1940 
as an assistant examiner. Mr. Jackson 
is a native of Illinois and has been with 
the Aetna since 1925 as an assistant ex- 
aminer in the Farm Department at Chi- 
cago. He was made a special agent in 
1937 and spent nine years in the Ne- 
braska field. 

Mr. Whipple is a native of Massachu- 
setts and has been employed bv the 
Aetna since 1931, starting in the Boston 
office. He later became an adjuster, a 
claim manager, and in 1945 was made 
special agent and transferred to Wis- 
consin. In 1950 he was sent to Atlanta 
as field manager of the casualty division. 


Kirk Collins Named to 
Safety Engineering Post 


Kirk Collins has been named super- 
intendent of engineering and safety in 
the Fireman’s Fund Group in San Fran- 
cisco. He takes this post with a back- 
ground of extensive safety engineering 
and accident prevention work. This in- 
cludes two years as assistant educational 
director, accident prevention department, 
Association of Casualty & Surety Cos.; 
safety work for the Shell Development 
Co.; National Safety Council activity as 
industrial field representative, and the 
post of assistant coordinator of traffic 
safety education in the California State 
Department of Motor Vehicles. A grad- 
uate of University of California, he ma- 
jored there in safety education. 


PRINTS NEW COMP. PAMPHLETS 

The Association of Casualty & Surety 
Companies announces the publication of 
revised compilations of workmen’s com- 
pensation laws of Idaho and Kansas. 
Many recent important amendments in 
the states’ laws are embraced in the new 
editions. 


CALL HEADS SURVEY GROUP 





Committee Named to Probe Status and 
Availability of Voluntary Health 
Insurance in California 
Asa V. Call, president, Pacific Mutual 
Life, has been named chairman of a 
special committee appointed by the Cali- 
fornia State Chamber of Commerce for 
the purpose of developing a comprehen- 
sive survey of the status and availability 

of voluntary health insurance. 
The study will determine how many 
Californians are insured under privately 


financed voluntary health insurance and 
what protection their coverage affords. 
Serving as technical advisory chairman 
is Ralph J. Walker, group vice president 
of Pacific Mutual. Members of the 
medical profession and state officials are 
participating. 

Questionnaires will be sent to insur- 
ance companies, hospital and medical 
service organizations and fraternals of- 
fering prepaid medical insurance in 
California, designed to develop facts as 
to what protection is available to 
workers and their families. 


James A. Murphy Now With 
Mosler Safe Co. in N. Y. 


James A. Murphy, who did an out- 
standing job as president of the Burglary 
& Glass Insurance Club of New York 
a few years ago being connected at the 
time with Manufacturers Casualty in 
New York as burglary department man- 
ager, is now with the Mosler Safe Co. 


Mr. Murphy’s burglary insurance 
career began 26 years ago. 
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Adequate insurance protection is one of industry’s best 


defenses against costly delays and unexpected hazards. 


Bonds guaranteeing bids, construction and supply 


contracts all play an important part in the defense 


For more than sixty years the United States Guarantee 
Company has specialized in this type of protection, 


both in times of peace and national emergency. 
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Carrol M. Shanks, president of The Prudential, receives National Safety Council 
Public Interest Award from Fred L. Barrows, executive vice president of the 


organization’s New Jersey unit (left). 


Frederick H. Groel, 


vice president and 


secretary of Prudential looks on. 


In recognition of its contribution to 
safety education and accident prevention 
The 


received 


work, among the general public, 


Prudential Insurance Co. has 

the National Safety Council’s Public In- 

terest Award for 1951. 
Presentation was made by Fred L. 


arrows, executive vice president of the 


New Jersey Safety Council on behalf of 
the national organization. The award, 
in the form of a certificate, was ac- 


Carrol M. Shanks, president 
in a brief ceremony 
headquarters in 


cepted by 
of the Prudential, 
in the company’s 
Newark. 

According to the citation, Prudential’s 
award was based on the safety educa- 
tion which was periodically featured on 
the company’s daily Jack Berch radio 
program, as well as on various articles 
appearing in its house organs and a 
number of folders which have been 
widely distributed among the public. 





Travelers Promotes Smith 


To Staff at Home Office 





McCLUNG SMITH 


Vice President Harold A. McKay of 
the casualty, fidelity and surety agency 
department of the Travelers announces 
the promotion of McClung Smith to the 
home office staff and his appointment 
as assistant superintendent of agencies, 
casualty, fidelity and surety agency de- 
partment. 

Mr. Smith became associated with the 
Travelers in 1940 when he was appointed 
assistant manager, fidelity and surety 
lines, in Kansas City, Mo. In 1943 he 
was appointed assist ant manager at the 
Chicago office. 

His previous experience has been in 
the bond and sales promotional depart- 


ments of a large insurance agency. Mr. 
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Keech and MeNairy Are 
Advanced by Glens Falls 


BOTH IN CLAIMS DEPARTMENT 





Former Supervises First Party Claims 
Division, Latter Heads Third Party 
Claims Division 





The Glens Falls Group of Insurance 
Cos. announces two promotions in its 
home office claims department. Frank 
B. Keech has been assigned the title 
of supervisor of the first party claims 
division and John E. McNairy has been 


named supervisor of the third party 
claims division, including automobile 
physical damage. 

Mr. Keech is a native of Baltimore. 


After completing his high school educa- 
tion, he was graduated from Loyola 
College and the University of Maryland 
Law School. He first became associated 
with the Glens Falls Indemnity Co. in 
1941 when he joined the staff of the 
company’s Washington, D. C., claims 
office. Later that year he was trans- 
ferred to the home office. During the 
past year he was placed in charge of 


A vwutanccannisne eee Ss 


ACCIDENT ano HEALTH insurance 


Group and D.B.L. 
Association 

Individual and Family 
Disability Income 
Hospitalization 
Surgical—Medical 


BLAND AND DAENZER’ SPEAK 

Herbert R. Bland, superintendent, 
Aetna plan department, Hartford branch 
office, Aetna Casualty & Surety Co., and 
Bernard J. Daenzer, assistant secretary 
and superintendent of agencies, Secur- 
ity-Connecticut Cos., discussed “Modern 
Merchandising Methods” at the monthly 
dinner June 10 of the Connecticut Chap- 
ter of the Society of Chartered Property 
& Casualty Underwriters, at Newing- 
ton, Conn, 





served in the United States Navy during 


World War II. 
Is Graduate of Duke 


Mr. McNairy is a native of North 
Carolina. He received a portion of his 
education at Wake Forest College and 
later was graduated from Duke Univer- 
sity. He joined Glens Falls Indemnity 
in 1942 as a claims manager in Colum- 
bia, S. C. Three years later he was 
transferred to the company’s Washing- 
ton, D. C., claims office where he also 
served as ‘claims manager. He was as- 
signed to the home office in 1949 as an 
examiner in the automobile claims de- 
































Smith is a native of Chicago where the handling of accident and health, partment. In his new position, he will 
he attended Northwestern. University Durelary,. glass, inland marine and fi- “have supervision of all automobile, 
and the John Marshall Law School. y delity bond claims as well as surety workmen’s compensation and miscellan- 
: 2 claims other than contract. Mr. Keech  eous liabilitv claims. 
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Massachusetts 


Mutual 


Leaders 


Club At Quebec 








First Group: Mr. and Mrs. Leslie V. Manchester; Mr. and Mrs. Paul L. Paulsen; Mr. and Mrs. Winfred A. Kloter, James A. Walsh, all of Hartford. Second Group: 
Philadelphia Agency, front row: Allen B. Coffman, Gordon S. Miller, Robert L. Hoffman; back row: Charles H. Hall, C. Brewster Grace, Jr., CLU. Third Picture: Group 


from Mattoon Agency. 


Vice President Schaaff Sees Leaders 
Exceeding Last Year’s Record Volume 


Stressing the fact, that an agent often 
has to be his own advertising and pro- 
motion manager, Vice President Charles 
H. Schaaff told the Leaders Club of 
Massachusetts Mutual Life at Quebec, 
that “It is fitting and proper to let 
people know in a tactful and intelligent 
way what you are doing, how well you 
are doing, and even sometimes just how 
good you are! In other words, you have 
to crow a little.” 

Mr. Schaaff congratulated the mem- 
bers of the Leaders Club on their fine 
record and hard work to attain a posi- 
tion as a leader in the company. “Have 
you ever stopped to think,” Mr. Schaaff 
asked, “why you see the same names in 
the top ten or so in any company or 
any agency month after month? It is 
just a small difference in technique and 
a large difference in desire or determina- 
tion, because life isn’t made up of one 
big effort but many little efforts from 
day to day which eventually count for 
big success.” 


Many New Benefits Added 


In paying tribute to the group he said, 
“c . 

Congratulations and thanks for your 
fine performance last year which set a 
new all-time record with delivered vol- 
ume of $316,000,000, including annuities, 
which is $12 million more than the best 





Left to Right: Proctor Smith, Spokane; 
Kalmbach; Harlan Cavender, Seattle; Harry R. Van Cleve, 


previous year in the company’s 101 
years.” 

Mr. Schaaff pointed out that in the 
last 52 months, the Massachusetts Mu- 
tual has announced 90 liberalizations or 
new benefits, an average of about one 
every two and one-half weeks. He stated 
that the company strove to provide the 
very best in policy contracts, underwrit- 
ing, sales assistance, service, net cost, and 
compensation. 

“But remember,” he pointed out, “that 
these liberalizations and greater benefits 
cost money, and we have to consider the 
over-all welfare of the company and its 
policyholders. I have always firmly be- 
lieved that our men in the field, with 
very few exceptions, are as vitally in- 
terested in the success of the company 
as anyone in the home office, You have 
a large personal stake in it. Most of you 
are substantial policyholders. Your fami- 
lies, friends, and clients have put their 
trust in you and in us. Your job depends 
on the company’s competitive position 
and welfare. And finally, a large part of 
your savings and future security are 
represented by your vested equities.” 

He continued, “You are the leaders 
in the field, and leadership imposes cer- 
tain obligations and responsibilities. You 
can help the company and yourself by 
supporting our position and assisting 
your less successful associates to under- 


stand our company attitudes and ob- 
jectives.” 
Some of Company’s Obejectives 

Mr. Schaaff listed the company’s ob- 
jectives as: 

1. to offer the most, liberal policy- 
holders’ contract at low cost, which 
means the best overall value, and the 
very best in service; 

2. to offer the best sales assistance 
and service to the field representatives 
with adequate and proper compensation 
for the job accomplished; 

3. to continue to build a well-qualified, 
well-trained, loyal force of full-time 
career salesmen; 

4. to foster the much-quoted “friendly 
attitude” between home office and field, 
general agents and associates, and com- 
pany and policyholders; 

5. and efficient and economical home 
office operations and management that 
is conservative in policy but progressive 
in outlook. 

Mr. Schaaff concluded, “We don’t care 
about being the biggest, but we do ex- 
pect. to hold our position as the best 
company in the great business of life 
insurance. We believe most optimistically 
in the future of our country, of our 
business, and of our great company. I 
personally believe that we have the best 
opportunity today that we have had at 
any time in my business experience. We 
believe in our objectives, both short- 
term and long-term, and in a healthy 
growth in our annual production and in 
our insurance in force. We are confident 
that we will exceed our Ordinary pro- 
duction goal of $310,000,000 in 1952 and 
make this the best year in our com- 
pany’s history.” 


Devotees of the Divot-Digging Pastime 


President Kalmbach 


(Continued from Page 7) 


company that is making better than 
average progress is a real inspiration. 
“T hope you will keep in mind the 
points I have just mentioned when you 
observe our strong efforts to encourage 
increased manpower and an increasing 
volume of new business. And J trust you 
will have confidence that the sales and 
manpower promotional activities of the 
home office have been carefully thought 
out and are based upon sound objectives. 


Plans for Group Insurance 


“Another company objective, upon 
which I feel sure we will all agree, is 
the further development of our Group 
Insurance Department. I am convinced 
that, over the years, our Group insurance 
operations will increase the prestige of 
the company and will provide a very 
valuable additional opportunity for serv- 
ice and a profitable source of income 
for a large number of our representa- 
tives. I think we are now making very 
satisfactory progress, both in controlling 
our Group insurance expenses and in 
building up a Group organization which, 
with your help, can be expected to de- 
velop a satisfactory and adequate volume 
of Group business in the years ahead. 


Aim at Quality Agency Force 


“Another objective, for which I be- 
lieve the company should constantly 
strive, is to maintain the best qualified 
agency force in the country. Quality 


(Continued on Page 46) 


Ralph O. Mortimore, San Francisco; Barry B. Stephens, Los Angeles; Francis W. Ryan, Detroit; President Leland J. 
CLU, Los Angeles; James W. Ensminger, Chicago-Jordan; Kenneth W. Perry, CLU, Home Office; Earl 


C. Jordan, Chicago; Arthur Q. Faulkner, Home Office. Seated: Franklin C. Comins, CLU, Flint; Sol Jacobson, Utica; Fred H. White, CLU, Buffalo. Standing: 
George P. Mahler, CLU, Newark; Robert M. Saville, Newark. 
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business comes only from quality under- 
writers, and a superior field force is 
the company’s guarantee that it will al- 
ways receive the kind of business which 
will give over-all favorable experience 
and make it possible for us to maintain 
a satisfactory competitive position. 

“The quality of the new business 
which we have received in recent years 
is evidence of the high quality of our 
present field force. The lapse and mor- 
tality rates have been consistently favor- 
able, the average premium has been 
among the highest in the industry, and 
the average size policy, excluding Pen- 
sion Trust business, has been increasing 
year by year since 1935. 

Average Policy $7,730 

“You will be interested in knowing 
that, excluding Pension Trust business, 
our average size new policy in 1951 was 
$7,730, the highest in the company’s his- 
tory. It was surprising as well as dis- 


Father and Son 


J. Hawley Wilson and 
J. Hawley Wilson, Jr. 
Oklahoma City 


turbing to find that, by including new 
Pension Trust business, the average size 
new policy was reduced to $6,658—in 
other words, our Pension Trust business 
in 1951 reduced the average size of all 
new policies by more than $1,000, which 
is evidence of one of the problems re- 
lating to this class of business. 

“As you know, policies on Term plans 
average much ‘higher than those on 
permanent plans. Therefore, it is es- 
pecially gratifying that the very favor- 
able average size of new policies in 1951 





Taking a Moment Out 





PRESIDENT LELAND J. KALMBACH 


was obtained in spite of the fact that 
the percentage of Term business issued 
last year was at a relatively low level— 
in fact, the lowest since the year 1947. 

“From the points I have just men- 
tioned, I think it is evident that the 
qu: lity of our field force cannot be 
questioned, and I know you will agree 


we should strive to see that the present 


high quality is maintained at all times. 

“There are, of course, many other 
important company objectives, but I feel 
that the three I have discussed are 
perhaps of special interest to you leaders 
of our field representatives.’ 

ee of Management 

Turning t “obligations and responsi- 
bilities of tite President Kalm- 
bach said: 

"OF primary importance is the respon- 
sibility of management to take every 
necessary step to insure that the com- 
pany continues in such sound financial 
condition that there can never be any 
doubt as to its ability to meet its ob- 
ligations. The chief purpose of any life 
insurance company is to furnish finan- 
cially sound insurance and retirement 
programs, and that objective must come 
first. 

“Our financial management is in the 
hands of a competent home office or- 
ganization, working under the advice and 
approval of the executive committee of 
the board, which is exercising each week 


the most conscientious and alert supervi- 
sion of our financial operations. 

“It is also the responsibility of man- 
agement to conduct the affairs of the 
company in such a manner that the 
net cost to our policyholders shall con- 
tinue at a favorable level in relation to 
the net costs of other companies of our 
class. Furthermore, this obligation to 
our policyholders must be met without 
sacrificing the quality and character of 
the service rendered. At the present 
time, our competitive net costs and our 
superior contracts and service speak for 
themselves. We shall strive at all times 
to maintain an efficient and economical 
home office operation, but, as I have 
already pointed out, the continuation of 
satisfactory unit costs will depend in 
large part upon a continuing flow of a 
favorable volume of new business of 
high quality. 

“Another responsibility of home of- 
fice management is to see that the 
business of the company is so conducted 
that all of its personnel receive fair 
treatment and merited rewards, and that 
no serious frictions develop within the 
organization. The friendly cooperation 
and harmony that exists among the mem- 
bers of our Massachusetts Mutual fam- 
ily must be maintained in order to 
insure smooth and steady progress under 


(Continued on Page 48) 
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Dame des Victories Church. 


front of Chateau Frontenac; Inside Notre 


WHO’S WHO ON 
OPPOSITE PAGE 


Top Row: Mr. and Mrs. Fred White, 
Buffalo; Mr. and Mrs. C. Lowell Mc- 
home office; Mr. and Mrs. 
Francis W. Ryan, Detroit; Mr. and 
Mrs. Frank W. Howland, Detroit; Mr. 
and Mrs. William B. Moody, Denver. 


Second Row: Douglas N. Ellis, home 
office; Robert Gardner, Wichita; Robert 
L. Woods, CLU, Los Angeles; John W. 
Yates, Los Angeles; Second Vice Presi- 
dent Wrayburn M. Benton; Richard J. 
Katz, Rochester, N. Y.; Lawrence E. 
Simon, New York City; Jewell W. Ty- 
son, Richmond; Daniel Auslander, New 
York City; John F. Handy, 
counsel; Charles H. Schaaff, vice presi- 
dent; Frank W. Howland, Detroit. 


Third Row: Mr. and Mrs. Nathan 
Bienstock, New York City; John W. 
Day, Jr., Topeka; James R. Martin, home 
office; Dean S. Kirk, Topeka; Gerald F. 
Hayes, Topeka; Fred T. Googins, Jr., 
Charles G. Hill and Burton L. O’Neil, 
home office Group department officials; 
President Leland J. Kalmbach, Earl C. 
Jordan, Chicago. 


Fourth Row: John E. Mann, Albany; 
Frank L. Meeske, home office; Forrest 
F. Crane, Kansas City; Fred A. Dit- 
marrs, Newark; Tracy W. Evans and 
Harry C. 
Copeland, Syracuse; Chester O. Fischer, 


Pherson, 


general 


Maurice Evans, Cincinnati; 
vice president; Robert W. Ingram, At- 
lanta; Michael Marchese, 
president and underwriting secretary; 


Donald C. Keane, New York City. 


Fifth Row: Robert W. and Olaf John- 
son, Fargo, N. D.; Herbert A. Schwandt, 
Omaha; Ned G. Patrick, CLU, Omaha; 
Vice President Richard C. Guest; Car- 
CLU, Omaha; W. L. 
“Bill” Hadley, The Eastern Under- 
writer; Ernest J. Carlson, Arthur Q. 
Faulkner, home office; Chester R. Jones, 
Washington, D. C. 


second vice 


roll Eisenhart, 


Bottom Row: Benjamin Chereskin and 
Jacob Fluss, Brooklyn; Ralph Loewen- 
berg, N. Y.; E. W. Gale, Wilkes-Barre; 
Robert W. Ingram, Atlanta; Leslie V. 
Manchester, Hartford; Walter Van der 
Wolk, and C. Stanley Barre, Springfield; 
William R. Smith, Akron; William J. 
Clark, home office. 


Golf Tournament Winners 


Proctor Smith, Spokane, was low net 
winner of the golf tournament held in 
conjunction with the Leaders Club con- 
vention of Massachusetts Mutual Agents 
Association. The tournament was held at 
the Royal Quebec Golf Club. Mr. Smith 
had a low net score of 69. Second was 
Howard B, Miller with a net of 70. The 
winner of the kickers handicap was 
reg A. Hitson, CLU, at Tulsa with 
a net 
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pleasant conditions for all of us. The 
atmosphere in which we work is created 
by the combined attitudes of all of us, 
and each of us has his own individual 
responsibility in our efforts to maintain 
satisfactory relationships. 
Maintaining Efficient Manpower 
very important responsi- 
nent is to maintain ade- 
ient manpower, both in 
> and in the field. 
office must be properly 
e adequate service now 
and in the future. We are continuously 
striving to develop among our entire 
staff a thorough and sympathetic under- 
standing of over-all management prob- 
lems, and a keener consciousness of the 
important part their ypere ations plz Ly in 
the well-being and efficiency of the com- 
pany as a whole. 
“The manpower program of our Agen- 
cy Department is evidence of our efforts 
to build up an adequate and competent 
field force. We think that program is 
going ae quite satisfactorily, but we 
fee] strongly that we cannot relax for a 
moment in this — program. Our 
training program has been brought to a 
very high level, and its continued use 
should enable our field force to remain 
in the front line of professionally trained 
life insurance advisers.” 
Contribution of the Feld Force 

How the field representative contrib- 
utes to the joint enterprise was next dis- 
cussed by President Kalmbach. 

“T have often said that the successful 
career life underwriter should be very 
proud of his vocation and happy in his 


work,” continued Mr. Kalmbach. “He 


“Finally, a 
bility of man 
quate and 
the home off 

“The home 
manned to provid 
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Mr. and Mrs. William W. Sullivan, Cincinnati; Mr. and Mrs. Gor- 
Bottom Row: Mr. and Mrs. Roderick Pirnie, Provi- 
dence; Kenney E. Williamson, Peoria, and Mrs. George Steinbach, home office. 
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Top Row: Mr. and Mrs. George W. Steinbach, home office; Vice President and Mrs. Chester O. Fischer; Second Vice 


President and Mrs. Michael Marchese. 


Leaders 


typifies individual enterprise and _initi- 
ative and, subject only to the necessary 
terms and conditions specified in his con- 
tract, he conducts his own business. He 
has control of his own time and activi- 
ties ,and also of his own income, which, 
in the case of our company, compares 
very favorably with the average incomes 
of other businesses and_ professions. 
For example, in 1951, our full-time rep- 
resentatives with over four years of 
service, had an average income of $10,- 
397, and the average for our 100 top 
producers was $16,856. 

“The great bulk of the billions of dol- 
lars of life insurance now in force has 
been sold through the initiative of men 
and women who, like you, have operated 
as independent contractors, free to solicit 
and sell largely where and as_ they 
pleased. 

Sales Promotion and Training 

“It is true that the growing com- 
plexity of the life insurance industry 
and changing competitive conditions 
have made it necessary for our home 
office to assume increasing responsibili- 
ties for sales promotion, and to devote 
a substantial amount of time and 
money in the preparation of training and 
sales materials for our representatives. 
We have also found it advisable to sub- 
sidize rather heavily the training and 
sales activities in our agencies. I feel 
that these activities and contributions 
by the home office are profitable invest- 
ments for the company, paying dividends 
in terms of increased volume and im- 
proved quality of production. 

“It is important, however, for all of 
us to keep in mind that the relationship 
between our home office and our field 
representatives is vitally different from 
the traditional relationship between em- 
ployer and employe. It is a freer rela- 
tionship. It is more challenging to 
personal initiative and more conducive to 
freedom of enterprise. We in the home 
office sincerely hope that the benefits of 
our present type of agency operation will 
continue to flourish in an atmosphere 
of mutual understanding, cheerfully ac- 
cepted responsibilities, and happy co- 
operation. 


i, 
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Morden, home office; Dr. and Mrs. Howard B. Brown, home office. 
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Gracious Receptionists 


Mrs. Gamble and Seneca M. Gamble 
Advertising Manager 


“You can feel proud of the contribu- 
tion that life underwriters are making 
to the national economy. By encourag- 
ing thrift, they have helped build up 
billions of dollars of institutional sav- 
ings, which today represent the largest 
single reservoir of private capital avail- 
able for financing the needs of business 
—both large and small. Also, the bil- 
lions of dollars that have been set aside 
for the purchase of life insurance be- 
cause of the efforts of life underwriters, 
have been kept out of the market for 

(Continued on Page 49) 


Bottom Row: Vice President and Mrs. Richard C. Guest; Dr. and Mrs. J. R. 
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The Eastern 


the current purchase of goods, thus 
greatly reducing inflationary pressures 
during this critical period. 

“From the organization of the Massa- 


Mutual 


E: SS. HADLEY 


Underwriter 


chusetts Mutual through the year 1951, 
our policyholders deposited with the 
company $2 billion, 420 million in pre- 
mium payments; we have paid to our 


Top Row: Donald C. Keane, New York City; Maurice H. Chandler, John W. 
Yates, both of Los Angeles; F. J. Van Stralen, San Francisco. Bottom Row: Harry 
I. Davis, Atlanta; Daniel Auslander, New York City; Chester R. Jones, Washing- 
ton, D. C.; W. Herndon Lackey and Charles R. Warren, Oklahoma City. 
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Club At 


policyholders and their beneficiaries, or 
are now holding in trust for their bene- 
fit, $2 billion, 645 million, or $225 mil- 
lion more than we have received in 
premiums; and, in addition, we have 
paid out approximately $400 million in 
the form of salaries to our employes, 
commissions to our agents, fees to medi- 
cal examiners, and taxes. 

“Each one of you should feel proud 
of the part you have played in this pic- 
ture of private enterprise at its best. 

National Advertising Campaign 

“An invaluable asset for any company 
is public esteem and goodwill. The pur- 
national advertising cam- 


pose of our 


Quebec 


less than the best that we have to offer. 

“IT am optimistic, in fact very optimis- 
tic, about the future growth of our com- 
think, however, we should all 
recognize that we shall have to be 
alert and aggressive at all times, in 
order to maintain the kind of company 
we now have, and to continue giving our 
policyholders the low net costs and the 
high quality of service that we think of 
when we think of the Massachusetts 
Mutual. 

“T can assure you that the officers of 
the company constantly have in mind 
the problems of the man in the field. We 
want to be helpful in every way possible, 
but I know you will recognize that we 
have to be guided not only by the imme- 
diate equities involved, but also by the 


pany. I 


Home Office Group 


Top Row: Carroll G. McQueen; Charles G. Hill; Vice President Wrayburn M. 
Benton; S. Alberta Stutsman. Bottom Row: Lawrence H. Shoughrue, and Robert 
J. Ardison; James R. Martin and Frank L. Meeske. 


paign is, of course, to make our company 
even more widely and favorably known 
than it already is. I think it is obvious, 
however, that the Massachusetts Mu- 
tual’s finest advertising comes from our 
representatives in the field. Regardless 
of the extent of our national advertising, 
and regardless of the company’s strength 
and size, nevertheless, in the last analy- 
sis, the standing of our company in any 
community is determined to a very great 
extent by the standing of our represen- 
tatives in that This fact 
should be a constant challenge to all 
of you. I know that we are all very 
proud of our company and, because of 
that pride, let us never be satisfied with 


community. 


long-term effects of action we 
take. 

“The 19th of this month was the sec- 
ond anniversary of my election to the 
presidency of our great company. Those 
two years have been strenuous years, I as- 
sure you, but they ‘have also been inspir- 
ing years, because of my feeling that I 
have had the loyal support and whole- 
hearted cooperation of our entire home 
office and field force. 

“To me, one of the most gratifying 
things about the Massachusetts Mutual 
is the harmonious and cooperative rela- 
tionship among all members of our 
organization. I definitely feel that we 
are all pulling together, and I am confi- 
dent of the future, because I am confi- 
dent that this fine spirit of harmony and 
effective teamwork will be maintained 
in the years ahead.” 


every 
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Barry Stephens Tells How 
He Builds Doctor Clients 


Barry B. Stephens, Million Dollar 
Round Table life member, of the John 
W. Yates agency at Los Angeles, final 
speaker at the Monday morning session, 
of the Leaders Club convention of 
Massachusetts Mutual Life at Quebec, 
outlined the clientele building procedure 
which he has used for 20 years. He 
stressed the first two steps; deciding 
what kind of prospects the underw riter 
will enjoy serving, and the type of sell- 
ing he is best qualified to do. 

Mr. Stephens sells largely among 
physicians and young business execu- 
tives, using the estate planning ap- 
proach. Clients with large estates or 
involved estate problems are directed to 
a qualified and cooperative tax attorney. 
This results in valuable third party in- 
fluence for the underwriter. 

Mr. Stephens outlined his eight-point 
procedure for working among members 
of the medical profession, as follows: 

1. He contacts at least one new doctor 
each week. 

2. He shows a typewritten list of his 
doctor clients to the prospect. 

3. Personal calls are made promptly 
after lunch or in the late afternoon 
when the doctor has completed his ap- 
pointments for the day. 

4. First names are used as 
possible. 

5. He gains the confidence of the doc- 
tor’s secretary and solicits her assist- 
ance in getting appointments. 

6. When circumstances warrant, he 
talks with the doctor’s wife, and often 
finds her helpful in making sale. 

7. He takes only the prospect’s file, 
not bulky briefcase, when calling on 
professional men. 

8. He uses “M.D.” instead of “Doctor” 
in all correspondence with physicians. 

Mr. Stephens said that he usually 
writes a pre-approach letter before call- 
ing on a new doctor. For this purpose, 
he has engraved stationery, emphasizing 
his name. Underwriters who do not 
have the CLU designation and are not 
Million Dollar Round Table members, 
he said, may well have the foot of their 
letterhead show, “Member of the Na- 
tional Association of Life Underwriters.” 

“Tf I call on a doctor who has had 
his program review ed by a qualified life 
underwriter who is handling the pro- 
gram,” said Mr. Stephens, “I withdraw 
from the case. In the time that it would 
require to win the prospect over, I can 
write two other doctors who need my 
counsel and service.” 

Mr. Stephens said that he prepares 
few typewritten proposals, preferring 
to discuss his recommendations from 
his work sheets, and that this procedure 
makes a favorable impression on _ his 
clients. He recommended that under- 
writers maintain a follow-up file show- 
ing when each client’s program should 
be reviewed. He suggested the monthly 
mailing of blotters and other items to 
keep the name of the underwriter fresh 
in the mind of the client. 

Mr. Stephens said that he has never 
made it a practice to present gifts to 
his prospects or clients or to entertain 
them. Their satisfaction with the serv- 
ice he renders has been sufficient not 


soon as 


only in keeping their business but in 
getting recommendations and referred 
leads 





Get Service Award Pins 

Service Awards were presented to 
seven members of the Massachusetts 
Mutual Leaders Club by Pr esident Le- 
land J. Kalmbach at’ the group’s con- 
vention at Quebec. Those receiving 25- 
year pins were: William W. Sullivan, 
Cincinnati; Frank W. Howland, CLU, 
Detroit; Ralph E. Loewenberg, Keane 
Agency, New York; and John J. Steger, 
St. Paul. Thirty-year pins went to 
Frank A. Flory, Battle Creek; Donald 
K. Kissinger, CLU, Peoria; and Rich- 
ard LeBuhn, Davenport. 





Top: Display panel of Massachusetts Mutual dog calendar set up in ballroom 
foyer. Center: Seneca M. Gamble, home office; Harold G. Duncan, Cleveland, O.; 
Robert L. White, Columbus, O. Bottom: National advertising display panel. 


How Charles Motz Utilizes 


Time Between Interviews 

“I'd hazard a guess that every wak- 
ing hour of most million dollar pro- 
ducers is spent in ‘thinking’ life insur- 


ance,” said Charles S. Motz in speaking 
the 


before the annual convention of 
Massachusetts Mutual Leaders Club at 
Quebec, Canada, on May 26. In re- 
ferring to the work of the life insurance 
representative, he said, “Certainly, it 
isn’t all sitting in front of a prospect 
with pen and application in hand. How 
many hours of preparation, of schem- 
ing and dreaming and of rehearsing are 
necessary to conduct an interview prop- 
erly. In the life insurance business, he 
finds that the work is never boring— 
every day, every call, every case is dif- 
ferent. One may, then, work 15 hours 
a day ‘and like it.’” 

Before reaching the office in the 
morning, Mr. Motz attempts to make at 
least three calls, taking the prospects’ 
names from the master work sheet 
which he has compiled the night before. 
“IT have found,” he stated, “that a few 
business owners are willing to talk early 
in the morning while the junior execu- 
tives are processing the mail.” 

Upon reaching the office, he makes 
appointments and handles correspond- 
ence. Commenting on the value of a 
luncheon appointment with prospects, 
Mr. Motz said, “Always let your pros- 
pect know that you intend to talk busi- 
ness while at lunch. Actually, I seldom 
attempt to close a sale at a luncheon 
appointment but attempt to set up an- 
other interview at he prospect’s office 
to bring the matter to some conclusion. 

“The late afternoon hours I spend in 
the office, sometimes with the happy job 
of completing an application. Often 
these hours are spent in making up pro- 
posals, studying audits and dissecting 
the rate book. At least once a week I 
spend an afternoon making calls in out- 
lying towns. The driving time can be 
very well spent not only in rehearsing 
the talk that I plan to give to my pros- 
pect, but also in doing a little general 
scheming and dreaming.” : 

At the close of a normal business day, 
Mr. Motz often calls on prospects at 
their homes where he has a chance to 
speak to both the husband and wife. 
Then, his appointments over, he re- 
views his day while driving home. 

Mr. Motz concluded his talk by say- 
ing, “We are in a business of dealing 
with people. I have always liked people, 
liked to be with them. However, it does 
take training, study, preparation and re- 
hearsal to get across our points to these 
people—to have them follow and believe 
our own train of thoughts.” 


Boston Ass’n Officers 

William R. Robertson, general agent 
for Massachusetts Mutual Life in Bos- 
ton, was reelected president of the Bos- 
ton Life Underwriters Association at the 
annual meeting held in New England 
Mutual Hall last week. Other officers 
elected are Merlin J. Ladd, CLU, Lex- 
ington, Ist vice president, Robert E. 
Turner, Reading, 2nd vice president. 

Elected to the board of directors were 
Robert W. Boas, Brookline, Stewart P. 
Crowell, CLU, Reading, Edward H. 
Duffy, Randolph, Harry J. Duffy, Mar- 
blehead, Philip Hamburg, Newton, Pliny 
Jewell, Jr., Concord, Mark F. Limont, 
Brookline, Everett H. Mains, Arlington, 
Laurence E. Olson, Marblehead, Charles 
L. Quinn, “GLU, ‘Belmont, M. Greely 
Summers, CLU, Lexington, and P. Rus- 
sell Thompson, ‘CLU, Dedham. 

One hundred eighty- five members of 
the association were awarded National 
Quality Award certificates. 

Sadler Hayes, of Penn Mutual Life of 
New York, was the guest speaker. 
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Like father like son. It’s true of Matthew E. Keefe and his son, Matthew J. Keefe, in more ways than 
ZeS 


1ews graduates of the Atna’s Home Office Casualty and Surety Sales Course. Together they head up one 


wak- 
pro- : of the most successful insurance agencies in Racine, Wisconsin — Keefe & Company — Atna agents 
insur- since 1913. 
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one. For beyond their family resemblance, both are outstanding insurance agents — and both are 
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“I found out — it’s never too late to learn, and profit. | 

“I had been in the insurance business a long time when my son, 

Matthew J. Keefe, joined the agency in 1939 after attending the A&tna’s 

Home Office Casualty and Surety Sales Course. His unbounded enthu- 

— ; siasm for the exceptional training he had received and his rapid progress 

d re- pote ane so impressed me that in May 1944, I, too, packed my bags and followed 
— in his footsteps. 


Say- 
-aling 











elieve 
“Believe me, I found there was still a lot to learn — especially on 
; new methods and techniques. A®tna’s Plandex and the Atna Plan, in 
Keefe & Company particular, have proved invaluable aids to greater, more profitable selling. 
iad Racine, Wisconsin “By 1946, our premium volume had doubled. In another three years 
Bos- it doubled again. Today, our casualty business has increased to five 
bag sy times the amount it was in 1944. ‘ £ 
gland Pesos fs eet Me ae sd “It’s little wonder, then, that I would urge all agents, no matter PETS 
— what their age, to attend the A‘tna’s Sales Course — and increase their 
+ E. insurance volume!” 
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REINSURANCE is the bedrock 


of safety underlying the insurance industry’s 
contribution to the affairs of men. 


GENERAL REINSURANCE GROUP 


Largest American multiple line market 
dealing exclusively in Reinsurance 


GENERAL REINSURANCE NORTH STAR REINSURANCE 
CORPORATION CORPORATION 
Casualty + Fideltty Fire + Inland Marine 
Surety Ocean Marine 
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